RAPID TURNOVER! 
CS: c¢NSTANT PROFITS! 


y The sensation of the housewares industry! at Calling One of the fastest-selling items you can offer your 

Remarkable New Budget-priced, complete line has glistening two- Fast Selling customers. One hand (Hand-i-sift) or two-hand 

3000 Li tone plastic handles and nickel metal parts. a f ~ operation. Colorful decorations. Highest quality 
ine Available in open stock or display assortments, rlour dt ter 2 construction. Priced for volume sales. 





; , — t effici —" —" ' : a ’ . 
fasy Running Soran es “ser etic eta Catalin Handle sor (oe ie coe, "orl it, wate oe 
Ego Beaters this line on your counters, watch it meet all Stainless Steel line of stainless tools with matching strainers. 


requirements. Colorful Catalin handles in red or yellow. 





© 1949 See your Jobber’s Salesman— phone or write him today for full information. 


‘NDRock "PHE WASHBURN COMPANY 


WORCESTER, MASS. e ROCKFORD, ILL. 











Here are the basic factors master painters look for in WOOSTER 
FOSS-SET NYLON BRUSHES — 








A firm rock-like setting (within 


the ferrule) which securely 





: _ holds the nylon filaments — one 
which will not swell or come 
apart. A setting which remains 
unaffected by any substance that | 


I | Tips of nylon filaments which are well 


sanded to long, thin points —so soft 
to the touch; 


< 
will not harm the nylon itself. j 
Note: Foss-setting is even more } 
effective with nylon than ever 

before. ' 





2 Sanding that starts well back from the 
tip of the brush and found on a// of 
the nylon filaments throughout the 





brush; 
The same high quality standards that 
have distinguished Wooster Brushes 
throughout the years as top quality 
painting tools. 


( RL 500 the right proportion of varying * More uniform filament. 
An lengths and stiffness to permit the best ® More resilient. 


in all workin ualities; ; - 
-s * New scientific taper. 


* Better balance of stiffness and flexibility. 


* Combined with Wooster’s exclusive processing to make 
them even better. 


WOOSTER BRUSHES 


oSS-SE THE WOOSTER BRUSH COMPANY - WOOSTER - OHIO OOSTE 
T BRUSH MANUFACTURERS SINCE 1851 NYLON 





GUARANTEED 
Y5E iy amyTHINe 


IF IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRUSH 
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Let your customers take a look at the new YALE 
Ziplock—the neatest trick yet in bicycle locks. 
They’ll go for the brilliant red . . . the easy-zip 
locking (“It Zips to Fit’) ... the sure YALE 
strength. Ideal for bicycles, duffle bags and 
camping equipment. 


And, ideal too, for supplying both normal 
seasonal demand for bicycle padlocks and 
impulse sales due to the attractive 

zip-up feature. 


Ask your jobber about the Jumbo 
Introductory offer—including a clever 
combination box-and-display, window 
streamers, and newspaper mats. 


GIVE THE NEW 


git OCK 


For Bicycles, Duffle Bags, etc. 
“7 ZIPS 70 Fit” 


The name Yate 
helps make the sale 


~YALE~ 


THE YALE & TOWNE MANUFACTURING CO. 
Stamford, Conn., U. S.A 
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HERE’S YOUR PACKAGE 
OF PICNIC PROFITS 






f~lla-diner’ 


Medldn OUTING KITS « STURDY ALUMINUM « DUST-FREE » COMPLETELY EQUIPPED WITH ALADDIN HY-LO ® VACUUM BOTTLES « KITS FOR 2, 4, OR 6 ne EJ 


Here’s the sales sensation of 1948 ready to ring y NATIONALLY ADVERTISED witl 


up new profits for your 1949 Spring and Sum- 





mer selling season. IN COLOR TO 45 MILLION READERS HERE’ 
‘ ee = : ; rugged 
Once again millions of families are eagerly po 
mg , baa ; tion-packed Ala-di d 
awaiting the chance to hit the picnic trail— aAiteiaguntmbacincnetisiey Colum! 
. - will run again in HOLIDAY, smooth 
It’s a grand old American custom, and the Ala- Straigh 
, , LIFE, SATURDAY EVENING ize H 
diner is made to order for the customers— é — 
te Dili Meant th te food POST. There is a complete chromi 
eer Cay: Sy Sass See Cae kit of tie-in material to help pice 
kitchen-fresh, dust-free. gow seals theeuest-ob ile Bicycle 
It’s the perfect product to pull prospects into exciting promotion. Write, wire 
your store, and there will be plenty of prospects. or phone your jobber today THE W 


and be ready for the Ala-diner 


gold rush of 1949. 
ALADDIN INDUSTRIES, ine. 


223 WEST JACKSON BOULEVARD + CHICAGO 6, ILLINOIS ee 
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2, 4, OR 6 


DERS 
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HEAVY DUTY MOTOBIKE 
with NEW SUPER FEATURES 


HERE’S THE LAST WORD in heavy duty bicycles, with extra 
rugged features of typical Columbia quality, combined into a model 
of unusual good looks. It has an extra-strong heavy duty version of 
Columbia’s new FLOATING-ACTION SPRING FORK for super- 
smooth rides; Heavy Duty Tires; Heavy Duty Rims; Heavy Duty .120 
Straight Spokes; Front Wheel Expansion Brake for extra safety; Over- 
size Handlebar with crossbrace; larger, more comfortable Saddle with 
chromium plated springs and crash rail, plus the many other Columbia 
construction features that make for ruggedness and dependability. It’s 
one more model that makes and keeps Columbia “America’s FIRST 


Bicycle... Since 1877”! 





THE WESTFIELD MANUFACTURING COMPANY, 
WESTFIELD, MASSACHUSETTS 





SINCE 1877... AMERICA’S FIRST BICYCLE 
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KE YouPLiCATING MACHINES 


Oe ee Oe he a ed 








Within the confines of the Keil Company, there is no 
substitute for quality. 


It is this policy that has made the Keil Company the 
outstanding manufacturer in the field of key dupli- 
cating machines, locks, latches and key blanks. 


The Keil Company is the only manufacturer producing 
a full line of automatic-semi-automatic and hand 


operated key duplicating machines. 


Keil key machines and key blanks are used and recom- 
mended. throughout the entire world by professional 


locksmiths. 


Write today for your copy of the new Keil catalog on 
key duplicating machines. 


No. 3AC Automatic and semi-auto- 
matic combined precision key 
duplicating machine for cutting 


practically all types of keys. 











C P< 00 I 
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223eE 
put your money on 


VAMERICAN! 
Pa 


Whatever comes first with you . . . fast service, full line, straight shoot- 
ing, top performance and value for your customers, top profits for your- 
self... or all of these together... American is the line you can bank on 
first, last, and foremost. ' 


American’s jobbers give you 100% co-operation, backed up by the 
increasing production of American’s new speedlined plant. They can 
take care of you right now on wood screws, machine screws, tapping 
screws, and stove bolts... in steel and brass ... in all sizes and 
head styles . . . slotted and Phillips. 





And American co-operates by directly supplying you with the 
4 give-away folders shown, giving your customers useful 
information on each of the 4 American lines... also by the 
industry’s top engineering service on special fastening 
problems. So put your money on American . . . and let 
American make money for you. 


AMERICAN SCREW COMPANY, Providence 1,R. 1. 
Chicago II: 589 E. Illinois St. Detroit 2: 502 Stephenson Building 











Here’s the Trade-Tested Package for STOVE-BOLTS! 


Users and dealers alike have put a big OK on this unique partitioned pack- 
age, originated by American. This box keeps bolts and nuts separate . . 
helps dealers in stock-keeping ... frees users from chore of turning nuts 
off bolts. 
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Do you remember them? Full page ads 
showing famous Schlage installations 
have been reproduced in Hardware Age 
during the last four months. This was 
done to show you the high caliber of ad- 
vertising that the Schlage Lock Com- 
pany is using to create a larger market 
for Schlage locks. 


... In These Magazines 


Through such outstanding publications 
the Schlage Lock Company is reaching 
key buyers in every major building field. 
That’s how the Schlage quality story is 
told every month in the year... and it 
goes straight to the men who specify and 
buy! 


Schlage cylindrical locks are today’s 
fastest sellers. Their popularity is na- 
tion-wide. If you don’t have Schlage 
locks in stock, see your jobber or write 
Schlage Lock Company and a represen- 
tative will contact you. All standard 
items are now available for immediate 
delivery. 


FIRST NAME IN CYLINDRICAL LOCKS 






























SCHLAGE 


SCHLAGE LOCK COMPANY 
SAN FRANCISCO +. NEW YORK 





A heart-to-heart comparison shows why 


» ae (Lean- Flame: 


BURNER IS BETTER! 


Oe Tine 


af 
-=¢g2= 
Uy; Yp 


yf 
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Z 
It’s because no other heater can match the CLEAN- and youl, ce whif VM other 
_ * 


FLAME Burner, the hottest-firing, most efficient 
‘ 


Thes 
oil burupr yet dovieed. ‘ theater cam match c/ 


; , Ot Banning teater 













\ 
The CLEAN-FLAME uses the blow-torch princi- sal 
ple to consume every bit of every drop of fuel.. ‘\ 
to consume it so efficiently and with such terrific ‘\ 
heat that there is practically no waste. ~*~ e Hi 
This means MORE heat from LESS fuel. . higher 
flame temperature .. instantaneous warmth that e LO 
reaches peak intensity in just two minutes. Simple 
design and sound engineering give greater depend- e AC 
ability .. and that means fewer service calls to eat 
into profits. 
. e Al 
The CLEAN-FLAME* is easier 
to sell... because it’s oe RI 
Vv FASTER 
wv MORE ECONOMICAL e Gi 
v SIMPLER 
v CLEANER 35,600 0 75.000 8.1, 
Illustrated is the DC-750 Circulator, 
w~ MORE DEPENDABLE The famous 75,000 B.T.U. “‘Low-Boy.” 


All models burn No. 1 or No. 2 
Fuel Oil, Kerosene or Distillate 


THE 


G U { fot —t W ~ Oo N Make a clean sweep of the oil heater 


market with Clean-Flame! 


CORPORATION 


DALLAS, TEXAS 





*Reg.,U. S. Pat. Off. 
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No question about it, you make more money when you sell the 
These features boost filter that has all the advantages. Just consider what Dust-Stop 
° Air Filters offer: 
sales and profits 


_—HIGH EFFICIENCY—Smooth glass fibers offer minimum resistance, 
maximum dust-holding surface. Resist shedding. Cannot com- 
ae ae press to block air flow. 
HIGH EFFICIENCY 


LONG LIFE—DMore than a strainer, Dust-Stop has an adhesive 

with extraordinary “wetting action’’. It quickly saturates trapped 

particles, maintains high efficiency until dirt load requires 
LONG LIFE replacement. 


__ AC CEPTANCE— Long established as the leader, and original equip- 
ACCEPTANCE ment in most modern warm-air furnaces, Dust-Sror is the logical 
replacement. 


ADVERTISING SUPPORT GOOD PROFIT—Substantial dealer margins plus fast turnover 
make Dust-Stop highly profitable, a good product to push. 
Your Dust-Stop distributor or jobber will be glad to give you 
REASONABLE PRICE details on these features, as well as on Dust-Stop advertising and 
promotion support. Contact him today. Owens-Corning Fiberglas 
Corporation, Dept. 934, Toledo 1, Ohio. In Canada, Fiberglas 

GOOD PROFIT Canada Limited, Toronto, Ontario. 








SUH) le Ain suurens 


*t mm 866. U5. Pat OFF. 
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and New HOME WALL HOLDER 
have everything! 


Who but Dixie could bring you just the package to 
crack the great, home market for paper cups! The 
sparkling, cleanlined, see-through WALL HOLDER 
that conveniently holds a whole carton of Dixies 
at one quick, easy filling. Cartons—and refills— 
conveniently sized to store on the average 12” closet 
shelf. Exciting... exclusive... wanted features! 
Exactly the low cost, high quality product you 
would expect from Dixie, leader in the paper cup 
field for a quarter century. 


A DOUBLE SALE... WITH DOUBLE PROFIT 
PLUS STEADY REFILL VOLUME FOR YOU! 
STOCK IT NOW 








IN KITCHEN For mealtime, 

between-meal milk, juices, cold 
drinks, children’s snacks, parties. 
Saves work. Ends clutter of soiled 











glasses. 
Handsome clear plastic holder. Takes 60 
IN BATHROOM Replaces unsani- Dixie Cups. Easily attached to any wall. 
ta “family” glass for water 2 cartons (120 3-02.) Dixie Cups. In attrac- 
pe Maer a B -w-t Safe po tive blue self-displaying package. 
’ : ’ e ded Resale Pri 
venient, economical. Protects ates peices 
health, wherever used. $1.89 
Larger Size (100 5-oz. Dixies) $2.15 
A winner... with a 
sales-clinching name 
DIXIE CUPS eaplé - 
most widely advertised... REFILL CARTONS neahe Selo 
most popular of paper cups 60 3-0z. Dixies, blue carton.............. .26 
4 for..............00ae 
50 5-oz. Dixies, red carton............... 35 
For details write ~ > eee 1.00 
DIXIE CUP CO., EASTON, PA. 40 9-0z. Dixies, green carton........... 39 
(No holder for this size) B J 
& 
3 1 
ORDER FROM YOUR WHOLESALER TODAY! 4 
va 
> =a 


SE, JUNE 16, 1949 
12 HARDWARE AGE, JUNE 16 sities 








=—_ 


DER 


kage to 
ps! The 
HOLDER 
Dixies 
efills— 
“closet 
atures! 
ct you 
er cup 


Lau, 
YE CUP 
LoER 





1949 














= the King Cotton Line . . . cordage that’s 
packaged to SELL. These attractive counter display 
packages are designed to sell more cordage, save 
counter space and do a real merchandising job 
for you. 


Check with your jobber . . . For more Sales and 
more Profit carry a line that's “packaged for 
profit” — KING COTTON. 


CORDAGE 


JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 


* 





4 
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No Wonder it’s, 


Sclling kg” 












NONE | 


Eacn NONE 
with its Tc 
making ati 
with other 
and handy 
wide varie 
your count 





... The only closer designed for easy 
over-the-counter sales. 


Why the EAGLE .. + The only closer that gives right-hand, 


left-hand, hold-open or non-hold-open 
UNIVERSAL DOOR CLOSER operation without any mechanical change. 
is Chalking Up Record . «. The only closer that’s smartly 
Profits For Alert packaged for universal sale and application 


( Retailers Everywhere 





on standard interior wood or metal doors. 


..- The only closer that reduces handling. 
billing and inventory costs to a minimum— 


cMi/Z thus broadening your profit picture. 


This is just part of the profit story for you. 
Complete facts are yours for the asking. 


The EAGLE LOCK Company 


Terryville, Connecticut 
America’s First Lockmakers ... Since 1833 
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BALANCED 


NONE BETTER DISPLAY VARIETY 


Eacn NONE BETTER Panel comes complete 
with its Tool Assortment and a Kit for 
making attractive combination Displays 
with other Panels. The light Panel weight 


and handy 1‘ x 2° size make possible a 
wide variety of combined Displays for 
your counters or show windows. 











aD U s 
a 
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THE NEW BRITAIN MACHINE COMPANY 


» g\ ) . \ x, ‘ a May: 





' fi , . 
> ) 7 F 44, 4 » 8 q 
q 4 | adel ' as (#! ? ’ 


Here’s how you can start cashing in with profitable Hand Tool 
sales!) The NONE BETTER Display Program offers you 
balanced, fast-selling Hand Tool Assortments PLUS handsome 
sales-making Stocking & Display Panels without additional 
charge! Each Panel is yours, when you buy these skillfully 
balanced Hand Tool Assortments. And how these fine Tools 
SELL—from colorful, eye-catching Displays! Bright, triple- 
plated Chrome Finished Tools—designed for maximum utility 
in shop, farm, garage and home—sparkling against a rich green 
background. .. here’s real SALES POWER! What’s more, your 
profit per sale is higher, because you operate with a minimum 
inventory investment. Write TODAY for the name and address 
of your nearby NONE BETTER Hardware Jobber : . . and 
start getting your share of those NONE BETTER profits! 


New Britain, Conn. 
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4h jg OF COURSE IT'S“, 
“THERMOS” BRAND - 


t a ae y* ° 
a | 
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7 KNOW the superb styling anywhere—it’s Thermos brand 
vacuum ware, of course. 

“Thermos” creates this distinctive chromium-plated ice pre- e -“ 
server, with simple, modern, lovely lines. “Thermos” makes it Lg 


dependably efficient—with vacuum insulation which keeps ice 


unmelted for hours. ° \ 
YW O a? \ 
Look for this ice tub when you shop. When you see its beauty and be: 


utility, youll know, “This is Thermos brand.” ) t - 


LOOK FOR THE ADDING TO YOUR GOODWILL... 


~_TRADE-MARK THERMDs 


TRADE-MARK REG. U. &. PAT. OFF. 


Hoops Cold. things Cold - hoops Hot things Hot | 


THE AMERICAN THERMOS BOTTLE COMPANY e NORWICH, CONNECTICUT 4 


Thermos Bottle Co., Ltd., Toronto Thermos Limited, London wines 
a a 
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ae “Bounce” Tumblers 


yuck 









Ps ae 


gay and colorful 


Clover” 


designs! 


Here are the perfect glasses for meal-time 
and parties! The ladies will love their lucky 


4-leaf clover patterns in combinations of 


frosty-white and red, yellow, or green. And 
being economy-minded, housewives will be 
delighted with their durability—particularly 
if there are children in the home. 


Like all Libbey Bounce Tumblers, “Lucky 


Clover” 


is Heat-Treated for extra strength 


Actual Size 


120 x 3 col.— 


HARDWARE AGE, JUNE 16, 1949 


It’s just part of the complete free 
merchandising materialon“ Lucky 
including display ideas 
to bring you greater sales .. . 
more profits! 


Clover,” 








. actually lasts 3 to 5 times longer than 
ordinary tumblers. What’s more, their rims 
backed by the famous 


are chip-resistant .. . 
‘Safedge’ 


Libbey policy: “A new glass if the 
ever chips!”’ 

Get in on the “Lucky Clover” 
parade! Write, wire or phone your nearby 
sales office today for your stock . . . or write 
us direct at Libbey Glass, Toledo 1, Ohio. 


proht 


Use this mat ad and other 
merchandising aids to 
boost your sales of 


Clove” 


yok! 








€._ ff LOWE BROTHERS STYLE-TESTED* PAINTS 
Keep Sales Sizzling—Keep Customers Satisfied! 


(v Style-Tested Colors have built, for this great paint line, 
the kind of red hot consumer-preference that makes your 


is selling easier, your customers happier, your profits bigger! cae = 


xs "> 


A i aS 






Style Toited 


MELLOTONE ¢ 


(one-coat flat wall paint) 





gives your paint sales a profitable boost! 


Great and steadily growing consumer-pref- 
erence for Lowe Brothers Style-Tested 
Mellotone is boosting sales and profits for 
dealers everywhere! One quick look at the 
standout features of this high quality, genu- 
ine oil wall paint tells you why Mellotone 
has become so popular: 1. One coat cov- 
ers! 2. Requires no primer! 3. Dries over- 
night! 4. Exceptionally durable—stands re- 
peated washings! These and many other 
custamersvunted features combine to give 
Mellotone the sizzling sales appeal that 
means faster turnover and bigger profits for 
Lowe Brothers dealers. 

Every product in the famous Lowe Broth- 
ers line is loaded with features your cus- 
tomers want and ask for today. Cash in on 
the demand! In other words, line up with 
Lowe Brothers for greater profits through 
the volume turnover of popular, wanted 
Style-Tested Paints. Write, phone or wire 
today for complete agency details. 








THE LOWE BROTHERS COMPANY * DAYTON 2, OHIO have 
spee 
r , ’ Sand 
: ‘ . 
| spee 
Powerful sales helps and consistent ad- com; 
ies i) .. vertising backs Lowe Brothers products 
Lowe Brothers products are supported b 
PI y 
oe the kind of sales helps that pay off! Among to af 
LZ them are colorful, action-provoking dis- you 
i ther plays and literature that tersely tell power- Ord 
\ 


ful sales stories. These, and many other helps, plus a 
consistent program of hard hitting ads, build extra 
, Plan. store traffic and profits for every Lowe Brothers dealer. 





‘puyine 
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(71'S READY— 
(T'S RIGHT— 


(7's PROFITABLE — ’ , uy THE _ HOME SHOP TYPE 


BELT SANDER MADE 


2% inch belt travels at 600 ft. per min- 
ute. Ideal speed for sanding, removing 
paint and varnish, buffing and polishing. 
Universal motor for AC or DC. 


Suggested retail price 


$645° 
$1935 


ON EVERY SALE 


Here’s the SKIL Home Shop Tool you and your customers 
have been waiting for ... a powerful, fine-finishing Belt Sander that 
speeds a hundred surfacing jobs. The only home shop type Belt 
Sander made! 

Your customers will like its light weight, perfect balance, 
speedy sanding, buffing and polishing on wood, metal, plastics and 
compositions. 

You’lllike the way SKIL Home Shop Belt Sander SELLS. Priced POPUL R rea | 
to appeal to hobbyists, boat owners, householders. Priced to bring ¢.¢'y " Ln 5 % 
you volume profits. Nationally advertised in leading magazines. - 
Order SKIL Home Shop Belt Sander from your wholesaler today! 


SKILSAW, INC. " “Ala ¢ 
5033 Elston Ave., Chicago 30, Ill. a 
Factory Branches in Principal Cities 0 ¥ 
In Canada: SKILTOOLS, LTD., 66 Portland St. —— } 


Toronto, Ont. 
SKIL Tools are made only by SKILSAW, Inc. 


” 

5] ‘ 
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BRUSHWISE PAINT BRUSHES are better brushes, made by master 
craftsmen of the finest, pure China bristle a completely balanced 
line for every requirement—home, factory, master painter—guaran- 
teed to satisfy your most exacting trade. 

BRUSHWISE is profit-wise, too packaged for easy selling and 
priced to build a profitable paint brush business for you 

Look for our Brushwise owl on the brushes you buy— 
our trademark is your guarantee of complete satisfaction! 


Send for catalog today. 


Se Wite-Sug -BRUSHWISE/ 











“BRUSHWISE 


CORPORATION 


WEST FOURTH AT MERCER STS., NEW YORK 12, N. Y. 








ATTENTION SALESMEN: TERRITORIES OPEN 










ey MAX » Best known, biggest value home 
Cll hottle Capper in the Worl 







“a 


FRUIT JUICES ' CATSUP ROOT BEER 
Soft drinks of all kinds Good old home brew 


If you want a steady seller that rings up easy profits... 
grab a gross of the fastest selling bottle capper in the world! 
Quality-made of high carbon steel, expertly engineered for 
customer satisfaction . . . and enameled fire-engine red for 
eye appeal (and rust prevention!). Man-sized handle works 
easily and springs back, ready for the next bottle. And... 
it takes ANY size bottle, up to a quart. 











[5 Made by the makers of The | ae 2 REDY Co. 


' 
Fa X. ‘ the famous Speedy- Clean 
Case Va Chrome Cooking Utensils! WORLD'S LARGEST MAKERS OF CHROME KITCHEN UTENSILS 


Je a M A WwW O 
RLD'S | 
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x®* MARQUETTE 











SEE US AT THE 


SUMMER 
SHOW 
BOOTH L-17 


or Write for Dealership Details on 
the Complete Marquette Line. 


MARQUETTE 
APPLIANCES, Inc. 
Minneapolis 14, Minn. 















Home Freezers * Ranges ° 


REFRIGERATORS 


Here they are. . . New, Beautifully Styled MARQUETTE 
Refrigerators for You to Sell. They have that extra smart 
appearance on your display floor. They feature the latest 
Full Door design, and are completely refrigerated from 
top to bottom. 

Marquette eye-appeal and fine construction win quick 
customer approval. Quality is the highest, yet prices 
are competitive! Four models. 


MARQUETTE SELLING POINTS 


LARGE FROZEN FOOD COMPARTMENTS... . Just what 
housewives are looking for! Big across-the-top compart- 
ment holds 42 pounds of Frozen Food . . . the eye-level 
compartment of the U type model holds 28 pounds of 
Frozen Food. 


ROLL-A-GRIP LATCH ... a high quality latch, found 
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only on America's finest refrigerators. With fingertip pres 
sure the trigger-action Marquette Latch silently, auto- 
matically pulls the door tightly shut. 

TWIN CRISPER DRAWERS .. . each with |2 quart ca- 
pacity plus another Big, full width Crisper or Storage 
Drawer with 18 quart capacity. 

56 ICE CUBES .. . FOUR TRAYS... . New type Flexible 
aluminum trays. Light finger pressure pops out a single 
ice cube ... or a tray of 1/4! 

SHELVES . . . Hardware men will recognize the high 
quality of these sturdy shelves with their brilliant finish. 
NEW "PANCAKE" TYPE TECUMSEH COMPRESSOR .. . 
the most modern, efficient and the QUIETEST compressor 
ever developed. Small in size but a Giant in perform- 
ance! Hermetically Sealed and Permanently Lubricated 


SOLD THRU AMERICA'S LEADING WHOLESALE HARDWARE HOUSES 
Hot Water Heaters « 


Self-Serve Freezers and Coolers 
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the toughest problem 


The Pressure Cooker 


It took several years to DO IT! 


Working day and night, sweating it out, 
trying idea after idea—we DID IT! 


Never discouraged, but sure dog-tired by bedtime, 
we kept seeking, and FOUND THE ANSWERS! 


Just look at all these features now available to your trade 
in the brand new, revolutionary REVERE WARE PRESSURE COOKER: 


Stainless steel, copper clad, a masterpiece 
of genuine, bright, clean and highly 
polished Revere Ware. 


NEW Metal weight gauge, permanently 
attached, automatically maintains correct 
pressure once the dial 1s set, and gives an 
audible signal when pressure is reached— 
no constant watching. 


NEW long-life tight-sealing gasket, of a 
special heat- and grease-resistant material. 


COOL evenly balanced bakelite-covered 
handles. 


SIMPLE to use, easy to clean. 


NEW 48 page cook hook supplied with 
each. 


CAPACITY, 4 quarts, just right for the 
average family. 


REVERE COPPER AND 


We believe this is the finest, most satisfactory 
pressure cooker ever offered. As the leader of the 
Revere Ware line of ‘Kitchen Jewels,”’ it will 
bring people flocking to your store. It will mean 
more profits than ever to you—especially if you 
set up a Revere Ware display with the NEW 
Pressure Cooker as the big feature. It was to give 
you an extra fine, profitable sales itém that we 
spent all those years, those months, those days 


and nights seeking for perfection. 





This new Revere Ware Pressure Cooker is 
backed by full-page 4-color advertisements in 
national consumer magazines, telling the story 
to 20 MILLION READERS. Newspaper mats 


and radio commercials are ready for you. 


BRASS INCORPORATED 
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Rome Manufacturing Company Division - Rome, New York 


HARDWARE AGE, JUNE 16, 1949 2: 








you get more 























Satisfied customers keep on buying once they have 
used Pittsburgh Farm and Poultry Fence, Lawn 
Fence and Welded Steel Fabric. It will pay you to 
stock the complete Pittsburgh line of fence for farm 
and home. It is nationally advertised in American 
a 
Home and Farm Journal to help you sell. 
For further information write Department HA, 
Pittsburgh Steel Company, Grant Building, Pitts- — 


burgh 30, Pa. a 
shov 
“Ov 
sales 


PITTSBURGH STEEL COMPANY 
Grant Building - Pittsburgh 30, Pa. 
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“Dve sold Swucc Curdere Wwe 


Every Time | used this Swan 

‘OVER THE COUNTER’ SELLING CARD 
... Try it yourself on your 
very next customer!” 


SWAN Dou 
BLE g 
GRE EN RAID 
SWAN SIN 
GLE g 
RED RAID 


SWAN SING 
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Black AID 














SERVICE cost 
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@ Here’s the greatest garden hose retail selling tool ever devised. 
This 5 x 9 inch colorful card tells your customer at a glance why Swan 
“time guaranteed” garden hose is the best buy on the market. 

Every Hardware Merchant and his sales staff should use this 
“OVER-THE-COUNTER” selling tool on every garden hose prospect. It 
sells ‘em every time! 

Order a supply of these potent sales 
aids through your Swan jobber today— 
they‘re free! 


Your customers can 
see and believe the 
facts about Swan gar- 
den hose when you 
show them the Swan 
“Over-the-Counter” 
sales card. 


SWAN RUBBER COMPANY 









BUCYRUS, OHIO 
WORLD’S LARGEST MANUFACTURER OF GARDEN HOSE 
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DISPLAY THIS CAN 


FOR GREATER PROFIT... 


KOPTITE COMPANY 


WEST ORANGE 





NEW JERSEY 
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asives 


WINDOW STREAMERS — colorful, arresting. Bring in 
prospects to talk about your rental floor sander service— 
take up little window space. 





FOLDERS —to be used as hand-outs or as package enclo- 
sures. Takes your customers through an easy explanation 
of the 3M system of refinishing floors. 


LOOK OVER THE MATERIAL OFFERED. Pick out the selling 
aids you can use. Decide how many of each you need. Then 
just ask your 3M salesmen to fill out your order. Remember, 


it’s a free service! Get your order in today. 


Made in U.S.A. by MINNESOTA MINING & MFG. CO.), St. Paul 6, Minn, 


Also makers of “Scotch” pressure-sensitive tapes, 
“Underseal”, "Scotchlite”, "3M" Adhesives. 





SERVICE 





Boost floor sander rentals with 
these Free business-getters 


A complete promotion program tailored to your exact needs— including 
material imprinted with your name and address! It’s all offered by the 3M 
Company to help you get more of the profitable home redecorating business. 





DEALER'S NAME 







aN 
i DEALER'S NAME 
\ 
AAT. SAA SAN ANA AN 3 


MATS— business-building newspaper ads, in several 
shapes and sizes, to carry the story of your rental floor 
sander service to people in your trading area. 























POSTCARDS—peppy, humorous busirfess-getters which 


you can send to prospects in your trading area. Your 
rental service message is sure to be read. 


FLOOR SURFACING 





General Export: DUREX ABRASIVES CORP., New Rochelle, N. Y. 


In Canada: CANADIAN DUREX ABRASIVES LTD., Brantford, Ontario 
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Vou bi winmins: 


~ Capacity 


Electric Dri 


MODEL 150 


PACKED 
WITH ALL 

THE FEATURES 
THAT SELL... 


PRICED TO CAPTURE 
CUSTOMERS FOR YOU! 


New Model 150 (repiacing 

famous Model 130) gives your 

customers more for their money 
. stimulates sales today ! 


Recessed switch prevents acci- 
dental starting when laying tool 
down. Large air vents keep it 
cool, comfortable in use. Smooth 
front housing—no screwheads, 





RECESSED SWITCH 


SLEEK FRONT HOUSING 


Division of Cummins Business Machine Corp. 
4740 North Ravenswood Avenue * Chicago 40, Illinois 


LIST 
PRICE 


ADEQUATE 





COMPARTESS 


bumps, humps. Compact— 7%” 
from center line chuck spindle to 
outer edge gear housing. 


Plus: die cast aluminum frame; 
Jacobs 1B geared chuck; uni- 
versal motor; Oilite bronze bear- 
ings, ball thrust on chuck spindle; 
precision-cut gears; 8 ft. rubber 
cord, plug. 
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ACCURATE 


FRICTION 









ACCURATE 


RUBBER 


ACCURATE 



















Every foot is made to highest quality standards 
of manufacture and each roll contains guaran- 
teed footage. Available in various roll lengths, 
cellophane wrapped in tape-protecting attrac- 
tive boxes. Packaged also in ten roll containers 
for electrical and automotive buyers. 


TAPE 










The rubber tape electricians and mechanics ask 
for by name. Individual rolls in several roll 
lengths featuring guaranteed footage and attrac- 
tive box packaging. Supplied also in extra long 


TAPE 


rolls in metal containers. 








Widely used in electrical wiring for fast, neat 





connections. Combines the qualities of both 
Accurate Rubber and Accurate Friction Tapes. 
Speed Splice is available in individual 50 ft. 
rolls cellophane wrapped and boxed. 


SPEED 
SPLICE 













ter ACCURATE pur you into 


THE PROFITABLE TAPE BUSINESS 


Just drop us a line. We'll send complete de- 
fails and literature on the Accurate line 
along with the name of the authorized Accu- 
rate distributor in your area, Tape is a valu- 
able part of your profit picture so don't wait. 
Write today. Accurate Mfg. Company, 
Garfield, New Jersey. 





APES EXCLUSIVELY 
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“Crescent” j 


cReE 


HARDW 


CRAFTSMEN 
RECOGNIZE 
QUALITY 


+ 6 Whaue fire feline tt 
SLIP-JOINT PLIERS 











RUST RESISTING 


y pr nickel plating that has 
been hand buffed. 
d Tool will last a lifetime, 
with proper care. 


SSE wd 


STRONGER 
NUT and BOLT 
that has been turned 
from solid bar tool 
steel and case 
hardened. 
(Not pressed from 
soft metal) 





ed 
ds 
n- 
8, 
c- 
rs 
ae Model illustrated is 
sk QUALITY BUILT G25 and is available 
Ht from special tool in 5, 6, 8 and 10” 
: steel, joints operate sizes. Our complete 

bie — = 1g line of slip joint pliers 
. oF ee also includes Thin 

Nose and Bent Nose 
a SURER GRIP styles. 
it with sharply milled 
h teeth. Gripping 
surfaces at tips are 
.. P 
cross milled. 

4 








EVERYBODY 
RECOGNIZES 
QUALITY 








by tin fa 





v4 YS) Sign Of the Cf tlistn 


Gy] Syn of Cucllence 4 





leading distributors and reta:lers everywhere and mode only by 


¥ @ 8 & 


“Crescent” is our trade-mark, registered in the United Stotes and abroad, for wrenches and other tools. Sold by 
_ CRESCENT TOOL COMPANY, JAMESTOWN, NE W 
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The 


World’s Largest 
Home Furnishings Show 


July 5th to 16th inclusive 
THE 
MERCHANDISE 


MART 


WORLD’S GREATEST MARKET CENTER 
CHICAGO 









N40. — a 
a 


APPLIANCE. 


LWENS 
AND DOMESTICS. 


TONS, GAMES AND 
WHEEL COODS. 








CURTAINS, DRAPERIES ANO 
UPHOLSTERY FIPRICS. 


WALL APPLIANCES 


HALOS AND TELEVISIONS. 
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$74.95. | 
tools, $19.9 
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Hoover Cylinder Cleaner, 
Model 50. Cleans by pow- 
erful suction. Complete 
with cleaning tools, $79.50 



















De Luxe Triple-Action 
Hoover, Model 61, the 
finest Hoover ever 
built. Many de luxe 
features. $94.95. 
Cleaningtools, $19.95. 






















Triple-Action Hoover, 
Model 28, withHoover’s 
exclusive cleaning prin- 
ciple—it beats, as it 
sweeps, as it cleans. 
$74.95. Cleaning 
tools, $19.95. 


Hoover Dealers 


are happier because 


New Hoover, Jr., Mod- 
e/115, newest, lowest- 
priced, lightest Hoover 


ever built. Ideal for 
small homes... handy 
for all homes. Only 
$59.95. Cleaning 
tools extra. j 
~ 
ae ® 


has the most complete line 





of cleaners ever offered 


Hoover dealers now offer a Hoover Cleaner that fits 
the purse and preference of every customer. There are 
two different ‘ypes and four different mode/s—the most 
complete line of cleaners in America! 


Some women say, ‘I want Triple Action.’’ Some 
say, ‘‘Cylinder."’ Others need both types. Whatever 
the customer prefers; Hoover dealers have it in a 
Hoover, the biggest name in cleaners, the name women 
prefer 2 to 1 over any other make. Over 8 million 
have been made and sold. 


~ 


Hoover deaiers are happier because they now offer 
Hoover cleaning for only $59.95. The cleaner is 
Hoover, Jr., the newest, lowest-priced, lightest Hoover 
It opens up a new market, means more sales. 


That's not all. Hoover Cleaners are the best- 
advertised cleaners. Full pages and partial pages, 
many in color, appear consistently in magazines like 
Life, Look, Ladies’ Home Journal, Good Housekeeping, 
Better Homes and Gardens, American Home and Farm 
Journal. 


And every Hoover sale is a dealer sale. 


No wonder Hoover dealers are happier than ever 
with their Hoover franchise! 





THE HOOVER COMPANY 


North Canton, Ohio ¢ Hamilton, Ont., Canada ® Perivale, England 
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Abrasives by CAR 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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The new counter display and booklets by 
CARBORUNDUM are an unbeatable combination in 
piling up easy-to-get profits from floorsanding 
rentals. There’s a surprisingly large market for this 
service. You’re missing out on good, steady, 
money-making sales if you’re not cashing in on it. 


Dealers are finding out that all they have to do 
is show the public how easy and inexpensive it is 
to sand and refinish floors in order to build up 
a waiting list for their floorsanding rental equipment. 
They are using these new displays and booklets 
to do the job. And, they are stocking cut sheets and 
edger discs by CARBORUNDUM in convenient, 
easy-to-use packages. Easy to identify and handle, these 
packages save time and effort in supplying the 
right abrasives for every floorsanding requirement. 
The best known name in Abrasives gives 
them added sales-appeal. 


It’s simple to put this sales-making material 
to work. Ask your CARBORUNDUM jobber to 
supply you with the displays and booklets. 
Let him fill your requirements with packages 
of sheets and discs by CARBORUNDUM. 
Chances are that you will be re-ordering in a 
hurry once you give this profit-making 

idea a chance to go to work on your store 
trathc. The Carborundum Company, 

Niagara Falls, New York. 


T ' A R k 
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CASTOMATIC— A NEW Power in Solder! 


Federated Metals has developed and patented 
a modern machine which is producing an 
entirely NEW and BETTER bar solder. Be- 


cause it’s better it will sell faster! 


CASTOMATIC solders are absolutely uni- 
form. Every portion of every bar melts at the same temperature and 
every bar gives the same results because casting is done automatically 
under pressure. Composition, size and weight are always the same for 
any one alloy because the machines measure the bars accurately. This 
is a selling aid. 





CASTOMATIC solders are permanently bright and shiny on the 
outside, fine-grained and free of voids on the inside. The completely 
closed CASTOMATIC system excludes harmful oxides . . . makes 


hand-cast bars seem frosty and dull by comparison. 


CASTOMATIC solders sell faster because they look 
better and are better. Bars of standard 11, lb. size are 
available in all commercial compositions. 


Sedludlac METALS DIVISION 


AMERICAN SMELTING AND REFINING COMPANY, 120 BROADWAY, NEW YORK 5, N.Y. 
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IDER PROFIT MARGIN. 


with the new IRU-FIT 


No. 3 WRENCH DISPLAY BOARD 


Retail Price ........$ 44.20 
TE b-osccsccce. 2 


PUGET wcccccccccscss TIM 


40% MARGIN je 















Low price and wider profit margin aren't the 
only attractive features of this new Tru-Fit 
Wrench Display Board. 70 wrenches in 20 dif- 
ferent patterns and sizes are grouped in a mini- 
mum of space; box ends, open ends, and com- 
bination wrenches—with a complete range of 
openings in each type. And they’re all popular 
sizes that give you a fast, profitable turnover. 

Every wrench features that familiar Tru-Fit 
higher quality—expertly forged from premium 
quality steel, precision machined for a perfect 
fit, carefully heat treated for superior strength, 
IMLcoF-86 and chrome plated for lasting protection 
against rust or corrosion. For added sales 
| appeal, wrench ends are hand polished to a 





LECTROLITE CONPORATION 


Re rianet, Ou, 2.44 
































mirror finish. 


, The display board is built from heavy ply- 


wood in natural colors with a varnished eur- 
face. Wrench prices are clearly stamped beside 
each wrench. As a counter display, the No. 3 
board requires a space only 6” x 16”. Or, if 
you like, you may remove the feet and use the 
same board as a wall display. 


The display board is yours at no extra 
cost when you buy the wrenches. As 
wrenches are sold, simply make replace- 
ments from stock. 

Write TODAY for information on the ' 
Tru-Fit No. 3 Wrench Display Board and : Please send me today, complete information concerning Tru-Fit 
other display and merchandising aids for : Tool Display Boards. 
| 
t 


Tru-Fit tools. 


NE 35.6 2ameton uysny ceVans senor seebenenannaeéheds 
ee ne er a rene ae eT ee 


32 YEARS OF 


LECTROLITE CORPORATION 
DEPT. 816 * DEFIANCE, OHIO «+ U.S.A. 





pox WRENCHES * OPEN END WRENCHES * COMBINATION WRENCHES © PLIERS * TIRE TOOLS * 4 WAY RIM WRENCHES * SPECIAL AUTOMOTIVE TOOLS 


N.Y. 
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DUO-THERM ANNOUNCES REVOLUTIONARY NEW 


GAS HOME HEATERS 


Thun OF IT! Duo-Therm engi- 
neering, fine furniture styling 
and matchless performance— 
in GAS! 


What does this mean to you? 
It means a Gas Home Heater 
that’s backed by consumer 
acceptance of the Duo-Therm 
name. It means a heater that’s 
easy to sell and easy to service. 
It means acompletely new profit 
opportunity for you in heating 
appliances! 


What makes this heater 
a profitable addition to 
any heating appliance line? 


This heater enlarges your mar- 
ket by enabling you to offer the 
completely new All-in-One Con- 
trol. This amazing basiccontrol 


fs 







Pah 


can be easily and inexpensively 
converted to a fully automatic 
unit that delivers the kind of 
heating comfort ordinarily pos- 
sible only with expensive fur- 
nace type installations! 


In addition, this heater offers 
the famous fuel-saving Power- 
Air Blower made only by Duo- 
Therm. And it’s the first gas 
heater with the traditional 
beauty of fine period furniture 
styling! All models are AGA 
approved and suitable for use 
with any type gas. See them at— 


The Furniture Show—Space 517 


If you are not already a Duo- 
Therm dealer, contact your dis- 
tributor or write, wire or phone: 
Duo-Therm, Div. of Motor 
Wheel Corp., Lansing 3, Mich. 


pigystesb bbe 


THE NEW 
DUO-THERM GAS HOME HEATERS! 


ALL-IN-ONE GAS CONTROL 


POWER-AIR BLOWER 





The Hepplewhite—in magnificent mahogany 
finish and period furniture styling. Heats 
up to 5 rooms. 65,000 BTU input. Specify 
Model 1454. 





The Chippendale—in either gleaming walnut 
(Model 1455 illustrated) or trim, modern 
blond finish (Model 1453). Heats up to 5 
rooms. 65,000 BTU input. 











a new low. 





A package control for a// types of gas. p 
Reduces installation and service time to ( 


Manual control is complete with built- 
= in gas pressure regulator, pilot filter, 
Ae pilot adjustment screw and graduated 

= heat control dial. A positive pilot shut- 
off with safety catch and button release 


‘5 







~ 





_* 






prevents small children from turning pilot off or on. 


Available with or without fully automatic safety shut-off. 


Easily converted to automatic control at any time. 
Super-sensitive thermostat with exclusive Comfort 
Selector gives straight-line temperature control. 


Duo-Therm is a registered trademark of Motor Wheel Corp., Copyright 1949 


you see Duo-Therm’s High-Efficiency Equaflame Burner, 
exclusive new Flexible Draft 
Heat Chamber with Double Economizer and many 
other superior features. 


NOW! A Duo-Therm Gas Home Heater 
with exclusive Power-Air Blower! The 
blower that saves up to 25% on fuel bills 
and insures constant, all-over, floor-to- 
ceiling comfort! The blower that fre- 
quently pays for itself in fuel savings alone 
in a single heating season! (What a sales 
point!) 


AND as if that weren’t enough, wait till 


Diverter, Extra-Large 
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reasons why it pays 











to your jobber! 


LAVELLE PLUMBING RUBBER PRODUCTS ARE... 
* MADE RIGHT 
* PACKAGED RIGHT 


* PRICED RIGHT 


Add them up! Top quality, scientific merchandising, 
genuine value—they mean fast turnover and profit- 
able business for you. 





Today’s home repair program means even greater 
demand for these important items. 


Be sure that you feature the complete Plumbing 
Rubber Department— with LAVELLE! 


UNSIGHTLY: UB SAMITARY 


TOILET SEAT BUMPERS -" 


* 


Ezy-Tach 








TOILET SEAT wn 
BUMPER SET BEVELED 
In demand everywhere — the 
COMPLETE Toilet Seat Repair FAUCET 
Kit. Each Kit contains 2 long, WASHERS 


White Rubber, Nail Embedded 
Bar Bumpers and 2 White Tack 
Bumpers. Installed in a jiffy. 


24 individual boxes packed 

4 in compact colorful “help your- 

self’ display. Another FIRST in 
THE G@UMPERS LAVELLE merchandising. 


' 
HE SEA 





s ec urity With proved Heat Resisting NEOPRENE for Hot 
SUCTION SINK or Cold water. One of the most popular Faucet 
STOPPERS Washers in the LAVELLE line—ideal for all 


household purposes. 

Attractively packaged in sturdy metal containers 
—labeled to catch the eye instantly. 100 pieces 
per unit. You can depend upon the DANDY to 
bring back satisfied customers. 


Flexible rubber compound — 
with special finger lift for in- 
stant removal from drain. 
Practical, handy — attractive. 
Colors: Red, Green, Blue, Pink, 
Yellow. 434" diameter. Now 
priced to retail at 10¢. 





420 North Wood Street — Chicago 22, Illinois 
TANK BALLS — FAUCET WASHERS — FORCE CUPS —HOSE WASHERS — BASIN STOPPERS — REPAIR ASSORTMENTS 
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*xTHE NEW PLANT—with its 17 acres of modern 


dry kilns and lumber yards—has been designed to improve new trade name, Blockbilt, which is reproduced at the 
every phase of ladder and woodenware manufacture. Now, _— bottom of this advertisement. Every Rich product will 
increased efficiencies will make the well-known Rich carry the Blockbilt brand symbol so that you and your 
quality and safety even better. You will be especially customers can easily identify these better quality items. 


interested in these facts because they add up to better 
service to you. 






Watch Rich for product and design 
improvements, just as so many have for nearly 50 years. 
And drop in for a visit whenever you can. 


Member: American Ladder Institute 


%* THE RICH LADDER AND MANUFACTURING COMPANY, CINCINNATI, OHIO “BLOCKBILT” QUALITY PRODUCTS 
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An Established 
BEST SELLER... 
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NATIONAL LOCK | 


CABINET HARDWARE 





An outstanding new addi- 

tion to the NATIONAL LOCK 
line of saleable, pro- 

fitable merchandise. The 






























distinctively-styled, deluxe 
matched set of cabinet hardware... 
made of brass material with 
bright brass and lacquered finish. 
At its best when used 
with stained or natural wood 
surfaces, this delightful cabinet 
hardware is offered with FREE birch 


| WMelicing \ -l | 


r brand 
at the 


; counter display board to . di 
ie point up its sl =e oc- (Aur nw prrft yiuher 


1 your 


items cupies just 81/9 inches of 


Some see. ASSORTMENT. CONTAINS... 
1 Doz. N61-225-BB Catches, Bright Brass 
All ITEMS ARE ENVELOPE 1 Doz. N61-200-BB Pulls, Bright Brass 


PACKAGED AND CONTAINED Dee. ees abe 
IN CONVENIENT CARTONS No. 90 Display Board «fa 


Open Stock May be Purchased at Any Time. Be Sure to Specify Finish. 


DISTINCTIVE Flush and 3/9” offset surface-type hinges are available from open stock, 
HARDWARE but are not included in the assortment. Order separately. 


. ASK YOUR JOBBER TODAY. 
all from] source ONLY A SMALL INVESTMENT IS REQUIRED Ss Oo 


NATIONAL LOCK COMPANY yore sciee piviston 





1949 HARDWARE AGE, JUNE 16, 1949 39 


os. 














NOW is the ~~ ee ® 
Time to Order en 


° | AUTOMATIC WATER 
PUMPING SYSTEM 


HAY TOOLS 


HEAVY DUTY 
HAY CARRIER No. 932 


The easiest operating, light- | 
est pulling, hay carrier on the 
market. Extra strong con- 
struction assures long rope 
life, reduced pulling, years of 
trouble free service. Double 
swivel action—reversible. | 

















AMERICA’S GREATEST 
Shallow Well 


Pump 


Stock LERIO and watch the 
profits mount. 


LOOSE TINE FLEXIBLE 
GRAPPLE FORK No. 894-895 


Handles baled hay as well as 
loose hay. Four high carbon 
extra stiff tines. No. 894 has six 
foot spread—No. 895 seven and 
a half foot. Equipped with Mo- 
line positive action trip lock 
and heavy flexible steel chains. 





Here is the pump that 
answers every rural 
home need... most 
farm needs... for run- 


DOUBLE HARPOON 
FORK No. 891 


The No. 891 is made to handle large 
loads. Tines are 31 laches long and 
17 inches apart. Also featured are 
No. 890 for smaller loads and the 
892 Husky, heavy duty fork for lift- 
ing extra large loads. 


ning water. 

The simplified, patented design 
of LERIO makes installation and 
maintenance simple as ABC. It 
fits directly onto the well pipe 


Once Primed— or casing, requires no separate 
| Always Primed storage tank, delivers fresh wa- 
Freezing will not damage ter right from the well. 


The LERIO simplicity of design . . . sturdiness 
of construction, brings your customers... 


1. LOW INITIAL COST 


2. LOW OPERATING COST 
3. LOW MAINTENANCE COST 


KNOT PASSING PULLEY 
No. 857 


This 5% inch sheave is 1% inch thick, 
hard maple, kiln dried and olled to pre- 
vent cracking and betard min Frame de- 
signed with large opening to allow knot 
to pass through. 





Write Dept. HA today for new low prices 
and complete Hay Tool catalog. One installation will sell a whole neighborhood! 


Over seventy years of service 








The main features of the 
LERIO Pump are covered by 
U.S. Pat. Numbers 2091499, 
2394191, 





THE Seto CORPORATION 


MOBILE 6, ALABAMA 
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> The store that presents an attractive front — that is 
modern and inviting inside and out —is a real winner. 
It attracts more customers, makes more sales, increases 
profits. 

Your hardware store can be a winner, too, if you 
modernize with Pittsburgh Glass and Pittco Store 
Front Metal. And when you modernize, do it right . . 
no half-way job! Dollar-wise merchants all over the 
country have proved that the complete modernization 
of their hardware stores has been a sound investment 
which has resulted in the immediate improvement of 
their businesses. 

When modernizing your hardware store, consult 
your architect. He is familiar with Pittsburgh Prod- 
ucts and will see to it that you get a design that is 
well-planned and economical. We will be glad to help 
both of you in every way possible. And, if you wish, 
you can make arrangements for convenient terms 


n Leandro 


SARDEN 





PITTSBURGH 


and be one! 


through the Pittsburgh Time Payment Plan. 

In the meantime, why not send for a free copy of 
our store modernization book, “Modern Ways for 
Modern Days’? It contains illustrations and de *Scrip- 
tions of remodeled stores, and projected designs by 
some of the world’s foremost architects. Just return 
the coupon below. 


| Pittsburgh Plate Glass Company 

| 2188-9 Grant Building. Pittsburgh 19. Pa 

| Without obligation on my part, please send me a rPREE copy of 
| your book on store modernization, “Modern Ways for Modern 
| Days.” 

Name 

| Address 

| City State ae 


THIS PICTURE OF A HARD- 
WARE STORE in San Leandro, 
Calif., shows how effectively 
Pittsburgh Products can be 
employed to make a store 
more attractive, win new 
customers. The “‘open-vision” 
design —in which the entire 
store interior becomes a sales- 
producing display — invites 
passers-by to come in... 
actually helps make the sale 
before the customer enters 
Your hardware store, too, 
will be a sales winner when 
it is modernized with Pitts- 
burgh Glass and Pittco Store 
Front Metal. Architect: Cecil 
Moyer, Oakland, Calif. 


Viu, Aante-and —liliine- 


PAINTS - GLASS - CHEMICALS + BRUSHES - PLASTICS 


G 


PITTSBURGH P LAER 
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Loaded with a price punch that has 
merchandising impact, the Preway 
Starline heater is available in 
two sizes. 


erally, the hottest line 
a space heaters on the market 


There’s a big dammed-up demand for space heaters 
that’s going to let go this fall . . . for in ’48 sales were 
stifled by “the oil shortage.” Things are different now 

. . and alert dealers can turn back the clock and ride 
a sales boom again if they sell the right equipment. 

From this approach consider Preway, always a 
leader in the field, with a bigger lead now than ever 
before . . . for these outstanding space heaters give 
you premium performance to sell — performance 
supported not by claims, but by hard-hitting en- 
gineering facts that you can demonstrate and show. 

And when visual values like these are backed by a 
price tag that stops the eye, you can plainly see why 
you should be promoting Preway this season. Point 
for this red hot line at the July Market — or if you 
can’t wait, write today for the full story. It packs a 
terrific merchandising wallop. 






Incorporating 
many of the basic 
engineering ad- 
vantages of the 
Starline for high 
capacity heat, the 
Preway Emblem 
is pitched as a 
sensational price 


leader. 














PRENTISS WABERS 


BR) seCOND STREET, N., WISCONSIN RAPIDS, WIS. ) a 20) 0) Of ey US Co. 
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ARISTO-MAT DEALERS 


from coast-to-coast REPORT 
rf 


MORE sates MORE rroris 


per square foot floor space 


than other household items 


FLORAL 
QUEEN 


ARISTO-MATS are the finest quality stove and all-purpose 
utility mats in the world. ARISTO-MATS are first choice 
of your customers, because they know how well they protect 
fine surfaces from heat, scratches, spilled foods, knicks, chips 
and stains. Used by millions of housewives on stove tops, 
table tops and under electrical appliances. Available in a 
wide selection of patterns and sizes—a size to fit every range 
—patterns to please every taste—in a price range to fit every 
pocketbook. And remember, only ARISTO-MATS HAVE 
SAFETY RINGED KANT-KUT-KORNERS. 


3 BRAND NEW NUMBERS 





g ZA, 
4 JZ 


er 
QUEEN 








Good Housekeeping 
S 07 at 


45 aovearistd WE 





BOOTHS FLORAL QUEEN —A beautiful, colorful 

709-711 floral arrangement. Precision built, de- 

signed in everlasting full color QUAD 

National ppd DURO-PROCESS. Will not chip 
Houseware Show 

B . STAINLESS QUEEN—Ever bright stainless 

Atlantic City steel, with a sparkling mirror-like finish 


that will never wear off. Wipe clean in a 
jiffy with a damp cloth. 


CANDY STRIPE—Rich and colorful pep- 
permint candy stripes, moderately priced 
for volume sales. 























NATIONALLY ADVERTISED 
In House Beautiful, House & Garden, American 
Home, McCalls Magazine, Woman’s Home Com- 
panion, Ladies’ Home Journal, Better Homes & 
Gardens, Good Housekeeping, Parents Magazine, 
Sunset Magazine, Guide For The Bride. 


CANDY 
STRIPE 


ARISTO-MATS ARE FAIR-TRADED 
WRITE FOR CATALOG 


PHOENIX TABLE MAT COMPANY 


1315 West Conqress Street . Chicago 7 Iilinots 


HARDWARE AGE, JUNE 16, 1949 43 








Easier to sell because it’s MVE Mi 
Viuxfitallle becauieyyM TEA! 
r 


1539 Cabinet Hinge 

4419 Cabinet Door Pull T 
% 4495 J 
= 4453 io 


4452 
Solid Brass Cabinet Pulls 





4220 Cabinet Latch 


* Watch your profits climb when you feature this 


new Cabinet Hardware by Stanley. Simple,sturdy, ff a y 
smart—it gives modern kitchens the needed fin- \ ei. Pad, Ihe a, 
ishing touch ... old ones the wanted new look. - , iw Sir / =. 
Every customer is a prospect! “ES y § —— 


‘ Pa i 
In gleaming chrome and solid brass, these 3 
newest additions to the Stanley line are matched, Sond for ITD, 
giving latches and hinges, door and drawer pulls 


a family resemblance, and eliminating guesswork D i S P LAY BOA R D S 


= , : aa aoe 
in selecting the right combination for cabinets They've powerld premetion teste! 


For steady turnover, extra profits, stock and 
display Stanley Matching Cabinet Hardware. 
Nothing can match this combination for eye- 
appeal and buy-appeal. Nationally advertised. 
The Stanley Works, New Britain, Conn. 


Stanley Cabinet Hardware displays do 
a big job in small space. Stand them 
where the customer can see them and 
handle the hardware. They'll help pro- 
mote sales for you. 


meonsornm nomen FETA AIL EV 


makes tt easier To make The sale/ Reg. U.S. Pat. Off 


HARDWARE + HAND TOOLS « ELECTRIC TOOLS 
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s* an 

® No change in standard case Cases of HANDY-PACK car 
7 F om riage, machine or lag bolts 
& No change in case quantities can be ordered and de 
: P livered in carload or less 

© No change in bolt quality than carload lots 

© No change in carton size 
® No change in carton quantities ©" "heed corriage and 
eal OS RE eee a machine bolts have nuts 
i | ® No change at all in customer's —_»ttoched os always 


| regular method of ordering 


Wr L, RE TER yn ree 
for circular i NOW eo | 


describing Hondy- Ee for the first time © 
Pack advantages [Fe i 
in detail. 


Handy-Packs in 


all your orders.. 
starting today! 


circle ‘ os y 





I BUFFALO BOLT COMPANY 


] North Tonawanda, N. Y. 


I Soles Offices in Principal cities. Export Sales Office: Buffalo International Corp 
50 Church Street, New York City 


a alee ee eee ee - PRODUCERS OF CIRCLE © PRODUCTS ~— BOLTS + NUTS » RIVETS AND SPECIAL FASTENERS 


= 
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STAPL-ON 






—_ 





is the amazing new hammer stapler that 
drives home SIX sturdy staples in the time 
it takes to put in one tack the old way... 
automatically feeding and fastening 20 
staples in 5 seconds! 







TACKS EASIER 


because STAPL-ON’s weighted head is bal- | 
anced to make tacking 90% less work. 

Loads easier, too... with 140 50-gauge | 
Ye "’and Ve" shear pointstaples in 1Oseconds. | 


SELLS FASTER 


because on sight your customer will see that 
STAPL-ON is sturdily built of steel to give 
uninterrupted years of service . . . and be- 
cause the ‘feel’ of STAPL-ON in his hand | 
is the world’s best convincer that he’ll save 
time, work and money with this sensational 
all-purpose tacking tool. 





INDUSTRIAL AND OFFICE STAPLING AND TACKING EQUIPMENT 


416 


NORWALK, CONNECTICUT 
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Soles Representos; ves 


JO 
HN H, GRAHAM &co INC. 
NEW YORK, Y . 


SANFORD Bros 
CHATTANOOG,, TENN 


CORP. 


LITTLE FALLS, WN. Y., U.S. A. 
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A Favorite = i, 
for Picnics 






EASILY 
MOVABLE 
—You Can 


BROILING 
HEAT IN 
3 MINUTES! 





ves — ““BROIL-AIR”’ 
HAS DOUBLE SALES APPEAL! 


BOTH BARBECUE LOVERS AND HOME WORKSHOP 
ENTHUSIASTS ARE “SNAPPING UP" THIS 2-WAY 
ITEM NOW OFFERED IN HARDWARE STORES! 


Equipped with smooth-running. easy-operating 

“Bufco” blower, the “BROIL-AIR” is easy to 
move to the picnic site on its large red rubber-tired 
wheels. In three minutes from the time you light the 
fire you'll have a broad, even broiling fire. Heavy-duty 
grille makes broiling steaks, chops, chicken, weiners 
easy. Handy tray for holding seasonings, plates, tools, 
etc. Underneath tray for additional convenience. 

By removing the grille, “BROIL-AIR” becomes a 
sturdy, efficient easily-moved forge for light shop work! 
Its a NATURAL SELLER FOR THE HOME 
MARKET! And you have the assurance of selling top 
quality, too, because it’s made by “Buffalo”, leading 
manufacturers of industrial forges and forge blowers 
for 71 years. DISPLAY this dual-purpose tool — and 
watch it MOVE! 


Complete details, including excellent profit 
terms, yours on request. WRITE NOW! 


BUFFALO FORGE COMPANY 


990 BROADWAY BUFFALO, N.Y 


~ Led, Kitchener, Ont 
Branch Offices in all Principal Cities 


Canadian Blower & Forge Co 
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. A Popular 
Shop Forge 


Take It With You! 
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| er sess 
_ SCREW DRIVERS 


There's MORE MONEY in screw drivers for Vaco dealers 
because Vaco gives you everything you need to make a 
PROFIT. .. quality equipment, easily merchandised special 
tools and kits such as those shown above for home and 
professional use, a full 40% profit on every sale! 


$ PROFIT 


COMPLETE 
CHECK THESE 





MAKING FEATURES! 


especially de 


@ More tost-sellin@: ‘than any © 


signed tools and kits 
line. a 
cre 
. wees in stock on 
pang — wall display*- 
: i pockege*: 


izes and 
nd nut owe Sle than 


d availe 
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informe- 
utiful Voco 28- 
ny other line. 


achievements suc ny other 
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vit handle, then © 


i no- 
constantly expand oe ee 
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tional advertising its ter ‘Vere 


ADVERTISING SUPPORT 


In addition, the 3,900,000 
readers of the Saturday 
Evening Post are seeing 
new Vaco ads as often as 
twice a month while hun- 
dreds of thousands of 
radio, television, automo- 
tive and industrial me- 
chanics are seeing other 
ads in their favorite 
trade paper. Get your 
share of this business by 
featuring Vaco...Amer- 
ica’s most complete 
screw driver line. 


*Trade Mark Registered 


Write for the NEW Vace Catalog 


317 E. ONTARIO STREET 
CHICAGO 11, ILLINOIS 








It takes 


OUTSTANDING Tools 


to make 


OUTSTANDING Profits! 






Plastering Trowel 








Brick Trowel 












Sidewalk 


edger Bricklayers’ and 


Stone Masons’ Jointers 


Goldblatt sf 


Mason Tools 
Give YOU: 


. - « QUICKER TURNOVER Bricklayers’ Level 
. » MORE PROFITS 
. » » REPEAT CUSTOMERS 


Give YOUR CUSTOMERS: 


. FINEST QUALITY 
. - « GREATER VALUE 
. . » LONGER WEAR 


























Nee 











[z= 
a Plasterers’ Hawk 
i Send Today For FREE Illustrated Catalog 
= Write for your copy of Goldblatt’s illustrated catalog 
= fe describing the largest and most complete line of masonry 


tools and supplies. 












ATTRACTIVE e 
DEALER DISCOUNTS oe ee 

Goldblatt sells direct to —~ ag 
dealers, is therefore able to {- 
offer especially attractive G id: 4 T 4 C f+ 
dealer discounts. eo t * | oo ompany | 0. 
1524 Walnut Street Kansas City 8, Missouri el 

5 Es — — _ _ BRANCH 

MR le en eee Rates OS ryt 


FIRST CHOICE OF THE TRADE FOR 64 YEARS 
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"7 ss You put it squarely on 
SIMONDS 
“Red End”’ Blades 


. 
i u 







designed furnaces. And what have you got? Exact- 
ly what you would expect to have . . . the finest 
blades made for hand frames or power machines 


Take, a special 
Simonds steel . . . formulated, poured, and spec- 
trometer-checked in Simonds modern electric 
mills. Cross-roll that steel 90° for uniform qual- ...-Simonds “Red 
ity. Mill the teeth... and set them automatically. End” Hacksaw 


Then salt-harden the blades in special Simonds- Blades. i i] V 
bd E ; $4 idl aha J 









FITCHBURG, MASS. 
> Sm™ Other Divisions of SIMONDS SAW AND STEEL CO. 
" i ly : making Quality Products for industry 
g Y 


™ Ne iot 
HACK SAW BLADES = a 


a= thw het wore 7 Grinding in somes wenleell 
Wheels Simonds Products 
and Grains ler Concedes 


" 











ae 


FLAT GROUND STOCK 





INSERTED-TOOTH, SEGMENTAL, AND SOLID SAWS FILES METAL BANDS 


BRANCH OFFICES: 1350 Columbia Road, Boston 27, Mass.; 127 S. Green St., Chicago 7, Ill.; 416 W. 
Eighth St., Los Angeles 14, Calif.; 228 First St., San Francisco $,Calif.; 311S. W. First Ave., Portland 4, Special Electric 
Ore.; 31 W. Trent Ave., Spokane 8, Washington. Canadian Factory: 595 St. Remi St., Montreal 30, Que. 

AoE eS 


Furnace Steels 


49 
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The QUAKER 3210 
With QUAKER- 
TROL ... meters oil 
and air flow for per- 
fect combustion at all 
times. 





MAKE UP TO TWICE THE PROFIT ON EACH SALE! 


Customers want quality... “branded” merchan- 
dise they know and trust! Now QUAKER ... 
the first name in oil heaters . . . brings you a line 
















that’s red-hot with the most sensational profit 
possibilities in heater history. 







THE FINEST HEATER MADE 
+ « « THE QUAKER "3210"! 


Twice your usual profit on each sale! The 
QUAKER 3210 is producing more dollar 
volume than any heater made. Fuel-saving 
QUAKERTROL makes this heater the least ex- 
ensive heater your customer can own. Write 
or full details. 







THE QUAKER 
CHALLENGERS 
3 sizes to heat eve 
home. Optional draft 
booster and heat cir- 
culation step up 
profits! 
















THE QUAKER CHALLENGERS . . . 

OPPORTUNITY FOR 40% MORE PROFIT 

Low in price . . . tops in quality in a natural 
draft heater. Only the QUAKER Challengers are 
engineered: for quick, easy addition of profit- 
boosting automatic heat circulator and auto- 
matic mechanical draft booster. 










THE QUAKER 3308 . . . WITH FEATURES GALORE 


A compact heater with features of the larger, 
more expensive models. Note the front door for 
quick, easy servicing. What's more, even this 
small heater can be equipped quickly with fuel- 
saving, profit-boosting automatic mechanical 
draft. 


Were are Your Profit Soosters!/ 


Optional equipment you can add to any 
QUAKER Challenger with just a screwdriver. 
You carry a minimum in- 
ventory of 4 models that 
convert into the customer's 
choice of 14 heaters. And 
when you sell either the auto- 
matic heat circulation, auto- 
matic draft booster, or both 
. ». you increase your dollar 
profit on each sale as much 
as 40%! 






























THE QUAKER 3308 

, Does a BIG heating 
job in a small space. 
Automatic mechanical 
draft can be added 
quickly. 


s ‘ 
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NOTE; AT THIS POINT, show the 


(1) QUAKER dew 
er. Mlustrate how tt 
flow of air to the flo 
.. « how it gets every bit 


nonstration burn 
meters the 
w of oil 


of 


heat from every drop of oil 
at every flame stage Explain 
that this efficiency © the re 
of Quakertrol and that 
a 3210 is the only 
that has Quaker- 


sult € 
the QuaKE 
heater made 
trol 

Show the QUAKER hallenger 
with automat mechanical 
draft booster and « xplain how 
it supplies needed draft at 


high fire automauc ally. 
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“Zastest Money-Maken Tue Ever Used” 


Says N. Niederman, Neiderman Furniture & Carpet Co., Chicago. 


Here’s the quick, easy way to become the leading 
space heater dealer in your community—a heating 
expert! Here’s the way to get. your share of the 120 
million: dollar oil space heater market! This sensa- 
tional QUAKER demonstration is easy to learn... 
convinces your prospects ... sells QUAKER heaters! 


AS MUCH AS 40% MORE PROFIT 
WITH EVERY HEATER SALE! 


You can stage this simple demonstration in 5 minutes 
or less! Your floor salesmen can prove to prospects 
that it’s good common sense to buy a QUAKER and 
even better sense to install optional fuel-saving ac- 
cessories. You increase your dollar profits as much as 
40% on each sale! No other line of space heaters offers 
you this amazing profit opportunity! 


SEE FOR YOURSELF HOW THIS BOOKLET 
UNLOCKS PROSPECTS’ PURSES FOR YOU 
Here’s the booklet that tells all! It’s yours! Just tear 
out and mail the coupon below. QUAKER’S booklet 
showing you how to stage a quick, easy demonstra- 
tion will be sent by return mail. Find out the facts 


for yourself. 
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NEW 


“Vanity” Cabinet 











a | @e NuTone Door 
oa | Chimes sell fast from 
this compact (10’ 
=” wide) display. It’s 
fully wired to demon- 
strate 3-way chim- 
ing. Customers sell 
themselves. 


H SURE-FIRE SETUP 











= eat eae 
_ 











A LEADER 
IN STYLE AND 


for Selling Chimes 








LOW PRICE 


At last! A beautiful "Vanity" Cabinet 
at a price so low that builders can in- 
stall it as a feature of attraction in even 
the lowest price homes! 

Swinging mirrors at each side serve also 
as doors for the right and left-hand 
cabinets. Center mirror is stationary 
and does not require fastening to the 
wall. All mirrors are copper-backed 
and are encased in stainless steel 
frames. 

Adjustable shelves. Piano hinges. 
Cushion-spring door stops. Tooth-brush 
holder. Razor-blade drop. All hard- 


ware chrome-plated. 


waite 15 Models 
FOR 
LITERATURE @ Write for descriptive 


literature on our complete 
line of bathroom cabinets. 


Ideal 


Her: is the offer that puts you in the chime 
business for an investment of only $18.51! 
You needn’t carry a /ine of chimes if you lack the 
room. Put this display to work and concentrate 
on the continuous-chiming NuTone “Repeat-a- 
Tone’—a value standout listing at only $6.95. 

The attractive 2-color display, with chime 
mounted, is only 10” x 144%” x 7”. Offer includes 
4 chimes—a $33.80 value for only $18.51. 


NUTONE PUSH BUTTONS AND DOOR KNOCKERS - 
Pick up more new business with NuTone Push 
Buttons and Door Knockers! 

Order from your distributor or write NuTone, 
Inc., Dept. H-69, 801 E. Third St., Cincinnati 2, O. 








CabinetCorporation Patented 
Division of Deslauriers a fig 
Column Mould Co., Inc. track, in 
| 
— ee ee See. THIS SELLS PUSH BUTTONS! THIS SELLS DOOR KNOCKERS! sea 


3-color display (10” by 12”) 3-color display (10” by 12”) 
shows 6 NuTone luminous’ shows 2 solid brass NuTone 
push buttons. Costs dealer knockers. Costs dealer only 
only $12.81 for assortment $14.22 for assortment retail- 
retailing for $21.35. ing for $23.70. 








SALES OFFICES LOS ANGELES 


NEW YORK SEATTLE 
CHICAGO DALLAS 
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Patented R-W Lock-Joint method 
of supporting and coupling 
track, insures tight treadways, 
plus smooth, silent operation 
advantages of a jointless track. 


RICHARDS 
WILCOX 


Reg. U. S. Pat. Off 
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R-W Lock-Joint Trolley Track 


--''For Any Door That Slides”’ 


OVER 69 YEARS 


os 


Yes, Richards-Wilcox Trolley Track with the exclusive 
patented lock-joint feature, has now “gone gray” with a special 
new gray enamel finish. Longer lasting and more resistant to 
rust and weather, Lock-Joint’s distinctive new finish is another 
outstanding first in trolley track achievement. Like America’s 
famous warships painted this same shade, R-W Lock-Joint 
Trolley Track outranks all competition, rates highest in 
sturdiness, efficiency and dependability. 

Insure customer-satisfaction and increase profits . 
with color-identified R-W Lock-Joint Track ... 
the gray Trolley Track. 


For further information, write, wire, or phone our nearest office. 


“A HANGER FOR ANY DOOR THAT set acl Lets.) 
AURORA, ILLINOIS, U.S.A. 
Branches’ New York Chicago Boston Philadelphia Cleveland Cincinnati Washington, be 
Indianapolis St. Louis’ ~~ New Orleans = Des Moines —- Minneapolis — 
Los Angeles San Francisco Denver Seattle Detroit Atlanta Pittsburgh 












new GRAFT- 





Once in a great while you come across a product that’s 
a sales leader and traffic builder right from the start. 


Such a product is Masonite’s new Craft-Pak. 


There’s nothing quite like it — neat, attractive cartons 
of Masonite Tempered Presdwood panels, cut in con- 
venient sizes for a ready-made market that’s measured 
in millions! 

Craft-Pak is a natural for home workshop enthusiasts, 
farmers, plant maintenance men, manual training stu- 
dents and millions of others. Through intensive national 


builds traffic for you 




















<p 


to them pre-cut in handy, easy-to-take-home packages. 

Craft-Pak has great display value. It will move fast 
. . encourage the sale of related items such as hardware, 
paint, nails and screws, tools and lumber. It will get 
repeat sales, 

Inside each Craft-Pak is a folder filled with ideas 
for making things from Tempered Presdwood and 
including a blank for ordering construction plans 
specially prepared by Popular Mechanics Magazine. 


Craft-Pak sizes: 








advertising, they all know about Presdwood’s unusual Small ......... 6 panels, %” x 1174” x 23%”........ approx. 12 sq. ft. 
th é ating it t he heed Sat Sat Medium....... 6 panels, 4g” x 1534” x 233%"”....... approx. 16 sq. ft. 
characteristics — S s reng » Naraness, mors ure resist- Sere 5 panels, 4%” x 2334” x 35%”.... approx. 30 sq. ft. 1 Thi r 
ance and workability. Now, for the first time, it comes Leag...... 6 panels, Yq" x 1134” x 3539/4” epoven. 18 ce. t te $ 
but p 
ae ee ee ee MAIL THIS COUPON = = ey 
i 2. Four 


MASONITE CORPORATION 








Dept. HA-6, 111 W. Washington St., Chicago 2, Ill. ; 
— : ' an 3. Four. 
Gentlemen: I'm interested in the profit-making potential of [J PP yy 
new Craft-Pak. Please send me further information about it. § : 
1 4. Four 
__— i tHe, Leste wood. 
Address _____ ene ere ee { “Masonite” and "Presdwood” are registered trade-marks. “Masonite” Salis can san citi dal 
r signifies that Masonite Corporation is the source of the product 
sgicciaitaainicaleminsin Sita — 4 
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A GREAT NEW HOUSEHOLD BRUSH 
WITH NYLON BRISTLES BY 





ee — 
= 


Fae Bana ,Aee™ 
waaay 


frit i Ar RN 
CELGEE Be Pie a 


ade 4 Ss 


1, This result-getting display that takes very little space, 
but packs a lot of SELL. IT'S YOURS FREE! 


2. Four 3-inch DECCO brushes. Retail at $2.19 each 
3. Four 32-inch DECCO brushes. Retail at $2.39 each 


MANUFACTURED BY: 


Star Brush Manufacturing Company, Boston 18, Mass. 
Whiting-Adams Company, Inc., Boston 18, Mass. 





J. C. Pushee and Sons, Boston 18, Mass. 
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N OW. oo THESE FAMOUS NAMES 


COMBINE IN THIS EXCLUSIVE DISPLAY 
TO BOOST YOUR PAINT BRUSH SALES! 


AS ADVERTISED IN 





When Du PONT approached the 
world’s leading paint brush manufac- 
turers and offered to cooperate in the 
development of a new household paint 
brush using the famous Du PONT 
Nylon bristles, it was a great day for 
hardware retailers! 

Du PONT’s nation-wide advertising 
in LIFE boosting Nylon brushes ties 
up with this exc/usive counter display 
featuring the LIFE ad of May 16 
which shows the DECCO household 
brush and places the greatest merchan- 
dising power in the world at your dis- 
posal to help you sell these great new 
DECCO brushes! 26 million readers 
every week look to LIFE as their fav- 
orite ‘buyers’ guide”. Cash in on this 
exclusive counter display tie-in. . 
offered to you only by DECCO! 


A DEA 


Here’s your chance to get in on the 
biggest paint brush promotion in years. 
The wonderful new DECCO Nylon 
brush .. . combined with this conven- 
ient, sales-building display which fea- 
tures two of the greatest names in 
America today...will really keep your 
cash register jingling! Write today for 
details! 


THE 





4. Four 4-inch DECCO brushes. Retail at $2.89 each DEC ee: os 
. | eg vy 
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“HOME DECORATOR’ 


Gives Professional Results 





Through The Magic Of Nylon 





Ice Cream 
Ga Won 


. 


HUSKY freezer ~ Bee 


FRENTE CR COLA Hts MNES, 4 Gt. CAPAC HOME 


Casy.... Familry...... Safe “natin eK ™ Beautiful natural color displays—and 
“ : ' yours for the asking! A cinch to build 
Dolly Madison bigger profits for you when used to 


MO AM TURNERS FUT UNG HS OT CABRCIT: 


Simple Sanitiey sell easy-selling Porter-made HUSKY 
HAND FREEZERS and DOLLY 
MADISON ELECTRIC FREEZERS. 
Get Porter Freezers out in the open 
where shoppers can see them—and 
watch them move! Window, floor, 
table and counter displays! Show 
and sell related items—ice cream 
scoops, ice picks, dishes, party deco- 
rations and favors! 


Act fast to get either or both of these FREE displays— 
. mail the coupon below today! (Limit of 2 HUSKY and 
} 2 DOLLY MADISON displays per store.) Hurry! 


USE AS FLOOR, COUNTER 
TABLE, WINDOW DISPLAYS 


$ Porter-made HUSKY and DOLLY MADISON freezers are 
. America’s largest selling home ice cream freezers! 
CLIP AND MAIL 7 Why? Because of quality, attractive styling, and EX- 


THIS COUPON NOW! CLUSIVE FEATURES. 


The SE Foie 


America’s Largest Manufacturers 


of Home Ice Cream Freezers YEARS OLD 


HOME OFFICE: OTTAWA, ILLINOIS —~ EXPORT OFFICE: 201 NORTH WELLS STREET, CHICAGO, ILLINOIS 
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Fortify Yourself 


Knowing what to expect is half the battle 
when it comes to the fight for the consumer 
dollar. The best way to fortify yourself for 
the sales skirmish ahead is to be “in the 
know™ about your industry. Gird yourself 
with the knowledge of what your industry 
is doing and thinking, what plans your 
competitors have for the future, and what 
your sources of supply have up their 
sleeves in the way of new products, deliv- 
ery, prices, and policy changes. 


JULY 1949 


NATIONAL 





The July 1949 NATIONAL HOUSEWARES 
AND HOME APPLIANCE EXHIBIT can be 
invaluable in helping you to get a larger 
share of the consumer dollar. It can give 
you not only many of the facts you must 
have to build your sales volume, but also 
the latest information on new products and 
how to do more business with them. There 
will be new merchandising ideas galore. 
It's the show you can't afford to miss. 








HOUSEWARES 


AND HOME APPLIANCE 


MANUFACTURERS 


EXHIBIT 


JULY 11-15 (Monday thru eats 
ATLANTIC CITY | 


AUDITORIU 


ATLANTIC CITY 
NEW JERSEY 








NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 
(Incorporated not for profit) 
Executive Offices: 1140 Merchandise Mart, Chicago 54, Illinois 
Phone Delaware 7-8585 
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Everybody Needs 
DU PONT PRO-TEK 


«UV. &. PAT, OFF. 





Hand Protective Cream 





Guards the skin against 
paint, oil and grime 





EVERYBODY who works 
with his hands . . . the 
painter, mechanic, motor- 
ist, housewife and factory 
worker . . . is your market 
for Du Pont PRO-TEK 
hand protective cream. 
Rubbed on before work, 
it guards the skin against 
paint, oil, grime and 
stains. Washes off easily 
—takes the grime with it. 
For EXTRA sales, dis- 
play PRO-TEK ... tell 
your customers about it 
. . - and watch it move. 
Order PRO-TEK today! 
E.I.du Pont de Nemours 
& Co. (Inc.), Wilmington 
98, Delaware. 








torr ee eee ee es 


REG. U.S. PAT. OFF. 
Better Things for Better Living 
. - Through Chemistry 


PRO-TEK 


HAND PROTECTIVE CREAM 
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PU MP OILERS 













DELUXE 
Model 
1, 12, 2-pt. 


Cut-away view 
shows pump, 
intake and 

ball valves. 
















First Choice of Farmers, Mechanics, 
Engineers 


Customers sure go for Golden Rod's CONTROLLED OILING! 
Practically sells itself! Nothing else as good. Compare 
Golden Rod for these advantages: 


1. Thumb-pressure starts oil flow instantly. 


2. Ejects oil up, sideways or down, without waste. 


3. Single drop or a stream. Volume determined by thumb-pressure. 
Up to 250 Ibs. tip pressure. 

4. Exceptionally rugged. Heavy welded steel. 
years of hard service. 

5. Choice of three spout types — straight, 
angle, flexible. 


Made to last through 


6. Guaranteed for 5 years! 


2 Smaller Sizes H 


SQUIRT model '/4-pt. 
capacity. Fits the 
hand. Just Squeeze— 
IT SQUIRTS! 


JUNIOR model, %-pt. capac- 
ity. Detachable spout. Entire 
ed removable. Easy to fill and 
clean. 






Also be sure to display 
Golden Rod Fence Tools. 





Order from your jobber. 


DUTTON- LAINSON co. 


HASTINGS, NEBR. 
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Cif CHAIN 














INSWELL PROOF COIL 





INSWELL BBB COIL 


CM INSWELL CHAIN is nationally advertised... known 
and preferred by chain users in every type of business. 








LIBERTY COIL STRAIGHT LINK | 


A REGULAR SELLER 





LIBERTY COIL TWIST LINK 


CM INSWELL CHAIN is available in all standard 
welded chain types and sizes. 








LIBERTY MACHINE STRAIGHT LINK 


AT A REGULAR PROFIT 





~? - oe % — *, hs > 


LIBERTY MACHINE TWIST LINK 


CM INSWELL CHAIN cold shuts, repair links, hooks 
and other accessory fittings make ours a “one-stop” 
chain supply service. 


COLUMBUS McKINNON 


CHAIN CORPORATION 


GENERAL. OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES NEW YORK « CHICAGO CLEVELAND e SAN FRANCISCO 
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WOODWORKING TOOLS 


BIG OR 
NGS F 


A real inducement to 


Se ey 


builders, carpenters, pat- 
tern makers, millwork 
shops ...a deal that 
actually saves your 


customers the cost 





of three motors! 


Here's the story... 


When a customer buys all four 
y SPEEDMATIC ROUTER 

Exclusive rack 

and pinion depth 

adjustment -— to 

1/64” 


tools, he can use the Router motor 
for the Plane, shaper and Lock 
Mortiser. Transferring the motor 


is simple. No screws. No bolts. 





Takes only a few seconds! 





And remember this. If your cus- | 


THE PLANE 
Has reversible, renewable 
blades. 
cluded, 


tomer buys only one of these 
’ Sharpener in- 
. sooner or 


Speedmatic Tools . 
later he’ll come back for any or 
all of the others. Why? Because 
he can buy them withéut motors 


and save a tidy sum! 

















WRITE TODAY for more information | 








LOCK MORTISER 


ACT NOW ht Find bane 


fit and hang 
20 doors a day. 
Dealerships open in many 
desirable areas. - THE SHAPER 

Here’s a live, money-making 
proposition! Now available for the 
first time in many important ter- 
ritories. Backed by smashing sales 
promotion... and 100% distribu- 
tor sales protection. For informa- 

tion on franchise, write... 


Inverted Router 
attaches to table 
with either pedes- 
tal or bench 
mounting. 


PORTER-CABLE MACHINE CO. 


1766 WN. Salina St. 
Manufacturers of SPEEDMATIC and GUILD Electric Tools 


Syracuse, N.Y 































Behind the Nicholson guarantee 
of “Twelve perfect* files in every dozen” 
are 85 years of experience in making 


files exclusively. Nicholson file-cutting — 


machines and file-manufacturing 


methods are widely regarded as the 
most modern and efficient. Every 
Nicholson and Black Diamond file is 


designed, produced and tested to as- 
sure the best possible file performance 
and the. longest possible file life. 
We get more satisfaction in making 
files that way, and you get more sat- 
isfaction—and profit—in selling them. 
HOW TO SELECT THE RIGHT FILE FOR THE JO8 
is elaborately covered in Nicholson’s 

48-page illustrated book, “‘FILE FILOS- 
OPHY” (new up-to-date edition just off the 
press). Invaluable to hardware retailers in 
rendering good will-building service to cus- 


tomers. How many copies can your sales 
force use? FREE. 


NICHOLSON FILE CO., 25 Acorm St, Providence 1, R. 1. 
(In Canada, Port Hope, Ont.) 

* A “perfect” file is one which is precision- 

straight, carefully balanced, uniformly hard- 

ened, accurately cut (with teeth of even 

height and sharpness), and made of the fin- 

est steel obtainable for the purpose. 


NICHOLSON 
FILES io), 


c< 
































a Nicholson file 
for every purpose 


in industry, on the farm, and in 
the home. *Twelve perfect files 





in every dozen—GUARANTEED. 
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This AMERICAN chain is known—and widely used—as SASH CHAIN. 
But in the many sizes now available, it has hundreds of uses 





around farms, homes, factories and public buildings. 


Your American Chain distributor offers Sash Chain made of Solid Bronze 
and of Carbon Steel in a selection of finishes. It can also be made 
of Stainless Steel, Monel Metal and Brass. Tensile strengths 
range from 350 Ibs. to 900 Ibs. High quality is assured by 
uniformity of material and precision in fabrication. 


Your American Chain distributor is a responsible source 
for weldless chain made of wire or stampings, electric welded 
or forge welded chain, a complete line of fittings, 
attachments and assemblies, cotter pins, 
hooks, repair links. 


AMERICAN 


R. E. GREENWOOD 


American Chain man 

since February, 1931. 
Now New York 
District Sales Manager. 









as 





ERica,, I 
fi: AMERICAN CHAIN DIVISION CHa | 


Cac AMERICAN CHAIN & CABLE 


\ OZ 
TRADE WwW yy 
maARK (eN__ /~ 


Pittsburgh, Portland, San Francisco, Bridgeport, Conn. a AN 


ACC 0 York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, g 









Soe 


In Business for Your Safety Ret 
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Informal Editorial Comments 


By Charles J. Heale 





ama=== [Leslie M. Stratton, S. — 


AE passing of Leslie M. Stratton, Sr. takes from 

the hardware industry and from his home town 

of Memphis, Tenn., a beloved and greatly re- 
spected personality. In the best American tradition 
he rose from a humble and modest beginning to the 
highest rungs in the ladders of endeavor which he 
pursued, Every step of the way he gave richly of 
his many talents, his indefatigable energy and of 
his worldly goods that others less talented and less 
fortunate might enjoy happier and more useful lives. 
In every known civic, spiritual and charitable ac- 
tivity in Memphis he always played a leading part, 
yet modestly. Busy as he was among his varied im- 
portant business tasks, he was always available to 


assist, and often direct. all activities that would bene- 
fit others. His death, on May 26th, occurred in one 
of the two hospitals he had a major part in building. 

Les Stratton was a most gracious host, a true 
Christian gentleman and the kind of a sincere friend 
you never can forget. With many others I shall al- 
ways remember his hospitality, especially at the 
Southern Conventions—often at his home when the 
meeting was at Memphis. 

And with many more folks who really knew him 
I feel that I have suffered a deep personal loss in 
his passing and I know he will be greatly missed, 


—C.J.H. 





Go 2 OG 


And Here Is Another Comment 
From a Hardware Manufacturer 


NOTHER manufacturer of- 
fers some food for thought on 
current “panic thinking” by some 
distributors. He bases his remarks 
on a nation-wide survey his com- 
pany has made and so what he 
says and thinks on the subject 
have first hand contact facts to jus- 
tify such opinions. In part, he says: 
“We are very interested in 
your editorial commentary on 
what appears to be the rather il- 
logical actions of some of the 
puchasing agents in this hard- 
ware business. 

“While we have not had a 
rash of cancelled orders for 
the first months. as other firms 
have, we have noticed a defi- 
nite cut in regular stock orders 
this spring. 


“On the other hand, a recent 
informal survey brought to light 
the fact that the average hard- 
ware dealer is not overstocked 
with our goods. To the con- 
trary, in many cases our deal- 
ers are stripping their display 
boards for sales and having a 
great deal of difficulty obtain- 
ing our products from their 
regular suppliers. In one actual 
case, we understand that a par- 
ticular distributor has removed 
all of our literature from his sales- 
men’s catalogs in a rather fren- 
zied effort to rid himself of the 
huge over stock of substitue 
tools ordered during the war. 

“As a result of this survey, 
we are inclined to believe that 
this mild hysteria. which has 


resulted in cancelled orders for 
some people, is a result of not 
large over-all inventories, but 
very unbalanced inventories on 
the part of the distributor. We 
are still suffering to an extent 
from the substitute goods manu- 
factured by some people during 
the war, and from entirely new 
manufacturing operations 
which are themselves ‘war 
babies.’ 


“One fact which bears out 
the conclusions of the third par- 
agraph is that the distributors 
and the dealers both are re- 
markably receptive to the new 
post-war products brought out 
by this corporation. While on 
the surface this statement may 
appear anachronistic, actually 
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we believe that it shows up the 
fact that there is no great gen- 
eral overloading of our type of 
tools and machines. 

“We do firmly believe that, 
unless the current hysteria is 
transferred by osmosis to the 
dealer level, that the current 


‘panic thinking’ about inventory 
control is a temporary thing. 
We further believe that this 
situation will result inevitably 
in a more proper balance be- 
tween goods which feature qual- 
ity and value, as opposed to 
those which are manufactured 


oo 


and sold on a raw price basis.” 

And so | repeat “You neve: 
can sell anything you don’t have 
or can’t get” and ask that you 
again read the editorial comments 
under this title which appeared on 
page 97 in the May 19 issue of 
Harpware Acr 


Re: “Passing the Inventory Buck 


To Manufacturers By Wholesalers’ 


MONG many interesting let- 

ters from manufacturers, and 
none so far from wholesalers, re- 
sponding to editorial comments in 
the May 19th issue of HARDWARE 
AGE, the comments of a mid-west- 
ern producer deserve special at- 
tention. In part, he says: 


“Your May 19th issue, in the 
editorial by Mr. Heale, com- 
ments upon the ‘passing the 
buck’ by the hardware jobbers 
to the manufacturers in the mat- 
ter of inventory. A few jobbers, 
fortunately not very many, are 
attempting to pass the buck in 
worse ways than mentioned by 
Mr. Heale. If their efforts were 
to become successful and gen- 
erally adopted, the jobbers 
would destroy their own useful- 
ness in no small measure. 

“We refer to efforts which 
are being made by a few to 
have the manufacturer guaran- 
tee his prices against decline 
beyond the date of delivery. 
Requests have been received for 
such guarantees for periods 
ranging anywhere from 30 days 
to an unlimited time. Such re- 


quests are usually made in the 
form of stipulations in small 
type which are printed or 
stamped upon orders. 

“Obviously, the granting of 
any such request would en- 
courage irresponsible buying to 
the degree stipulated, as the 
manufacturer would assume all 
risks of loss, even though he 
has no control over the amount 
bought. 

“Obviously, too if it has been 
suggested, during the period of 
rising prices, that the jobbers 
pay for stock remaining on 
their shelves at the end of 30, 
60 or 90 days whatever price 
might by then have become ap- 
plicable, the suggestion would 
not have been well received. 
Yet such an arrangement would 
have been just as equitable as 
the one now suggested. 

“Naturally, we don’t care tc 
get mixed up in an argumen* 
or debate over such matters; it 
would only stir up bad feelings 
amongst those who have pro- 
posed the matter. We merely 
decline orders on such a basis 
and get authority to ship on or- 
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dinary terms. However, there is 

room there for further editorial 

comment when the time for it is 

ripe in your estimation . . . 

something to the effect that 

there is an eventual benefit in 
each bearing his own burdens.” 

I wish some wholesalers would 
enter the arena in a discussion of 
these conditions, but, of course, 
realize that all of us desire to buy 
as cheaply as possible and sell as 
high as possible. Perhaps this 
comment is an exaggeration or 
an effort at oversimplification of 
a truly serious condition, but | 
believe that in a definitely rising 
market both wholesalers and re- 
tailers, generally, follow the mar- 
ket and unhappily, as such things 
come to all business men, the 
same basic rule will probably 
have to maintain in a declining 
market. 

And I still insist that while 1949 
obviously cannot beat or equal 
1947 or 1948, it will be the kind 
of a volume and profit year that 
would have warmed the cockles 
of our collective hearts a few years 
ago in what might be called more 
normal years. 


Definition of “An Expert” 


ROMPTED by my comment 
(See HA May 19, 1949, page 
98) titled “Definition of ‘an Au- 


thority,” a reader writes: 


“In your May 19th editorial, 
I note your interesting definition 
of ‘An Authority.’ Here is an- 
other definition given by Frank 
Lloyd Wright before the recent 
Builders’ Hardware Conference 
in Phoenix, Ariz. Mr. Wright 


defines an ‘expert’ as follows: 

“I’ve hired and fired hun- 
dreds of them myself. I know 
they can be pointed in any di- 
rection you want to point them. 
And you can get any report that 
you really go out to get from an 
expert. So I don’t think highly 
of them and I don’t employ 
many of them, because to me an 
expert is a man who stopped 
thinking. He knows. Now when 


a man gets to the point where 
he knows and is an authority 
he’s finished, isn’t he? There’s 
no progress beyond that. He may 
know everything up to that point 
but that’s where it stops.’ ” 

In these days when so much ex- 
perting is being done in all fields 
of human endeavor these com- 
ments by Mr. Wright are decided- 
ly refreshing and thought provok- 


ing. 
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BEVERLY DESIGN cylinder 

combination side or rear en- 

_ trance sets. A secure but 

' economical installation of 

~ famous Bor-Loc latch and dead 

| lock. In usual finishes, inside 
' turn knob operates dead bolt. 





Builders everywhere are doing all they can to 
meet the crying need for lower-cost housing. 
Without sacrificing quality, they’re cutting 
corners to keep construction costs down. 
And that’s where you come in. . . because 
you can 





BEVERLY DESIGN bath, 
bedroom or passage sets. 
Bor-Loc installation. Bath 
and bedroom sets with in- 
side locking lever and 
emergency key. In all popu- 
lar finishes. 





| ELIOT DESIGN entrance set. Grace- 
| ful outside handle and inside knob in 
| brass. Dead bolt operates by key 

. | from outside, turn knob inside. Bor- 
| Loc installation. 


Sell LOCKWOOD Bor-Loc Sets, 


designed especially for LOW-COST HOUSING... 
and share in this big, active market! 


TM. Registered U.S. Patent Office 








Bor-Locs install as fast as you 
can drill the holes... 


so easy it’s boring 


LOCKWOOD Boring Jig and 
Aligner . . . Jig clamps to doors 
___ ina jiffy, holds tight during bor- 
ing, lines up all holes exactly. 
Aligner correctly locates roses 
to prevent knobs from binding. 


















HARDWARE AGE, JUNE 16, 1949 


Besides the moderate, initial cost of this Lockwood 
Hardware, Bor-Loc sets are designed for installa- 
tion at a minimum labor cost. All principal mor- 
tising is bored with a bit, using the Lockwood 
Boring Jig which clamps on the door and locates 
exactly all holes to be bored. 

Lockwood Hardware, attractive and sound in 
basic design, is truly the hardware for low-cost 
housing because of the modest initial and installa- 


tion costs. 
Show and sell Lockwood . .. get more from the 
low-cost housing market! L-6 


HARDWARE MANUFACTURING COMPANY 
Division e Independent Lock Company 
Fitchburg, Massachusetts 
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They Tell Anglers Where 


Varied fishing stocks and complete information service 
make the Smith-Wadsworth Co. store an angler's paradise. 
Everything from a fish hook to a motorboat sold there 





There's real fishing atmosphere in this window and everything with 
the exception of the commercial fishing net is sold by the store. 


tease an- 
glers, whether salt water devotees 
or fresh water fishermen, can get 
just about anything they want for 
successful fishing at the hardware 
store of Smith-Wadsworth Co., 428 
S. Tryon St., Charlotte, N. C. 
Despite the fact that it is almost 
200 miles from the Atlantic Ocean, 
the store does about 40 per cent of 
its fishing equipment volume in 
salt water equipment. And people, 
wanting data, can find out at the 
store just where the fish have been 
biting and just what kind were 
landed at any of 10 good fishing 


66 


stations. The store’s very com- 
plete bulletins are on view where 
all may peruse them and where 
they will be exposed to extensive 
fishing equipment displays. 


Daily Information 


Following more than 1000 miles 
of airplane travel to obtain good 
data on fishing spots, the firm 
made arrangements with fishing 
stations to regularly mail post 
cards, supplied by the store, giv- 
ing data as to tides, water condi- 
tions, types of fish caught and 
prospects for the next two days. 


The cards, one of which is shown 
in these pages, even record whether 
the fishing that day was “good, 
medium or bad.” In 1948 the store 
had such arrangements with four 
stations, this year’s total being 10 
stations—eight on salt water and 
two for fresh water disciples of 
Izaak Walton. 

Prominently located in the fish 
ing equipment department is the 
bulletin board, which also includes 
an enlarged aerial map of a 24- 
mile stretch along the Catawba 
River—including areas in both of 
the Carolinas. Other fishing data 
on the same board includes ads 
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to Fish 





Well toward the rear, and directly opposite the big open display of tackle and lures is the 
fishing map and latest data on fishing stations with which the firm keeps in constant contect. 


for fishing boats, catalog sheets of 
fishing tackle, baits, lures, plugs, 
etc., and newspaper clippings of 
interest to anglers. 


Strangers Call Store 


It is not unusual for complete 
strangers to telephone the store, to 
inquire as to good fishing spots, 
and upon acceptance of an invita- 
tion to come over and talk fishing, 
for them to do so and make worth- 


while purchases of everything from 
a fish hook to an outboard motor 
boat with complete equipment. 
To completely list the numerous 
items sold to fishing fans in the 
course of a year would fill pages. 
However. in the words of C. M. 
Burleson. manager of the sport 
goods department, the store con- 
centrates mostly on hunting and 


fishing equipment—*We have over 


2000 different casting plugs, over 
1000 flies for fly fishing and sell 





HARDWARE AGE, JUNE 16, 1949 


fish hooks by the millions. The 
department carries two complete 
lines of fresh water tackle and two 
complete lines of salt water tackle. 
Our regular stock includes rods 
priced from $3.95 to $30, and 
others we will obtain on order. 
Fresh water reels, regularly in 
stock, are priced from $2.75 to 
$32.50 and salt water reels are 
offered from $5 up. Sixty per cent 
of the hunting and fishing licenses 
sold in Charlotte are sold at this 


” 
store. 


Sells Boats 


That is not the entire story on 
fishing equipment sales at Smith- 
Wadsworth’s, for the store sells 
upwards of 75 outboard motor 
boats in the course of a year, mo- 
tors also being sold in about half 
of those instances. Boats are of- 
fered at prices ranging from $200 
and up, mostly for cash, although 


tt ¢ 


An outboard motorboat is displayed 
with special trailer for fishermen 
who take their boats around with 
them. Note display of motors and 
other boating equipment. 
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DATE » 1949 ‘TIME : (aM) (PM) 
TIDE TODAY : (aM) (PM) -— HIGH 

: (AM) (PM) - LOW 
WATER CONDITION --. ( ) CLEAR ( ) MURKY 
FISHING TODAY --.( ) GooD ( ) MEDIUM ( ) BAD 
FISH CAUGHT TODAY ( ) WHITING ( ) BLUE FISH 

( ) TRouT ( ) DRUM 
PROSPECTS FOR NEXT TWO DAYS _.. ( ) GOOD ( ) MED. 
( ) BaD 

















Here is one of the cards supplied by the store to 10 fishing stations 
which keep it regularly informed as to what is being caught and where. 


time payment plans are offered. 
They are sold for delivery within 
a 75-mile radius, f.o.b. the store. 

In addition to selling consider- 
able merchandise for the fisher- 


man’s use, complete repairing and 
motor rebuilding service is offered, 
plus storage for those needing such 
facilities. ‘A testing tank in back 
of the store is used fer checking 





repaired motors and for demon 
strating their action for prospects 
Newspaper advertising carries 
the sporting goods department’s 
offerings over a wide area. suci: 
ads appearing on an average 0! 
once a week and usually in space 
two columns by 12 in. The entire 
store’s advertising appropriatio: 
provides for six ads, each week, 
three in each of two papers. 
These promotional plans focus 
attention on the store’s wares for 
sportsmen and sportswomen—not 
forgetting the youngsters — but 
anything that pulls traffic for one 
department cannot help but in 
crease volume and profit in other 
sections of the store. Even the 
smallest of hardware stores, ca- 
tering to salt or fresh water angl- 


ers, or both, can adapt the fishing 
bulletin ideas of Smith-Wadsworth 


to some extent. 


The store not in a position to 


(Continued on page 102) 


Sport Show Promotes Company's Lines 


Hk Maxwell Hardware Co., 

14th and Washington Sts., Oak- 
land, Cal., put its sporting goods 
lines on display before thousands 
of people who saw the Sports, 
Travel and Boat Show held April 
9-17 in that city. The booth pre- 
sented items of interest to all. Fa- 
mous baseball bats used by Babe 
Ruth, Lou Gehrig, Ty Cobb, Paul 
Waner. Heinie Groh’s noted “bot- 
tle bat” and others dating back to 
the *80s. 

For coaches, samples of team 
equipment were prominently on 
display. Baseball, basketball, ten- 
nis, golf, track and bowling gear 


were presented with new items in 
each sport for personal inspection. 

Approximately 300 youngsters 
were presented with their Oak’s 
Junior Boosters card which ad- 
mits them to all Oakland “Oak’s” 
baseball games, played at home, in 
the Pacific Coast League for only 
9 cents. New camping and picnic 
items particularly attracted the 


ladies. The latest in portable re- 
frigerators, plastic dishes, picnic 
sets, stoves and grills were fea- 
tured. Pack carriers, bed rolls and 
mattresses were on display for the 
camping enthusiasts. 

In the sports display guns were 


the center of interest. Twenty-nine 
separate models of shotguns, rifles, 


revolvers and scopes received thei 
share of attention. Expert instruc- 


tions on plug and bait casting was 


given and equipment was loaned 
for practice in the tank just oppo 
site the Maxwell booth. 


The booth was set up under the 
supervision of Maxwell’s president. 


Carlton Bryan, by George Klar- 
mann, sports department manager; 


Andy Andersen, manager of the 
athletic department: Larry Cottam 


of that department. and Heinie 
Hanneson, head of the camping de- 
partment. 





This booth attracted the attention of all sports fans—from the angler to the baseball enthusiast. 
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t 
Posie that there are many factories in. its area 


einie A and also finds that hobbyists pay dividends 
LARGE, modern 


x de- 


industrial community needs many 
mill and other supplies. Factory 
- buyers naturally turn for such 
needs to firms which have com- 
plete stocks and salesmen who can 
keep such buyers informed on 
machines and other supplies which 
can help do manufacturing jobs 
more efficiently. 


Extensive Stock 
Black & Co., Rockford, Ill, has 


a special industrial division in its 
store containing a large and va- 
ried stock of abrasives and other 


industrial supplies. This depart- Left to right: Walter E. Schroeder, industrial department manager; George 
ment has proved decidedly profit- _£, Norsen, Ralph S. Groves and Dan P. Brennan, industrial representatives. 
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Workshop equipment attracts both shop workers and hobby fans. 


able since it was opened more than 
two years ago, says B. M. Whit- 
acre, general store manager. 

The new department, measur- 
ing 25 by 120 ft. is managed by 
Walter E. Schroeder. The store 
is an area distributor for the prod- 
ucts of a large manufacturer and 
has a large display of abrasive 
wheels, lathes, industrial tools, 
homeworkshop equipment and mill 
and implement shop supplies. The 
company is not stocking much 
automotive equipment as yet, as 
this requires more space and con- 
siderable additional stock, says 


Mr. Whitacre. 


Visit Local Factories 


The firm has well trained sales- 
men who visit local factories and 
institutions to ascertain — their 
needs. Accounts like this vary in 
value of purchases from $50 to 
$2000 or more monthly. 

Rockford, with a population of 
close to 100,000, is highly indus- 
trialized, claiming to be the sec- 
ond largest machine tool produc- 
ing center in the nation. A high 
proportion of the workers here are 
very skilled, and many of them 
like to have their own workshops 
at home. Investments in shops of 
this type may run as high as 
$3,000. 

Some of the workers take on 
sub-contract work for factories, 
doing the work nights, after reg- 
ular factory schedules, or on week 
ends and holidays. Many of these 
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workers come to the Black & Co. 
industrial division to get machines 
and supplies. Here they can find 
just about any item they desire. 


Popular With Hobbyists 


Professional men also come to 
this store to buy home workshop 
equipment, as more and more of 
them are taking up hobbies to re- 
lieve work tension and to get 
much needed diversion and recre- 
ation. 

“In addition to serving indus- 
trial plants, large and small, we 
are also contacting schools and 
other institutions,” says Mr. Whit- 
acre. “We recently sold all the 
builders’ hardware for four large 
schools erected in the Rockford 





area. We find that an important 
factor in selling mill supplies as 
well as builders’ hardware in this 
area is calling on prospects pet- 
sonally and explaining the use of 
our products. This is something 
which is quite difficult to do as tho: 
oughly by direct mail, although 
we do mail many circulars to our 
accounts and consider them de 
cidedly worth while. 


Get First Hand Data 


“Our salesmen, however, call- 
ing on buyers in various plants 
are able to learn customers’ needs 
at first hand and help meet them. 
In a city like Rockfewd, with its 
variety of light and heavy indus- 
try, this offers quite a scope of op- 
portunity for our salesmen.” 

From time to time the firm pul 
lishes newspaper ads telling the 
public of its industrial division. 
its wholesale as well as retail fea- 
tures. The public, as well as buy- 
ers in industrial plants, is in- 
vited to visit the store and in- 
spect the industrial division and 
discuss problems. People who 
visit this department usually find 
it a place where they can come of- 
ten to get help on supply or shop 
problems. 

For the convenience of the pub 
lic, Black & Co. is open every Mon- 
day night. Many workers, who 
cannot visit the store during work- 
ing hours, are thus able to come 
to the store at night and look over 
tool and other stocks. 


The industrial showroom is a popular spot on Monday evenings. 
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Equipment for hunters, anglers and participants in a wide variety of competitive e 
sports was shown in this booth used by the company in a recent sportsmen's show. 


Anderson's Gives Green Light 


To Sporting Goods 


t E Anderson Hard- 


ware Co., 166 W. Market St., York, 
Pa., maintains a special room de- 
voted entirely to a wide variety of 
sports equipment, and makes a spe- 
cial effort to attract the trade of 
the all around sports enthusiast. A 
large red arrow in the main dis- 
play room of the hardware store, 
points to the special sporting 
goods section, in an annex build- 
ing, which can be entered only 
from the main store. 

Walls of the department are of 
knotty pine and it is lighted with 
fluorescent equipment, each type 
of athletic line having its own sec- 
tion in the department. Richard C. 
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Advertising of various types, participation in 
local shows and personal solicitation for team 
business help swell volume for York, Pa., store 


Ruby, who buys for the sports sec- 
tion of the store, selects merchan- 
dise to be featured in the firm’s 
advertising. A full-time salaried 
employee visits schools, colleges, 
institutions and teams in the city 
and surrounding territory to tell 
of the services Anderson’s can 
offer in completely outfitting teams 
of all types. 

“We have been able,” says Mr. 
Ruby, “to outfit many teams with 
everything from underwear to foot- 
balls, and find this complete sell- 
ing is well worth going after. Once 


you have friendly connections with 
schools or institutions you can ex- 
pect repeat business with the 
changing seasons and the shift of 
sports interests occurring in those 
seasons.” 

The story of the department is 
not only told in advertising, per- 
sonal solicitation and through cata- 
logs but also in local shows of in- 
terest to consumers. Shown on this 
page is a display booth, made to 
resemble a complete sports shop, 
which was on exhibit at a recently 
held sportsmen’s show. 


71 














Eighty-five feet of brilliantly lighted store front 
is the big draw for passing traffic. The wide double 
doors encourage traffic and bolster the interior's 
display value. Appliances are located just inside 
the entrance. Parking lot is shown at extreme right. 


Move From Downtown 


Two downtown Harris Ace Stores were combined into one 5,000 sq. ft. 
unit on the outskirts of Beloit, Wis. The $75,000 modernization included 
a parking lot and brought economies in operation that can be passed on 


I. double - page news 
paper ads heralding its grand 
opening, the new Harris Ace Store, 
spruce and modern in its new loca 

This fixture was tion, showed that it had a handful 
built around one an iad ol : 
of the supporting  f aces—the kind that mean met 


posts. I!# was  chandising profits and build super 
especially con- 
structed for the 
displaying of 

power tools. The First Move 


service stores. 


= First came the move away from 
a high rental area in downtown 
Beloit, Wis., to a site on the out 
skirts of that city of 26,000. That 
created a two-fold customer ad 
vantage. It enables the store to 
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Tools are important, hence these fully stocked displays of hand and power items. 
The new store is located near a large industrial plant employing 5,000 persons. 


atches Auto Trade 


offer the free use of its own 35- 
car parking lot from which shop- 
pers can enter directly into the 
store. It will enable the manage- 
ment to effect economies in opera- 
tion which in turn can be reflected 
in the store’s retail prices. 


The Consolidation 


Second, the consolidation of the 
two older stores into a modern 
unit in which merchandise can be 
openly and brilliantly displayed 
means a maximum of self-service. 
That provides a further economy 
in sales expense, for shoppers, who 
can browse around unhindered 


The store has an extensive sporting 

goods section. Note display of rods. 

Reels are kept under glass in a 
special display case. 
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among the displays, are prone to 
buy more. 

All of those merchandise fea- 
tures were emphasized in the 


Grand Opening ads which also fea- 
tured long lists and illustrations of 
special sale items. Further, all 
men attending the opening on 


SPORTING Goons 
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Appliances get a just share of the 5000-sq.ft. display room which has a sound-proofed 
ceiling and asphalt tile floor covering. Departmental signs point the way to shoppers. 


March 4 and 5 were given a plas- 
tic windshield wiper. The first 
1000 ladies received a plastic cake 
server. Thousands of customers 
came to look and liked what they 
saw. 

They proved that the new store, 
which must depend almost entirely 
on auto traffic, has enough draw 
for customers in its ample parking 
facilities, its extensive stocks of 
merchandise, its well - displayed 
spacious sales room with roomy, 





and unimpeded aisles and its well- 
trained sales staff. 

The store is on Highway 52 a 
heavily traveled road which runs 
past it and a nearby industrial 
plant. employing 5000. The site is 
a few miles distant from where 
James B. Harris formerly operated 
two smaller Ace stores. 

The new store was constructed 
around a two-story structure which 
is now used for a stockroom. The 
sales room consists of 5000 sq. ft. 


Inspecting the new store on opening day were, left to right, Richard Hesse, 
president Ace Hardware Corp., Chicago; James B. Harris, proprietor, 
and H. V. Massey, Ace dealer in Dixon, Ill. 
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of brilliantly lighted selling space. 

Most noticeable single feature is 
the 80-ft.-long, all-glass front, with 
two wide glass doors. The front 
is lighted by 41 high-powered 
spotlights which in combination 
with the “in-line” fluorescent fix- 
tures in the store, create a force- 
ful impression, particularly at 
night, on the traffic streaming by. 
The ceiling has been sound-proofed 
with composition tile and the floor 
is asphalt tile in a pleasing brown 
hue. 

While the expansive front puts 
the entire store on display, appli- 
ances have been given added in- 
terest by centering them just be- 
hind the windows. This location 
for refrigerators, ranges, radios, 
and other appliances created much 
interest on the opening days and 
resulted in numerous sales. Manu- 
facturers’ representatives were on 
hand to help the store’s sales staff 
with the job of greeting the crowds 
and explaining and demonstrating 
the appliances to interested pros- 
pects. 

Fixtures in the store were de- 
signed and built by members of 
Mr. Harris’ own staff (J. V. Scott 
and Charles Haven) according to 
the Ace Merchandising Plan. Spe- 
cial wall and floor fixtures were 
constructed, the display tables 
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varying from 6 to 18 ft. in length. 
Most of them are 6 to 12 ft. long, 
9 ft. wide and 48 in. high. Special 
dimensions were used only where 
necessary, as for instance, in the 
display of farm supplies. Floor 
fixtures begin their step-ups close 
‘o the floor to enable displaying a 
maximum of merchandise. The 
bolt bin contains 244 bins on two 
sides plus extra end units for stove 
bolts. 

In some spots, supporting pillars 
were incorporated into the fixtures 
thus helping the flow of the traffic. 
On two sides of the store, there are 
3 by 3-ft. windows placed near the 
ceiling. These twelve windows do 
their share in making this a “day- 
light” store. 

This new Harris Ace store repre- 
sents an investment of about $150,- 
000 according to Mr. Harris. Of 
this amount, $75,000 is in mer- 
chandise and the remainder repre- 
sents cost of land. building, and 
fixtures. Mr. Harris believes in 
having a large stock of merchan- 
dise available and that this is one 
of the principle reasons for the 
success of his stores at Janesville, 
Portage, and Watertown, Wis.. all 
of which are also Ace stores. 

He has also had previous experi- 
ence in attracting store traffic to a 
location away from a downtewn 
area. At Janesville. he has a large 





Left to right: Merle Kyle, store manager; Mr. Harris, owner, and Frank 
Zancanaro, manager of the Harris Ace store in Janesville, Wis. 


store, his first. which features a 
large parking space and caters to 
an extensive rural trade. Mr. Har- 
ris kept in mind those merchandis- 
ing principles which helped that 
store succeed when he combined 
the two Beloit stores into one 
super-establishment. With the new 
unit located on a main traffic 
artery, he expects store traffic there 
to mount steadily. Many customers 
have already congratulated him on 
the wisdom of his move and have 
commented on the pleasure they 





take in being able to park con- 
veniently and shop at their leisure. 
Prior to the opening of the store. 
Mr. Harris kept his public 
informed about the new store 
through newspaper and radio ad- 
vertising. Time was used on three 
Beloit radio stations and one in 
Janesville so that he could spread 
the word throughout his entire 
trading area. Extensive future 
newspaper and radio promotions 
for city and farm trade are on the 
calendar for the months ahead. 





The move meant an investment of $150,000, half of which was put into inventory as this 
picture illustrates. Step-ups on the wall and island fixtures begin close to the floor. 
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Program of 


Expansion 


Steps Up Sales 
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Virtually all tools have been transferred to tables from wall cases, the latter now being 
wsed mainly for pipe fittings. This move has increased the sales of tools by 25 per cent. 


A PROGRAM of ex- 


pansion initiated less than a year 
after acquisition of the store, has 
resulted in an increase in gross 
sales of 20 per cent for Bowen- 
Ingram. of Everett, Wash. Here 
are the benefits which manager 
Frank Ingram and his partner 
“Doc” Russell list as a direct re- 
sult of the expansion which was 
started last September and com- 
pleted three months later: 


The Benefits 


1. An over-all gross sales in 
crease of 20 per cent by compar 
ison with figures for the same 
period of the preceding year. 

2. An increase in floor space 
from 3,500 to 5,500 sq. ft. Though 
no new departments were added 
this gave room for display of ad 
ditional variety of merchandise in 
departments which had previous!) 
heen inadequately stocked for th 
requirements of customers. 

3. Increased sales of mechanics 
tools by 25 per cent over the gen 
eral store increase, by moving 
them from the conventional wall 
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shelving case to low, self-service 
tables. 

4. Added a small work-bench 
“fix-it”department at the rear of 
the sales room. 

Location was an important fac- 
tor in the success of the expansion, 
Mr. Ingram points out. Though the 
store is located outside of Everett’s 
city limits, a considerable propor- 
tion of the working population of 
Everett have their homes in the 
rural residential area which the 
store serves. Many of these people 
prefer to shop at a highway store 
rather than in the congested down- 
town district. The store’s lot has 
210 front feet for ample parking 
space for customers. 


An Industrial Town 


Everett, whose post-war popula- 
tion has been estimated at more 
than 40,000, has a preponderantly 
industrial population. Most of the 
store’s customers therefore do 
their own repair and maintenance 
work on their homes. The expan- 
sion was calculated to supply 
more fully the needs of these cus- 
tomers, with major emphasis on 
tools, and plumbing and electrical 
hardware. 

Shifting of tools to tables from 
the wall cases was a recent innova- 








Partner "Doc" Russell finishes work on a sled which he is making in the 
“Fix-it" shop at the rear. This is maintained as o non-profit service. 


tion which was undertaken after 
completion of the expansion pro- 
gram. Without increasing the 
stock, it has given the appearance 
of greater diversity and quantity. 
Since many tools are bought on 
impulse, placing them out in the 
center of the floor where the traffic 
is heaviest, has increased sales pri- 
marily for that reason. The wall 
case which they formerly occupied 


has now been adapted for use as a 
pipe fittings display case. 
Self-service displays are a ne- 
cessity for volume sales of this type 
of merchandise, Mr. Ingram be- 
lieves. Besides increasing impulse 
sales, it helps customers to find 
the article for which they are 
specifically looking. While cus- 
tomers know what they want, in 
many cases they don’t know 





Paints are featured along the rear wall. Table lamps and ceiling lighting fixtures are 
in the corner with children's cribs and play pens nearby. Note pictures shown at right. 
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The right hand front part of the store is devoted to housewares and china. Toys are 
shown in the foreground. The right side of the store is for feminine merchandise. 


the name of the article. In most 
instances they prefer to find ii for 
themselves rather than reveal their 
“ignorance” to the sales clerk. 
Island displays are kept low so 
that merchandise in all parts of the 
store can be easily identified and 
good fluorescent illumination is 
provided. 


Complete Pricing 


A point which is particularly 
stressed at Bowen-Ingram, is clear 
and complete pricing of all mer- 
chandise. Small items are marked 
by price tabs for the compartment 
in which they are displayed, other 
items are marked by writing on the 
article or on a tag attached to it. 
Customers prefer to make their de- 
cisions by themselves, Mr. Ingram 
believes. If they have to ask the 
sales clerk the price of an article, 
they are likely to be embarrassed 
if the price is more than they want. 
or can afford to pay. Rather than 
risk this embarrassment, therefore, 
they may just decide not to buy 
an unmarked item. 

Merchandise which appeals pri- 
marily to women shoppers has 
been distinctly separated from the 
men’s, under the new store ar- 
rangement. Housewares, kitchen- 
ware, glassware and related items 
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are displayed in the right-hand 
side of the store, with ceiling light 
fixtures and paints in the rear. 
Women do most of the paint buy- 
ing, Mr. Ingram has found. and 
location at the rear draws traffic 
past other merchandise. 

An innovation has been the loca- 
tion of the office in the center of 
the store in a canopy-type enclo- 
sure. The floor of the office is 
raised several inches above the 
sales floor, with the result that the 
bookkeeper has a commanding 
view of the entire sales floor. This 
discourages pilferage of small but 
valuable merchandise. Good over- 
all store visibility likewise keeps 
down losses from this source. 

A small “fix-it” shop at the 
rear of the sales room, has been 
installed primarily for the purpose 
of providing a non-profit service 
to customers. This is the partic- 


o & & 


Planned Promotion Pays 


The merchants of Columbus, Neb., 
have an effective answer to growing 
competition. In addition to their own 
store merchandising programs, they 
have, through their chamber of com- 
merce, planned 17 retail sales events for 
1949, which will be city wide and attract 
local and farm trade to the city. From 
past experience, thev have found that 
this kind of city wide promotion pays 
well and attracts many customers. 


ular responsibility of “Doc” Rus- 
sell, who uses the shop to make 
minor repairs to articles which 
are brought in for that purpose. If 
the job can be done quickly, with 
no new parts required, no charge 
is made; for other work, a modest 
charge sufficient to cover the ac- 
tual expense of the repair is levied. 


Filled a Local Need 


The work bench came in handy 
during last winter’s heavy snows 
which reduced sales volume and 
work in the store to a minimum. 
For the same reason, children’s 
sleds were greatly in demand, but 
could not be obtained in adequate 
quantity. Primarily as a service 
to customers, “Doc” Russell made 
a number of serviceable sleds 
which were sold at little more than 
the cost of materials. 

The most effective promotional 
medium, Mr. Ingram has found, 
has been the classified advertising 
columns of the Everett daily news- 
paper. The copy advertises an 
article of wide general appeal to 
the industrial worker or his family. 
and is usually placed in the “mis- 
cellaneous” section. Results have 
been highly satisfactory and well 
worth the relatively small adver- 
tising expenditure. 
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You Can Cure 


Employee Turnover 


Individual employee efficiency and interest in any business, 
large or small, can be materially increased starting the day 
a new employee joins the staff by a warm welcome and full 
instruction in the firm's pay policies, working conditions and 


=™! turnover 


is a peculiar disease. The veteran 
employee is relatively immune— 
it’s the newcomer who is highly 
susceptible. In fact it is not un- 
usual to find 75 per cent overall 
employee turnover centering on 
those who have been with a com- 
pany or store less than six months. 

Unfortunately, management and 
owners—the people who have the 
greatest influence with new em- 
ployees—are inclined to think of 
high employee turnover as a prob- 
lem to be solved by the owner, or 
in the case of a large concern, by 
the personnel department. The in- 
dividual whose department is being 
constantly upset by departures and 
arrivals, and who has the continu- 
ing headache of training new 
people, is apt to figure that man- 
agement is falling down on the 
job of recruiting, screening or 
placement. 

In some cases, of course, this 
may be the right explanation; in 
others it may be partially true. 
But often the shoe is on the other 
foot. A great deal of employee 
turnover is the direct result of im- 
proper induction and follow-up by 
the employer or his supervising 
employees. 

If you want to lower your em- 
ployee turnover costs, the logical 
place to start is with your manag- 
ers. One method is to provide 
them with a written guide includ- 
ing checklists based on the com- 
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his own job requirements. 


By H. M. WILLYOUNG 


Director, 
Associate Membership, 
Research Institute of America, Inc. 


pany’s policies. “You Can Cure 
Turnover,” the booklet which the 
Institute prepared for supervisors 
and foremen enrolled as associate 
members, contained the following 
checklists, all of which can be 
modified to meet your own require- 
ments: 


Checklists 


1. Before requisitioning: 

Can vacancy be filled by pro- 
motion? 

If not, is more training needed? 

Does vacancy offer opportunity 
for transfer? 

Is work force sold on the need 
for an outsider? 

Has the job been made as attrac- 
tive as possible? 

Is personnel supplied with a 
good picture of the person you 
need? 


O oO 


2. When interviewing: 

How long has applicant held 
similar jobs? 

Have his references been check- 
ed? 

Has he a clear picture of the 
job’s advantages, discounts, vaca- 
tions, bonus? 

Has he a clear picture of its 
disadvantages, if any? 

Should the job content be chang- 
ed? 

Can changes be sold to others 
concerned ? 

3. After job is accepted: 

Has new employee necessary 
preliminary information? 

When and where to report? 

Suggested dress? 

Where and how he will be paid? 

Where he may eat? 

Parking lot location? 

Is the workgroup prepared ? 

Do they know he’s coming? 


oO 


Editor's Note:—Companies that have kept careful estimates report that their 
employee turnover costs from $10 to over $200 per individual. Even a moderate 
employee turnover rate, therefore, can be a major cost item. Yet it is one that 
can be largely avoided if the right methods are used in the induction period. 
This article tells what steps you can take at the management or ownership level 
to reduce employee turnover. It is reprinted by permission of the Associate 
Membership Division, Research Institute of America, Inc., 292 Madison Ave., 
New York 17, N. Y., and is based on supervisory material which the Institute 
prepared for member companies and their supervisors. Although some of the 
suggestions would definitely not apply, in their entirety, to small organizations 
most of the points are at least adaptable to concerns of any size. Our readers 
may obtain copies of some of the Institute's supervisory material by writing 
directly to it. 
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Are they familiar with his qual- 
ifications ? 

Has their co-operation been 
secured ? 

4. Before the new employee re- 
ports: 

Have you made room for him 
on your schedule? 

Is his workplace ready, location 
okay, supplies? 

A fellow-employee assigned as 
sponsor? 

His first day’s work laid out? 

5. First day induction: 

Has the new employee been 
welcomed ? 

Desk or section, etc., assigned? 

Immediate questions off his 
chest? 

Pay procedure reviewed? 

Tour of company premises 
been made, layout explained, rules 
and customs, introductions made, 
work assignment? 

Written informational material 
issued ? 

Employee turned over to spon- 
sor? 

End of day interview with super- 
visor? 

6. First week induction: 

a. Information: 

Does he understand rules and 
regulations? 

Does he understand necessary 
procedures? 

Vacation policy, bonus plans? 

How his pay is computed? 

Basis of pay increases? 

Promotion opportunities? 

Suggestion system? 

b. Performance 

Does he understand standards? 

Have you recognized his good 
points? 

Made necessary corrections? 

Highlighted his progress? 

Given his objectives? 

Importance of job? 

Departmental goal? 

Company goal? 

Has he self-confidence? 

c. Adjustment 

Teamwork stressed? 

Any friction? 

Extra efforts by other members 
of the group acknowledged ? 

Does he know about department- 
al off-the-job activities? 

End of week interview: with 
sponsor or assistants; with new 
employee? 

Usually we think of induction 


as a process of relatively short 
duration. Actually it exists until 
the new employee has become an 
old-timer in his own eyes as well 
as the workgroup’s. This means 
that the owner or supervisor must 
make regular and thorough-going 
check-ups long after the first week 
that he must continue to be on 
the watch for such symptoms as 
loss of interest; a defeatist’s atti- 
tude; failure to grasp instructions; 
low initiative; lack of responsibil- 
ity; poor teamwork and gripes. 
Another danger point is absence 
of suggestions. The new employee 
who steadfastly withholds volun- 
tary contributions may be delib- 
erately avoiding anything that 
helps the other fellow out—or he 
may simply be convinced that his 
contribution isn’t worth the effort. 
There is always the possibility. 
too, that the supervisor himself is 
failing to invite his co-operation. 


Call a Meeting 


While you yourself can adapt 
these various checklists to your 
concern’s requirements, you will 
get better results if the final ver- 


sions are worked out, in the case of 
a large organization, by your sup- 
ervisory staff at a group meeting. 
Plan your meeting to bring out 
three major points: 


Three Major Points 


1. High employee turnover is 
a major cost factor. 

2. Faulty induction is usually 
at the root of the problem. 

3. Successful induction must be 
systematic—built around checklists 
tailor-made to the organization’s 
requirements. 

If you are to get the basic ideas 
across to your front-line manage- 
ment, you will have to build you: 
meeting on a firm foundation of 
the facts as they apply to your 
organization, and not on general 
ities about employee turnover. 
These are the figures your per- 
sonnel representative will have to 
supply: 

1. Annual rate of employee 
turnover (Most easily figured by 
dividing the total number of sep- 
arations a year by the average 
number of people on the payroll 

(Continued on page 88) 





Upright Cutlery Display Catches the Eye 


UTLERY gets a great deal of 
attention from store traffic at 
McGrath’s, Hastings, Neb., because 
much of it is shown on a raised, 
tilted display on the back of a cen- 
ter aisle display counter. 
The background of the display is 
light colored which makes the cut- 


lery items conspicuous. House- 
wives who see this interesting ar- 
ray usually stop, look over the se- 
lection, pick up one or two for 
closer inspection and often make a 
purchase. The cutlery can be 
dusted very easily every day so 
that the display is always neat. 





This cutlery display stops the housewife—the next step is a sale. 
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Located near the entrance, and modest in all respects, this small display builds sales. 


Simple Tool Display Accounts 
For One-Fifth of Volume 


= spotlight in O. F. 
Reed’s hardware store in the little 
town of Hale Center, Texas, is on 
the tool tables. 

Because the tools are good busi- 
ness builders, Mr. Reed who 
opened the hardware store in this 
agricultural town of 1300 popula- 
tion in 194A, gives the department 
the best traffic spot in the store. 
As a result his modest display of 
tools produces about 20 per cent 
of his total business. 

Here’s how Mr. Reed. a home- 
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And many of O. F. Reed's tool sales are made 
to those who purchase on impulse when they 
seek other lines of merchandise in his store 


town boy, explains his spotting of 
the tool department: 

“T have my tool department sit- 
uated in line between the store en- 
trance and the fastest moving traf- 
fic items in the store. Three times 
out of four, a customer comes into 
my store for bolts. Or it might be 
a V-belt, or nails. 

“To get to these items, he has to 
pass the display of tools. What 
happens? 


“Since most of my customers 
are country folks, they use a lot 
of tools, often because they drop 
out from their farm equipment 
kits, and they get plowed under. 

“So when I pull the customers 
for hardware items past the tool 
tables, they are reminded about 
the tools they need to replace in 
their kits.” 

That’s how Reed’s sells extra 


(Continued on page 98) 
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This open-front part of the building is perfect for displaying lawn furniture and trellises. 
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ao 


RDEN : This imposing white 


front, with the great 
arrey of lawn and gar- 
den equipment and fur- 
niture, is located on a 
heavily traveled Long 
Island highway. Most 
of this establishment 
was once a garage and 
filling station and is 
ideal for its present 
use. 


So 


a Power Mower a Day 


a on Sunrise 


Highway, Long Island’s main traf- 
fic artery, a hardware dealer’s at- 
tention would be surely caught by 
the imposing display of lawn and 
garden equipment which is spread 
out on a paved area in front of 
the large hardware establishment 
shown above. 

Grabau’s, Inc., in Rockville 
Centre, L. I., N. Y., has been 
developed from a hay, grain and 
feed business into a hardware bus- 
iness which makes a specialty of 
all the supplies and equipment 
needed to make or beautify a lawn 
or garden. 

By taking full advantage of the 
large paved area for the display 
of all its larger merchandise, 
Grabau’s has been able to develop 
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Last year Grabau's, Inc., sold 365 of them—an 
average of one for each calendar day. As many 
as 11 have been sold on a single Saturday. 
Eighty per cent of all sales are made out- 
of-doors during the spring planting season 


this side of the business to the 
point where 80 per cent of the 
business is done outdoors during 
its peak season, which is a 10-week 
period beginning about March 15. 


Sell Outside 


During this spring planting 
season most of the 11 full-time and 
six part-time employees do most 
of the selling outside the building. 
most of which was originally used 
as a garage. On a good Saturday 


during the spring season it is not 
unusual for the store’s cash reg- 
isters to ring up some 2100 sales. 

One of the most striking things 
about the huge outdoor display of 
merchandise is the large number of 
power lawn mowers and garden 
cultivators which are lined up in 
rows. The store stocks the models 
of five lines of power mowers, all 
of the four-cycle variety, ranging 
in price from $100 to $600. 

On a recent Saturday this store 
sold 11 power mowers, the cheap- 
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est of which carried a price tag of 
$135. 

Last year this business sold ex- 
actly 365 power mowers—an aver- 
age of one for every calendar day. 
The grass clippings from these 
would make a lot of hay. Like- 
wise, the sale of them added up to 
a lot of the “long green.” 

Thomas F. Moffitt, Jr., young 
president of the firm, points out 
that the profit on just one good 
power mower sale amounts to more 
than the profit on all the sales of 
two salesmen working a full day 
in the firm’s separate pet store. 

“Bud” Moffitt and his friend 
and _ brother-in-law, Robert K. 


Weiland, acquired the business 
from the former’s uncle, Charles 
W. Grabau, in October, 1946, 
while they were still serving in 
the armed forces. Mr. Moffitt 
was a Navy lieutenant and his 
“buddy” was a B-29 pilot. 

When they finally doffed their 
uniforms they pitched into their 
new enterprise with enthusiasm 
and quickly began making changes 
in the business; adding and ex- 
panding profitable lines and elim- 
inating or limiting the inventory 
cf less profitable ones. 

The store had not carried a 
hardware line until the war years 
when the demand for it made it a 


ideas to 


Robert K. Weiland, vice-president, and Thomas 
F. Moffitt, Jr., president, have used youthful 
increase business by 40 per cent. 


profitable one. This line they have 
expanded. On the other hand, the 
new owners found that many sur- 
rounding stores, in all line of busi- 
ness, were selling housewares so 
they decided that the display space 
used by that line could be used to 
better advantage for other mer- 


chandise. 


Paint is being handled this year 


for the first time. 


Sensing the great need for lawn 
and garden equipment and sup- 
plies, the new owners paid more 
attention to these lines and less to 
the hay, grain and feed lines on 
which the business had been built. 


Sales Have Zoomed 


While neither of the young men 
had any selling or business experi- 
ence, they have, through the use of 
smart merchandising methods in- 
creased the store’s sales by 40 per 
cent above those of the best pre- 
war year. 

Grabau’s uses radio and direct 
mail advertising but the operators 
find that their best advertising me- 
dium is the mass display of mer- 
chandise in front of its wide, white- 
painted establishment. The store 
is passed by thousands of commut- 





Thousands of vegetable and flower plants are sold from the canopied stand at the left. 
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The hardware store itself is rather small and space is at a premium but only 20 per cent 
of the business is done indoors. An adjoining store is used for the sale of pet supplies. 

nen 

eri- . : . ies Mare ; . 

sll ers’ cars during business days, and seed, fertilizers, weedicides, insec- sure that they won't constantly be 
len. on week-ends many more thou- _ ticides, garden hose, garden tools, | coming back for repairs. Many of 
per sands use the Sunrise Highway _ etc. . the mowers are replaced each year 
ms while on their way to the Long “While we carry five lines of by these contractors so we must be 
| Island beaches. power mowers, in order to provide _sure they are getting the finest ma- 
_ Five trucks are used to make de- adequate selection, we find it to chines, if we expect to get the re- 
ioe liveries to all of Nassau County,  0UT advantage to promote the line _ peat business. 

a which is one of the wealthiest: of mowers which have the best rec- Having built such a fine repu- 
oat counties in the United States. ord for service. We must keep in _ tation on mowers, the Long Island 
=e abounding with many huge estates mind that a mower in the hands of __ store finds that it cannot accept 
a and ever-increasing numbers of  °M€ of these contractors gets any repair work except on those 
<. new housing projects. harder usage in the course of a mowers which it has sold. During 


‘Accounts With Institutions 


The store has developed many 
good accounts with large hospitals, 
churches and schools as a result of 
Grabau’s “know how” and its com- 
plete inventory of lawn and garden 
supplies. 

The best customers of this busi- 
ness are about 140 landscape con- 
tractors, many of whom have 10 to 
15 men working for them in car- 
ing for lawns. One of these con- 
tractors has yearly contracts to 
care for 132 lawns. Grabau’s finds 
it unnecessary to grant any special 
discounts to these landscape con- 
tractors, who buy, in addition to 
mowers, great quantities of lawn 


week than the ordinary mower re- 
ceives in a whole year. 

“Since we guarantee service on 
all the mowers we sell we must be 





the winter months Grabau’s makes 
a special effort to have all mowers 
brought in for reconditioning and 


(Continued on page 93) 


The newly-opened parking 
lot is filled with forty cars 
during rush hours. 
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This table top unit displays one-third more items than will a flat-top table. 


Hardware Age Display Ideas 


— DISPLAYS 
designed to dress up the goods on 
display are important when the 
merchandise is of special appeal 
to the ladies. 

This table top unit will allow 
you to open display one-third more 
items than would be the case if on 
a flat-top table. 

The fluorescent light shining 
down on the chrome finish of the 
waffle irons, irons, toasters, etc., 
will make a very attractive display. 
The plate glass shelf will allow the 
light to reflect down on to the 
goods which are displayed on the 
table top. 

The unit can be built of ply- 
wood as shown in the small detail 
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drawing and it'can be constructed 
to fit any table you have available. 


Let There ‘Be Light! 


The dimensions listed are for 
go f& @& 


To help those hardware dealers who do not have a professional 
display man HARDWARE AGE has arranged with a display con- 
sultant, having more than 20 years’ experience in designing and 
building both windows and store interior displays, to write a series 
of articles on these important phases of successful operation. The 
author of this series—which will appear in every other issue of this 
publication—has gained practical experience, in his own business, 
designing and building fixtures and displays for retail stores. 

Your comments and suggestions are invited as to the types and 
kinds of displays YOU would like to see featured, in these pages. 
Should you wish information as to sources of supply for fixture hard- 
ware used in these display fixtures or about any other phase of these 
suggestions, please address your inquiries to: 

Display Editor, ¢/o Hardware Age, 100 East 42nd St., New York 
17, N. Y. 
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two 30-in. wide by 6-ft. long 
tables. Set them back to back and 
you will note that the total height 
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Make more sales—and quicker sales—by capital- 
izing on the merits of hose reinforced with Du Pont 
Cordura* Rayon. Point out to your customers 
what “Cordura” means to them in terms of service 
and convenience. 

Hose that’s reinforced with “Cordura” yarn 
moves fast! So make sure every hose you order spec- 
ifies Du Pont “Cordura” High Tenacity Rayon re- 
inforcement. A letter to us will promptly put you in 
touch with your nearest suppliers. Rayon Division, 
E. I. du Pont de Nemours & Co. (Inc.), Wilming- 
ton 98, Del. ee oe 


QU POND 


BETTER THINGS FOR BETTER LIVING 
--»- THROUGH CHEMISTRY 


For RAYON. jor NYLON... for FIBERS to come... look toe DU PONT 
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LIGHTER HOSE 


“Cordura” permits reduc- 
tion of hose weight. Fewer 
plies—or lighter plies—are 
sufficient with this super- 
strong, light-weight yarn. 





STRONGER HOSE 

“Cordura”- reinforced hose 
has higher bursting strength 
than prewar hose . . . stands 
up against flexing and strain. 





EASIER TO HANDLE 


Besides weighing less, ‘“Cor- 
dura”-reinforced hose has 
much greater flexibility, coils 
smoothly. 
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showing the con- 
struction of the 
display unit de- 
picted on the pre- 
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should not exceed 58 in. from the 
floor to the top of the unit. 

This type of shelf unit will en- 
able you to display more merchan- 
dise and this is a very important 


feature as most retailers have a 
limited floor space problem. This 
space will be a welcome addition. 

One or two tables set out in the 
front area of your store to feature 





You Can Cure Employee Turnover 
(Continued from page 80) 


in that year. The average payroll 
figure can be obtained by adding 
the mid-monthly figures and divid- 
ing by twelve.) 

2. Costs of employee turnover 
for recruiting, hiring, placing, 
equipping, training and terminat- 


ing. 


Hidden Cost Factors 


Your employee turnover costs, 
of course, are actually higher than 
these figures indicate since the 
figures include only the easily 
measured factors. List a few of 
the hidden cost factors on a black- 
board—loss of individual produc- 
tion; decrease of team production; 
loss due to bad community and 
public relations. If you have time, 
let your supervisors themselves dig 
out a few of the hidden cost fac- 
tors. Simply throw open the floor 
for discussion by asking, “What 
other loss factors are caused by 
high employee turnover?” 

You can illustrate the structure 
of your turnover problem with a 
simple diagram (Fig. 1) drawn on 
the blackboard. The large box 
represents the group of employees 
among whom there is almost no 
turnover—the 90 per cent, the old- 
timers—who account for only 10 
per cent of your employee turn- 
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over. The small box represents 
the employee group in which the 
turnover rate is highest—the group 
that has been with the company 
six months or less, and which 
accounts for 90 per cent of the 
turnover. 

You will want to make sure that 
every member of the group in a 
large organization understands the 
significance of these figures. After 
these facts have been diagrammed 
and explained to them, ask these 
questions: 

How do these figures stack up 
with those in your department? 

How many of your old em- 
ployees have left in the last year? 

How do you think the chart 
would look for your department? 

Have you ever made this cal- 
culation for your department? 

The rest of the conference is 
devoted to developing checklists 
that will help department managers 
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Old timers seldom change jobs but 
newcomers’ turnover is 90 per cent. 


display this type of gift merchan- 
dise, especially when the unit is 
top-lighted with a concealed fluor- 
escent tube, will prove a worth 
while investment. 


do a better induction job and 
which are essential equipment if 
they are to follow systematically a 
step-by-step procedure for each 
new person. 


Summarize Group Findings 

At the end of the conference, 
summarize what the group has 
worked out, explaining that their 
recommendations will be drawn 
up as a tentative company check- 
list, that each member of the group 
will receive a copy and that all 
members of management will be 
expected to make additional sug- 
gestions and recommendations. 

Explain, too, that the results of 
the second session will then be con- 
sidered by the owner or top man- 
agement for approval and that, 
once approved, the lists will be- 
come the organization’s official 
induction procedure. 

There is a final point you will 
want to re-emphasize in conclu- 
sion: An employee has not yet 
been inducted by the end of a 
week. Induction—and the super- 
visor’s induction responsibilities 
last right up to the time the new 
employee becomes an old-timer. 
And during those first critical six 
months it’s up to management to 
inoculate its new people against 
the employee turnover germ by 
giving them clear-cut objectives, 
and a sense of permanency. 
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There’s Cleveland Chain 


for every need of your farm customers! 


THIS is the season when your 
farm customers arein the 

, 

market for chain. 


They'll buy Electra Cow Ties or 
Electra Trace Chains because they 
know Electras are “tops” in quality 
and dependability. 


Also, during the next few weeks 
they'll call on you for log chains, 
well chains, tie out chains, halter 
and dog chains, breast chains, anti- 
spreader chains, Jumbo Grip Farm 
Tractor Chains ...a host of other 


farm chains. 


Order a stock from your jobber. 
Place them on display. They'll 
bring you a lot of profitable sales 
... give your customers security and 


satisfaction in every link! 


P&P—5045 
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CLE VELAND [HAIN 


The Cleveland Chain & Yfy Co. 
Cleveland 5, Ohio 


Associate Companies: David Round & Son, Cleveland 

5, Ohio. e The Bridgeport Chain & Mfg. Co., Bridge- 

port 1, Conn. e@ Seattle Chain & Mfg. Co., Seattle 8, 

Wash. e Round California Chain Co., So. San Francisco 

and Los Angeles 54, California ¢ Woodhouse Chain 
Works, Trenton 7, N. J. 
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The south side is the men's side. Sporting goods, tools and builders’ hardware are featured here. 


Modernization Doubles 


K. C. PARSONS, own- abo 


as | 
er of Parsons Hardware. Redfield. h 
. ° sno' 
S. D., a town of 2428 population. 
3 3 trafl 
has operated his store for 20 years = 


on the idea that a varied hardware 

. e0 
stock needs to have excellent dis- Mr. 
play if it is to sell in satisfactory j 


viev 
volume. 
7 , a and 
Iwo years ago, with this view call 
in mind, he initiated a remodeling ail 
. = cus 
program for his 25 by 130-ft. “ 
. P 0 
store. He is now able to show eat 
" 
) 
isla 
Sporting goods are shown up front len; 
near the entrance where men see ail 
als 





them as they come into the store. 
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The north side catches the attention of women and displays housewares and other feminine items. 


Store's Display Space 


about twice as much merchandise 
as formerly, and his business is 
showing a decided increase in 
traffic and volume. 

“When merchandise is out where 
people can see it, they'll buy,” says 
Mr. Parsons. “Stock hidden from 
view is not seen by the customer 
and the owner and salesmen cannot 
all all of it to the attention of the 
customers. But once the stock is 
on display it makes a bid for at- 
tention of the entire store traffic.” 

Mr. Parsons has two rows of 
island tables running the entire 
length of the store, with ample 
aisle and crossover space. Good 
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Business also has taken a jump since Parsons Hardware 
initiated its remodeling program. Everything is in the 
open where it can be seen and there's no hidden stock 


fluorescent lighting and attractive 
displays extend throughout the 
entire length of the store and are 
important factors in getting the 
traffic back through the various 
departments. 

Mr. Parsons is also a photog- 
rapher. He took up photography 
as a hobby and most of the accom- 
panying pictures were taken by 
him. 

Primarily a farm store, Parsons 


Hardware carries a large stock of 
steel goods, seeds, farm hardware, 
cream separators, egg baskets, 
pump supplies and allied mer- 
chandise. But Mr. Parsons has 
not forgotten the farm woman, and 
for her the store contains many 
appliances, housewares and other 
items for the home. 

The store does an excellent bus- 
iness on washing machines. Mr. 
Parsons believes in animated dis- 
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cipal lines in stock. There are 
many pheasants in the Dakotas, 
and both residents and non-resi- 
dents turn out in large numbers 
each year to hunt these colorful 
birds. The pheasant hunting sea- 
son always results in many sales 
of guns and ammunition. 

The Parsons store also stocks 
boats, as there is considerable river 
and lake fishing in that section. 

The tool department is sizable. 
Most of the hand tools are dis- 
played upon the walls while power 
tools are shown in an island table 
location. Many Nebraska farmers 
are establishing home repair shops, 
and for such shops they need quite 
a few hand and power tools. It is 
said that some of these shops in- 
clude welding equipment costing 
more than $1,000 to stock. 





This step-up display of farm supplies catches the eye of 
every farmer. And there are plenty of them in that area. 


play and when the weather is and fishing equipment, outboard A farmer who comes to Parsons 
favorable, he always has a washing motors and bicycles are the prin- Hardware to buy tools usually 
y 5 a Pp 7 


machine operating outside in the 
store entrance. During the course 
of the day hundreds of people see 
this machine, many stop and watch 
it work, and others come in to in- 
quire about the washers. A goodly 
number of sales have been made to 
drop-in customers in this manner. 
One of the staff is always avail- 
able at the front of the store in 
case people who watch the washer 
want to come in for information. 
It costs very little to operate such 
a washer, says Mr. Parsons and 
it’s a fine advertising feature that 
helps to get more business. 
Farmers have become more 
sports-minded in recent years and, 
for this reason, the store has a 
sizable sports department. Hunting 





The tool section is compact and is located next to sporting goods. 


buys one or two items at a time. 
Then on a subsequent trip to town 
he may purchase another tool or 
two. Over a period of a year most 
farmers thus equip their repair 
shops out of current income. Rel- 
atively few farmers purchase large 
amounts of tools at one time, as 
a city homeshop owner might. 
Mr. Parsons is convinced that 
the average farm woman and man 
like to browse about a modern 
store just as much, if not more. 
than do city people. That is why 
he is putting much emphasis on 
keeping his store well stocked and 
in good order at all times. 
Every woman needs cleaning aids and this section supplies the need. There is no high pressure sell- 
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ing used in this store although sug- 
gestions are made to farmers now 
and then on special lines. How- 
ever, whenever the browsing farm- 
er wants service, he can easily get 
it for an alert store staff is always 
on hand to wait on customers at 
the right time. 


Outdoor Display Sells 
A Power Mower a Day 


(Continued from page 85) 


sharpening in order to provide 
work for some of its employees 
during the slow months. During 
the season, however, it does not 
have men enough to keep up with 
the sharpening work and “farms it 
out.” 

In addition to all packaged lawn 
seed, the store sold, last year, 2014 
tons of seed of various mixtures 
which it sold in bags imprinted 
with the store’s name. 

One specialty of this store, for 
about 20 years, has been flower 
and vegetable plants and many 
Long Island residents have been 
returning year after year to buy 
their garden plants at the outdoor 
stand which is sheltered by a bright 
canvas awning. 

During the spring planting sea- 
son the Rockville Centre store sells 
a couple thousand “flats” of to- 
mato plants at a profit of about 
100 per cent. The manager of the 
stand phones an order to a Long 
Island grower at the start or close 
of each business day. 

Rose bushes, which are sold by 
the thousands each year be- 
tween March 15 and May 1, are 
great traffic builders. The sale of 
all plants during the spring season 
amounts to about $5,000, accord- 
ing to Mr. Moffitt. 

The store proper consists of two 
adjoining storerooms, which are 
connected by an archway. Gen- 
eral hardware lines and merchan- 
dise which is not adaptable to out- 
door display is sold in the one. The 
other store houses a complete pet 
shop. The latter is valuable as a 
means of producing store traffic. 
It brings a tremendous number of 
pet owners to the store and they 

generally wander into the adjoin- 
ing hardware store. 

The new owners had considered 





the possibility of ripping out the 
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LAWN 
EXCELLO (1, 


BANISH RAKING 


Every home owner will want a new 
Lawn Sweep. Keeps lawns looking well 
groomed and cared-for with very little 
time and energy. 


and BUILD SALES 


The sturdy brush unit cleans walks and 
lawns easily and quickly. Brushes are 
reversible to provide maximum use. 


with EXCELLO 


MANUFACTURED BY 


SINCE 1902 


HEINEKE & CO. 


SPRINGFIELD, ILLINOIS 
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wall that separates the two slores 
and making one large completely 
modernized showroom, 
hesitated to do so because they 
believe that their customers prefer 
to browse around. The owners 
realize that fewer clerks would be 
able to handle the inside trade if 
the store were modernized but be- 
lieve that the leisurely atmosphere 
might be destroyed by such a 
change. 

This year, for the first time, the 
store has been open for business 
on Sundays during the busy sea- 
son from March 15 to May 15, and 
many summer resorters and week- 
enders stop while on their way to 
Shelter Island. Long Beach or 
other of the resorts with which the 
island abounds. 

After May 15 the merchandising 
effort is made on lines other than 
lawn seeds, plants, ete., such as 
lawn furniture, garden tools, fer- 
tilizers. weedicides, ete. 

Then, in the fall, the emphasis is 
again put on lawn seed and fertil- 
izer as much lawn planting is done 
in the fall. 

The outdoor selling area is used 
for the display of snow removal 
equipment during the winter sea- 
son. When the Christmas season 
rolls around the area is filled with 
Christmas trees. Last year Gra- 
bau’s disposed of one-and-one-half 
The store also 
makes a specialty of all kinds of 
tree-stands, lights and ornaments. 


carloads of trees. 


At Christmas time this store 
sells some merchandise which 
would hardly be considered gift 


but have 


merchandise by just dressing it up 
with colorful ribbons and bows. 
Many garden tools are purchased 
by wives as Christmas presents for 
men with “green thumbs.” Mr. 
Moffitt thinks that even a bag of 
fertilizer can be sold as a Christ- 
mas present, provided that it is 
wrapped to look like a present. 

One of the most forward steps 
made by the young owners of the 
business was the opening of a 
paved parking area at the rear of 
the store. This lot accommodates 
40 cars and at peak shopping hours 
it is generally filled. 

The store uses only a one-minute 
spot radio 
week. It has its own addressing 
machine for sending manufactur- 
ers literature, once a month, to 
2500 customers who are on the 
store’s lists. 

The best way that the owners 
have found to make the store 
known to the residents of Long 
Island, and particularly the farm 
families, is to put on a tent ex- 
hibit at the Mineola, L. I., Fair, 
which is held each September. A 
large tent is erected and is filled 
with lawn mowers, garden tractors 


announcement each 


and similar items which are of 
particular interest to farmers and 
gardeners. A surprising number 
of mowers and cultivators are sold 
at the Fair despite the fact that it 
is held so late in the year. 
Inexpensive advertising souve- 
nirs are handed out. This year 10.- 
000 balloons imprinted with the 
firm’s name will create good will, 
especially with the children. 





It's easy to select the proper tool from this wide assortment. 
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nt ex- 
Fair, 
bg you and your customers 
filled 
actors Eye Appeal — Aluminum tubular construction and bright red 
re of trim has eye appeal that stops customers like a traffic light. Its 
s and beautiful sturdy construction creates the desire to buy. Your 
mber customers will be proud to have a METCO Wave Sprinkler on 
» sold their lawns. , 
hat it Extra Quality — Years of trouble-free service. The powerful 
water motor never requires lubrication. Strong aluminum tubu- 
ouve- lar frame and die cast motor housing will withstand rough han- 
r 10.- dling. Precision jets are built into the spray tube between sturdy Smooth nei » luxuri- 
i ie protecting ridges. Nothing to break off or replace. lawn, There's 1 — Protect the 


will, 


Priced to Sell—No other sprinkler can match the beauty, per- 
formance, long life and trouble-free operation at such a com- 
petitive price. Tops in value. 


Nationally Advertised — Consumer magazines are telling the 
public how the New METCO Wave Sprinkler will give them bet- 
ter lawns with less effort. Each sprinkler has a 4-color leaflet 
attached which plugs the outstanding advantages. These 61/4” 
x 314” (folded) leaflets are available as envelope stuffers, or 
for counter use. 


Guaranteed — Metallizing Engineering Company, Inc., is an 
old established manufacturer of precision industrial machines. 
There’s financial strength behind our guarantee; it’s backed 
with a reputation for quality, and there’s experience behind 
our engineering and manufacturing. 


Packaged—Each sprinkler is packed in a printed shipping 


carton for easy handling, stocking or re-shipment. Shipped com- 
pletely assembled and adjusted, ready to use. Size 214/2”x 61/2” 











METCO Sprinkler “an to corrode. The 





Opportunity — Here’s the kind of fast-moving, profit- 
making item you can’t afford not to stock. Place your 


order today. Sells on sight for $16.95. 


counts available. 


Jobbers’ dis- 


Special Trial Offer—See how your customers go for the 
METCO Wave Sprinkler. Just send off the coupon for a 
display unit—and watch the action in your shop. 


ee Se 


Metallizing Engineering Co., Inc. 

Long Island City 1, N. Y. 

Ship me one METCO Wave Sprinkler at $16.95 less 
33%%, f.0.b. Long Island City. Include 50 descriptive 
folders illustrated in 4 colors. 
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a ceaahinioeataniitiod 
a __Zone___ State 
PD aiascninsensincitierntininninnns ———— 
My Jobber Is___ subeinsinianti ——= « . 
ent. —_ AS 
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Francis Yilk is 
shown standing 
beside the posted 
list of paint 
sprayer customers 
and the rental 

equipment sign. 


oo 


They Rent Them—Then Sell Them 


[. you can get certain 
prospects to use an article which 
they want to buy, they'll quickly 
see what it can do and then they'll 
buy it. This especially pertains 
to paint sprayers and electric 
saws, says Francis Yilk who oper. 
ates the Yilk Hardware at 715 
W. First Street, Hastings, Neb. 

Working on this theory, Mr. 
Yilk is renting paint sprayers and 
saws. Not only is this building a 
steady volume of sales, but the 
profit which comes from rentals 
is also mounting. Homeowners, 
farmers, builders and contractors 
are coming regularly to the Yilk 
Hardware to rent these items. And 
they buy other merchandise on the 
same trips. 

Yilk’s rental prices on a $29.95 
paint sprayer (without motor) 
are as follows: $3 for one day; 


$4.50 for two days; $5.50 for three 
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Yilk Hardware rents paint sprayers and saws to 


customers in need of them and frequently sells 


them to the customer minus the rental charge 


days; $1 for each additional day. 
Rental prices or! saws aré: $3 for 
the first day; $2 for the second 
day; $1.75 for each additional day. 

“I got the idea from a traveling 
salesman friend of mine who told 
me about a chain store which was 
doing the same thing,” says Mr. 
Yilk. “I thought about it, worked 
out the charges and found that 
these tools can pay for themselves 
in a mighty short time. Of course, 
the tools need a little care and 
maintenance, but that doesn’t cost 
me very much.” 


Rent, Then Buy 


Mr. Yilk says that if a man uses 
a rented paint sprayer or saw for 
a day or so and then comes and 


says, “This works pretty slick. I’d 
like to buy it.” Then he sells it to 
him without charging for the 
rental. 

“I’ve sold a lot of units that 
way,” he says, “because once you 
get a paint sprayer or saw in the 
hands of a prospect on a real job 
and he quickly learns that such a 
tool is a worth while investment.” 

Mr. Yilk is also posting the 
names of purchasers of paint 
sprayers and saws near signs which 
detail his rental services. In every 
instance he asks a customer for 
permission to post his name. These 
lists of purchasers are studied by 
many prospects who come into the 
store and they do influence buying. 

“Usually a hardware dealer 

(Continued on page 98) 


HARDWARE AGE, JUNE 16, 1949 





&. 
al 
« 
a 


oyes pitt 
*: 
ie « 


f 
a 





The J 


HI 

Co 
ware 
Ave., 
idea 
lad, 
aco. 
whon 
partr 
ensu 
name 
Willi 
his | 
pool 
what 
amel 





sho 


HA 


lat 
ou 


ob 





J. A. Williams Co. Celebrating 
Golden Anniversary in 1949 


Pittsburgh wholesale hardware house started half a century ago 


continues operation under the same family's ownership and direc- 


tion. Sons of two of the three founders continue in management. 





The J. A. Williams Co. headquarters 


HE present day J. A. Williams 

Co., now a large wholesale hard- 
ware house at 401-435 Amberson 
Ave., Pittsburgh, Pa., was just an 
idea in the mind of a 19-year-old 
lad, a little over a half a century 
ago. Young J. A. Williams, for 
whom the company—originally a 
partnership, but for many of the 
ensuing years a corporation—was 
named, sold the idea to his father, 
William Williams, and Morris Jaffe, 
his brother-in-law. The three men 
pooled their funds and purchased 
what was then a small tinware, en- 
amelware, woodenware and _house- 
wares wholesaler. 


Today J. A. Williams Co. is head- 
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Leroy Williams, 
ieft, president, 
and Aaron Jaffe, 
general manager, 
sons of the two 
founders of the J. 
A. Williams Co. 


O OQ 





Two of the founders, Morris Jaffe and William Williams, 
shown in front of the original quarters of the company. 
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ed by Leroy Williams, son of the 
late J. A. Williams aad Louis Wil- 
liams is vice-president. Aaron Jaffe, 
son of Morris Jaffe, is treasurer and 
general manager of the company. 
Bernard Williams, son of Isadore 
Williams, one of the early day 
partners in the concern, is now 
secretary. A. A. Golomb is sales- 
manager and A. H. Wagman is 
merchandise manager. 

In its half century of growth the 
company has had but four locations. 
From its little storeroom !Jocation in 
the wholesale district of Pittsburgh 
the firm was moved about 1910 to 
its own six-story building, from 
which it was moved 10 years later 
to a downtown section. Since 1931 





J. A. Williams Co. has had its com- 
bination warehouse, offi¢es and show- 
rooms under one roof, a three-story 
structure on the main line of the 
Pennsylvania Railroad, with over 
200,000 sq. ft. of floor space. The 
Amberson Ave. quarters of the Wil- 
liams organization is in the so-called 
University section of Pittsburgh, 
primarily an exclusive residential 
section. 

The J. A. Witliams Co. now oper- 
ales two divisions, one with 25 trav- 
ing salesmen handling hardware, 
housewares, toys, small electrical 
appliances, etc., and the other divi- 
sion, with 20 traveling salesmen, 
distributes major electrical appli- 
ances under exclusive franchises. 
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The entire combined staffs of the 
company now total 245 people. 

To commemorate its 50th year of 
wholesaling, the company held a 
sporting goods show at the Roose- 
velt Hotel, Pittsburgh in February 
of this year, and participated in a 
spring merchandise mart at the 
William Penn Hotel in March. Other 
events are being planned for other 
times during the year. 

Of the original partnership, Mor- 
ris Jaffe, who is no longer active in 
the business, is the only survivor. 
In the 50 years of the company’s 
operation members of both the Wil- 
liams and Jaffe families have been 
active as partners and later as ofh- 
cers of the corporation. Isadore Wil- 
liams, brother of J. A.. was a partner 
and later another brother, Louis Wil- 
liams, was a junior partner. Two 
brothers-in-law, Harry Rosenbert 
and M. E. Golomb, were later junior 
partners in the business. William 
Williams passed away in 1921, Isa- 
dore in 1931 and J. A. Williams in 
1934. 


Simple Tool Displays 
Account for One-Fifth 
Of Volume 


(Continued from page 81) 
tools to customers who've come in 
to buy some other items. He also 
stocks a good line of tool repair 
parts. 

Although the store stocks vari- 
ous priced tools. the best sellers 
are standard, nationally advertised 
lines. Mr. Reed pushes these lines 
because they please customers best 
in the long run. In the five years 
he’s been in business, operating 
the first hardware store in his small 
community, he’s had very few 
kickbacks, defective tools. returned 
to him. 

The tool display is arranged on 
three tables, set in horseshoe, or 
“U” fashion on one side, just a 
little past the entrance to the store. 

The outside edge of the display 
is in line with the counter. It ad- 
joins the scale where nails and 
bolts are weighed. 

Mr. Reed credits his profitable 
tool department with being instru- 
mental in building his gross profits 
to an average of 32 per cent in 
1947. The turnover in his tool de- 
partment is four to five times year- 
ly. he reports. 

His chief advertising medium is 
a cooperative venture with Hale 


98 


Center’s other merchants in offer- 
ing country folks in the area a 
free movie in the local theatre each 
Saturday. Total cost for Mr. Reed 
in this promotion is $3 per month. 

He started in business in his 
home town in the 35 by 78-ft. 
store in 1944, with an inventory 
of $1,850. Today, that inventory 
has been built up to more than 


$11,000, and it is turned between 
three and four times every year. 

But the spotlight is on Mr. 
Reed’s favorite business-building 
department—tools. This modest 
little department produces 20 per 
cent of total business. Much of 
which is plus business . . . bought 
by customers who came in to buy 
other items. 


Post-War Modernization Pays, Dealers 
Reveal in Survey 


ETAILERS representing 18,000 

stores all over the country, 
agreed, with only one-half of one 
per cent dissenting, that store mod- 
ernization has paid off since the 
war. Sixty-nine per cent of remod- 
eled stores found increased sales, 
52 per cent found more customers 
and 54 per cent found better cus- 
tomer relations as a result of mod- 
ernization. 

Leading all improvements on 
which store owners have spent 
money since the war were display 
cases installed in 55 per cent of 
the modernized stores reporting. 
lighting followed 
closely in 54 per cent. 

Another significant contrast 
showed that 17 per cent of the 
stores installed incandescent light- 
ing, 9 per cent slimline and 5 per 
cent cold cathode but 54 per cent 
installed fluorescent lighting. In 
most cases where the three less pop- 
ular lighting fixtures were used, it 


Fluorescent 


was in conjunction with the fluo- 
rescents. 

Extensive improvements were 
made in behind-the-scenes depart- 
ments. Twenty-four per cent ob- 
tained new bookkeeping equip- 
ment; 15 per cent decorated their 
offices and 19 per cent installed 
intercommunication systems. Bet- 
ter employee relations, a result of 
modernization realized by 42 pe 
cent of the modernized stores, fol- 
lowed these improvements. 

Those were the partial results 
of a questionnaire sent to all retail 
store executives who had attended 
the two previous Store Moderniza- 
tion Shows and which were made 
public by John W. H. Evans, pres- 
ident of the Store Modernization 
Institute and managing director of 
the Store Modernization Shows. 
This year the Show will be held 
from June 19-24 at Grand Central 
Palace, New York City. Tickets 


are available from the Institute. 




















Pictured above is Ole B. Bergersen, New England sales manager for 
HARDWARE AGE, viewing one of his marine scenes. Painting has been 
his spare time hobby for many years. 
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CHARLES W. DONA- 
HUE, in April, completed 50 
years’ association with Edw. 
K. Tryon Co., Philadelphia, 
Pa., distributors of sporting 
goods and hardware. Before 
joining this company as a boy, 
Mr. Donahue had served an 
apprenticeship with the John, 
Wanamaker Store, which was 
then one of the leading mer- 
cantile establishments of the 
country. He vividly recails 
the periodic rounds of inspec- 
tion of the original John Wan- 
amaker. As a cash boy he 
worked six days a week for 

CHARLES W. DONAHUE $2 per week. After the Christ- 

mas holiday season, employees 
who worked in the evenings were entitled to six one-half 
day holidays, which they could take when it rained. Mr. 
Donahue has always been interested in music. He was 
an acolyte and a member of the boys’ choir in St. Mark’s 
Episcopal Church. As a young man he was a super- 
numerary in the Philadelphia Opera and knew personally 
many of the leading Metropolitan singers of the day, 
including Scotti, Caruso, Mary Garden, Geraldine Farrar, 








and Sembrich. Their autographs are among his most 
cherished possessions. He managed the Tryon baseball 
team about 1908. In 1917 he was president of the Phila- 
delphia Hardware Association, which has since been 
succeeded by the Philadelphia Hardware Dealers’ Asso- 
ciation. As a Tryon employee, he started as a stock clerk, 
and has for the past 30 years represented Tryon in a 
selling capacity. At a testimonial dinner tendered him 
by his associates, on May 12, he was presented with an 
engraved gold watch. 


Pr, T.. “PAT” Wikre, 
80-year-old secretary of the 
hardware firm of Job P. 
Wyatt & Sons Co., Raleigh, 
N. C., has begun his 61st year 
with the business which was 
founded by his brother, Job, 
in 1881. Mr. Wyatt has been 
secretary since the business 
was incorporated in 1911. Mr. 
Wyatt has always been very 
helpful to customers, especial- 
ly the farmers who used to go 
to him to have their cotton 
divided, a service rendered 
free. From 1918 to 1920 he 
was Master Thrasherman of 
Wake County, N. C., and his 
job was to receive reports for 
the government from Wake County farmers on the amount 
of grain thrashed daily. For this he was supposed to be 
paid $1 per year, but he recalls he was never paid. He 
served in every capacity except pastor of the First Baptist 
Church. Mr. Wyatt says he never had time for sports as 
he has worked since he was 15. He still works full time. 
He has three nephews and three great-nephews with the 
same company. 


P. T. WYATT 


BH & 


THOMAS H. BRADLEY, 
who is nearly 81, has worked 
in the hardware business since 
he was 14. Mr. Bradley, who 
is chairman of the board of 
Thomas Bradley, Inc., whole- 
sale hardware firm of Water- 
town, N. Y., opened his own 
store in 1897 on a busy street 
that was travelled by stage 
coaches coming in from 10 
surrounding towns. Despite 
his advanced age, Mr. Brad- 
ley enjoys fine health and still 
goes to work every day to help 
with the noon rush and gen- 
erally stays until closing time. 
He says that he has always 
enjoyed working on the floor 
rather than in the office. His son, Thomas H., Jr., suc- 
ceeded him as president of the firm in 1938. His son-in- 
law, Paul H. Jordan is secretary. Mr. Bradley will mark 
his 81st birthday on July 22. 





THOMAS H. BRADLEY 


” 
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NO. 17WS 
MASTER WIRE 
ASSORTMENT 


Contains the most pop- 
ular Wire Cord Sets for lamps, 


SALES 
MAKERS 


that will earn 
EXTRA Profits 


fans, washing machines, shop 
tools, power lawn mowers, milking 
machines, electric irons, vacuum 
cleaners and other appliances. 
Also contains 6 combinations of 





connectors, including open ends 
for replacement use; 3 spools of 
replacement wire and 2 cartons 


(25 each) of 3-way connectors. 









* GILMER NO. 13W JUN- 
IOR WIRE ASSORTMENT 
Contains same selection as 
No. 17WS (above) without 


wire spools. 





| GILMER NO. 6-S 
SPOOL WIRE 
ASSORTMENT 


An attractive counter mer- 
chandiser of 6 spools of pop- 





ular wire cord, displayed at 

the point of sale. All Gilmer Wire Products 
are approved by Under- 
writers’ Laboratories. 


GILMER NO. 350 A compact, attractive unit 
TOWER that takes but 18” of 
ASSORTMENT counter space. Yet, from 


V-belts which it displays, you can supply practically all the 


the 35 selected Gilmer 


most popular sizes for washing machines, oil burners, power 
I 5 I 


tools, home workshop equipment and other appliances. 


The Gilmer #350 Tower Assortment includes valuable mer- 
chandising aids at no extra cost: (1) Display stand which per- 
mits instant belt selection; (2) Gilmer Handimeter (patented) 
for quick measuring of belts; (3) Attractive window display 
card: (4) Inventory card; (5) Gilmer Belt Catalog, ““America’s 


Belt Bible.” 


Cash in on the profitable V-Belt replacement business. Order a 
Gilmer #350 Assortment today, giving name of your Gilmer 


wholesaler who will bill you direct. 





BUY THROUGH GILMER HARDWARE WHOLESALERS 


L. H. GILMER COMPANY 
TACONY, PHILADELPHIA 35, PA. 
DIVISION OF UNITED STATES RUBBER COMPANY 
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They Tell Anglers 


When you sell — Where to Fish 


(Continued from page 68) 





keep close tabs on what is being 
| caught and where can at least use 

Stor | the bulletin board idea to advan. 
| tage with clippings concerning 

ol | good catches of fish and supple. 
EG ment these with data upon newly 


arrived tackle, bait and lures, 
Round, flat or Even clippings dealing with out- 
oven heads. and-out fish stories or cartoons 
Sizes to Yo” concerning this sport would be ap- 
x 6”, propriate. 

| Keeping the bulletin board in 
| up-to-date condition by changing 
the clippings or notices on it from 
time to time would assure its con- 
stant perusal by customers. The 
more one tells them about fishing. 
the more they will buy in the way 
of equipment. 





Hex, flat, fil- 
lister or but- 
ton heads. 
Sizes to 1” 
x 8”, 




















Round or spe- 
cial heads, 
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Milled from 
the bar. Sizes 
up to 14”. 


Square head, 
cup points. 
Sizes to %” 
x 4”, 
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Holding power ... tensile strength ... toughness... rack of ahi 

call it what you will, but that’s the one most important we mew tn Charters 
thing in threaded fasteners. And that’s precisely what | ensihiasininaaine 
TRIPLEX is noted for—tough, dependable fasteners. | HARDWARE COMPANY 


A handy wall chart of types and sizes, and the complete ee 
TRIPLEX catalog are yours for the asking. 


THE TRIPLEX SCREW CO., 5317 Grant Ave., Cleveland 5, 0. 


TOUGHNESS 


CAP AND SET SCREWS BOLTS, NUTS AND RIVETS | Here's one of the store's typical 

| fishing tackle ads giving brand 

| mames and prices. In its origina! 

| form it measured two columns wide 
by 10% in. high. 
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YOUR BUSINESS... 


Like ATKINS’ susiness 


Is Based On Repeat Sales 


SELL THEM THE BLADES 
THEY'LL COME BACK FOR... 


Apatite and gait 


There is a world of difference in hacksaw blades —and Atkins 
makes the difference. That's why it is such good business 
to sell your customer Atkins “Silver Steel’ Hacksaw Blades 
and let him learn this for himself. Because once he feels how 
the rugged teeth of an Atkins bite easily through tough 
metal — once he experiences first-hand the economy of 
Atkins longer life — he'll be an Atkins user from then on. 
And your store will be his headquarters — not only for 
hacksaw blades, but for every other cutting tool. That's the 
kind of year-in, year-out business that builds real profits! 

P.S. Do him another favor. Team up Atkins Blades with 
Atkins Hacksaw Frames. 
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A-4 ATKINS Counter Salesman 


Here's a point-of-sale merchandiser and sales builder your 
Atkins Jobber will supply you absolutely without cost. To get 
it, just tell him you want it and send in your order for the 
following quick-selling assortment of Atkins Blades: 


10 only No. 1810—10” 10 only No. 3210—10” 
10 only No. 2410— 10” 10 only No. 2412—12” 
20 only No. 1812—12” 

Packed one A-4 Display to a box complete. 
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E. C. ATKINS AND COMPANY 
Home Office and Factory: 
402 South Illinois Street, Indianapolis 9, Indiana 
Branch Factory: Portland, Oregon 
Branch Offices: Atlanta @ Chicago © New Orleans ® New York “ATKINS ALWATS ANLAB” 
Los Angeles @ San Francisco 





DEALER’S PARTNER FOR 92 YEARS 





THE 
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F&W ‘Varijet’ Bullet 


The Flint & Walling Mfg. Co., Ken- 
dallville, Ind., offers the Varijet bullet 
shallow well centrifugal ejector pump. 


Diaphragm operated needle valve au- 
tomatically sets the nozzle to the most 
efficient opening for every pressure 
throughout the range of the pump, 
says maker. Needle valve opens nozzle 
to just the right point as pressure in- 
creases. There is no waste recircula- 
tion of water, claims F & W. Designed 
to deliver 40 to 70 per cent more water 
with less load on the motor. This prin- 
ciple increases the capacity of shallow 
well jet pumps and permits great re- 
serve for peak loads and emergencies. 
Needle is of non-corrosive brass, ma- 
chined to close tolerances. So are the 
nozzle, venturi and impeller. Rotary 
seal is said to keep pump from leaking. 


Toledo Pipe Tools 


Toledo Pipe Threading Machine Co., 
Toledo, Ohio, offers a 52 page catalog 
covering its complete line of pipe tools, 
power pipe machines, power drives and 
accessory equipment. Suggestions of 
the uses of these tools is presented pic- 
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torially in a photograph of the city of 
Toledo’s skyline, which serves as a 
continuous front and back cover. Cata- 
log describes and illustrates hand oper- 
ated pipe tools of all types in capaci- 
ties up to 12 in. pipe; power pipe 
machines in three models for % to 4 
in. pipe; power drives in three models 
for operating geared pipe threaders and 
also for other jobs where power is 
needed. Catalog is available upon re- 
quest, 


Brick Semel ) 


Dearosa Mig. Co., Brooklyn 32, 
N. Y., offers a brick trowel, No. 110. 
Made of high-grade, high carbon tool 
steel, tempered and ground all over. 
Special forging methods, claim the com- 
pany, permit the use of tougher steel. 
Blade is ground tapered toward the 
point with just the right flexibility to 
meet popular requirements. Handle is 
of selected hard wood, turned and 
shaped to fit the palm of the hand and 
reinforced with a heavy steel ferrule, 
plated to prevent rust. Tang is shaped 
to prevent turning or loosening in the 
handle, says maker. Blade, 5% in. 
wide by 10 in. long. Packed in indi- 
vidual boxes, three doz. to master car- 
ton. Shipping weight about 17 lbs. to 
doz., 50 Ibs. to case. Etched with 
Dearosa trademark. 


‘Beam-O-Lite’ Iron 


Landers, Frary & Clark, New Brit- 
ain, Conn., offers the ‘“Beam-O-Lite” 
iron which beams light around but- 


tons, pleats and ruffles, shows up wrin- 
kles and speeds through fussy ironing, 
says maker. Iron features a red iden- 
tifying handle which has a Handi-Set 
fabric dial set back into the handle 
away from the knuckles; positive heat 
control for silks, woolens and _ satins 
and an extra large sole plate. Alu- 
minum alloy base, which has 29% sq. 
in. of ironing surface, speeds ironing 
operation and reaches correct tempera- 
tures in a short time. Weighs 3 lbs. 


Casco Father's 
Day Promotion 


Dealers are offered by Casco Prod- 
ucts Corp., Bridgeport, Conn., a spe- 
cial promotion package for Father’s 
Day. Consists of special Father’s Day 
newspaper mats, window poster, sticker 
for the Casco demonstrator display 
cases; and a cooperative advertising 
allowance. Casco power tool kit will 
then be put in the mind’s eye of 
mother, wife and youngsters, says 
maker. 
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CAR DOORS~—Replace 
worn weatherstrip with Dor- 
Tite. Doors will close quietly, 
tightly. Stops rattles and 
drafts; keeps out dust. 


CAR TRUNKS — Seal your 
trunk against water and dust. 
Replace leaky, worn rubber 
strip with Dor-Tite. There's a 
size to fit perfectly. 


MULTIPLY DOR- 
TITE SALES with 


this colorful enam- 
eled-steel merchan- 
diser onyour counter. 
Complete with 48 
packages of the six 
fastest-selling Dor- 
Tite sizes. Ask your 
jobber or write us. 


VENTILATORS — Replace 
leaky cow! gaskets with Dor- 
Tite. No glue necessary. Dor- 
Tite's adhesive back sticks quick 
... stays stuck! 


HOOD GASKETS—A cush- 
ioning strip of Dor-Tite placed 
all around where the hood 
mokes metai-to-metal con- 
tacts, stops rattles, squeaks. 


TRUCK BODIES — Dor-Tite 
on doors of panel trucks pro- 
tects merchandise from dust 
and drafts. Dor-Tite seals re- 
frigerated trailer doors. 








Another (ped) 
44) 14 44 


The Sensational, New 


CONCO 


PORTABLE 
ELECTRIC RADIATOR 









PRICED FOR 
VOLUME 
SALES 






Provides quick, 
abundant heat where 
and when wanted! 


OUTSTANDING FEATURES 
SAFE Underwriters’ 


Approved. Uses 
no water, steam. Fully enclosed 

heating element. Even at full heat unit 

will not cause a serious burn if touched. 


FAST Reaches full heat of 260° in five 

minutes. Emits 4500 BTU's per 
hour, or equivalent of 18-34 square feet of 
steam radiation. 


LIGHT Weighs only 28'/2 pounds. 


Easily portable, nicely bal- 
anced. Compact, size 23" x 7" x 19", 
Smartly styled. 


ECONOMICAL Costs approsi- 


mately 2 cents 
per hour to operate (average rates). Saves 
on regular fuel in spring, fall, through win- 
ter. 


101 HOME USES 


@ IDEAL in nursery, 

bath, on porch, in base- TOL 
ment, bedrooms, laun- / 
dry, playroom, cottages, 
workshop. RIGHT: 
Convenient carrying 
handle folds over to 
double as handy drying 
rack, 





ha 


WRITE tor complete information on 
this outstanding new product. 


CONCO ENGINEERING WORKS 

Division of H. D, Conkey & Company 

Mendota, Illinois 
AFFILIATES: 


CONCO MATERIALS HANDLING DIVISION 
Cranes — Hoists 


CONCO BUILDING PRODUCTS, INC. 
Brick—Tile—Stone 
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WHAT'S NEW 





Yale Worksaver 


The Yale & Towne Mfg. Co., Phil- 
adelphia, Pa., division, offers the first 
in a series of special attachment “Work 


savers,” the “Bunnyhugger” to equip 








its line of battery powered hand trucks 
to perform odd handling jobs peculiar 
to particular industries. This develop- 
ment permits the handling of certain 


types of commodities without the use 
of skids or pallets. To pick up loads, 
the “Bunnyhugger” is maneuvered so 
that the load is between the forks; 
operator then manipulates a_control- 
lever which causes the forks to grasp 
the load in a pincer like movement. 
Forks are then lifted and load trans- 
ported or tiered as desired. Tilting 
fork Worksaver has a capacity of 3750 
Ibs. Travels at 2 miles per hr. under 
full load and mast tilts a full 21 deg. 
in 10 seconds to center the load. Use 
of large capacity batteries, 23 plate 
lead-acid for example, often provides 
two days’ operation of the truck with 
out recharging, says Yale & Towne. 





"Hi-Low' Picnic Stove 


Union Steel Products Co., Albion, 
Mich., is making a picnic stove with 
a carrying case, which is quickly set 
up. May be used for broiling in its 
steel mesh grid; for frying without 








pans with windguard screen, used as 
flat cooking surface and for cooking 
pancakes, eggs, hamburgers, bacon, 
fish, chicken and steak. Provides four- 
way heat, warm, hot, hotter and _ hot- 
test from vented fire pan that burns 
wood, charcoal or coal. You move the 
fice not the food. Detachable handle 
for pan makes heat adjustment easy. 
Unit is 18 by 11% by 13 in. high. Each 
is individually packed in a corrugated 
carrying case. Suggested to retail for 
$4.95. 


‘Ready Ray’ 
Auto Trouble Light 


B M C Mfg. Corp., Binghamton, 
N. Y., offers “Ready Ray,” automobile 
trouble light which plugs into the cig- 
arette lighter socket. Pocket size, it 
is completely self contained with 12 ft. 
of cord. May be held in any position 
or focuséd at an angle when set on 
Ideal for reading road 
numbers, flats. 


its cover base. 


signs, spotting 


house 





packing luggage, inspecting motor, etc. 
Suggested to retail for $2.75, including 
case. 


Gould Pump 
New Catalog 


Completely revised and modernized, 
a 64-page dealer catalog has been re- 
leased by Goulds Pumps, Inc., Seneca 
Falls, N. Y. Designed and produced 
to simplify and hasten dealers’ selec- 
tion of the proper water system for a 
particular installation, the new catalog 
incorporates functional use of color to 
aid dealers’ use of the new book. A 
visual index outlines the catalog’s sec- 
tions, and each page is tabbed as to 
the unit described to further help the 
dealer while “thumbing through.” Sim- 
plified pump selection charts form an 
important dealer-aid section. 
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Not Promises 
out Immediate 
Shipment Now! 
BRONZE GALVANIZED 
Screen Wire Screen Wire 


16 18 x 14 
MESH MESH 


SIZES: 24” — 26” — 28” — 30” — 32” — 36” — 42” — 48” 





























¢ Longer Lasting ¢ Uniform Mesh 
¢ Will Never Rust ¢ Finest Hard Drawn Steel 
¢ Won't Melt or Burn ¢ Pearl Grey Finish 


All rolls of screen wire packed and shipped in 100 lineal ft. rolls and 
in Stonewall cartons. 


Pewee ee eee ee eee 


| WORLD'S LARGEST SHIPPER @4-J4- 
OF SCREEN WIRE! ihe 


Square Footage 


et Our New Low Prices CHART 


§ 
hon =e oe oe eee ee 
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FREE 


DISPLAY BOARD DEAL 
ues § as 
You ! 

EXTRA PROFIT! 


® You make your usual liberal 
mark-up PILUS $1.95 EXTRA 
profit on these Hall-Wessel 
house numbers! We give you a 
sales-making display board — 
mounted with thirteen 15¢ nu- 
merals with the assortment 
listed below. Rush your order 
(through your JOBBER) for 
this timely money making deal! 

Hall-Wessel precision pres- 
sure cast authentic Colonial nu- 
merals have outstanding beauty, 
detail and finish. Their style, 
plus an amazingly low price, 
assures volume sales wherever 


displayed. 
LOOK WHAT YOU GET 











3 dz. #1 3 dz. #2 
2 as. #3 1 dz. #4 
1 dz. #5 1 dz. #6 
1 dz. #7 1 dz. #8 
1 dz. #9 3 dz. #0 
1 dz. #% 1 dz. #A 
1 dz. #B 


PLUS Display Board with 
13 Assorted Numbers FREE 
Hall-Wessel makes an attractive 
line of finely finished pressure cast 
hardware spec.alties, Coat and Hat 
Hooks, Sash Fasteners, Bar Lifts, 
Door Stops, ete., all priced for vol- 
ume! Sold nationally through pro- 
zressive jobbers. Write today for 
jobber’s name 


HALL-WESSEL CO. 


cAgy;| 2116-26 W. NICHOLAS ST. 
spor. PHILADELPHIA 21, PA, 
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WHAT'S NEW 





‘Seedmaster'’ 


Shopmaster, Inc., 1214 S. 3rd St., 
Minneapolis 15, Minn., has designed 
the “Seedmaster” which holds about 





one lb. of seed at a filling. User holds 
unit in a natural out from the body 
position and as each foot touches the 
ground, he squeezes the handle with 
even pressure and releases, Said to 
provide a uniform and even pattern 
of seed of about three ft. in diameter. 
Thin spots or completely new seeding 
can be done with Seedmaster. Maker 
says it may be used with most any type 
of garden seed. Suggested to retail 


for $3.45. 


‘Party Piks' 

American Plastics Co., 3920 Payne 
Ave., Cleveland, Ohio, offers “Party 
Piks” for canapes, Hors D’Oeuvres, 
sandwiches, cocktails. Made of Styron 


and are washable, strong, flexible, 
tasteless and nontoxic, says maker. 
‘ 
od *» Ps t 














VEST YF! 


Available in red and black cellophane 
wrapped in individual cards of 16. Sug- 
gested to retail for 49 cents per card. 





Aluminum Screen Door 


Alumatic Corp. of America, 1229 S. 
4lst St., Milwaukee 4, Wis., offers an 
all aluminum screen door fabricated 
of hollow extruded aluminum sections. 
To eliminate problem involved in fit- 
ting to house door openings that were 
sagged or out of line the door open- 
ing is adjusted to fit the screen 
door. Opening is squared and adjusted 


to proper size with wood stripping and 
special aluminum frame covers the 
wood. Thus aluminum touches alumi- 
num for perfect fit. Available in all 
sizes with 1 in. variations in width 
and height. As a companion line, also 
offered are all aluminum full and half 
screens. Both made of strong and rigid 
hollow extruded aluminum = sections. 





Both type screens are _ individually 
packed with full installation instruc- 
tions. 


Winchester Shotgun 


Model 25, medium price, is a slide 
action, solid frame repeating shotgun. 
Supplied in 12 gage, solid frame, 
standard grade only, it has a 28 in. 
barrel and is chambered for 2% in. 
shells. Available in either full or mod- 
ified choke. Receiver is forged from 
a solid piece of heat-treated steel and 
is closed at top and rear. Has no pins 
or screws on the sides or top of re- 
ceiver. Equipped with Winchester 
cross-bolt safety and double automatic 
reloading safety. Pistol grip stock and 
semi-beavertail forearm are of polished 
American walnut. It is a five shot re- 
peater. Tubular magazine holds four 
12 gage 2% in. shells with the Super 
Seal Crimp or rolled crimp plus one 
shell in the chamber. Weighs about 
eight Ibs., overall length, about 47%4 
in. Winchester Repeating Arms Co., 
New Haven, Conn. 
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Jacuzzi Submersible Pumps 


Jacuzzi Bros., Inc., 5327 Jacuzzi Ave., 
Richmond, Cal., offers its submersible 
turbine pump for distribution and in- 
stallation through the United States, 
Canada and Mexico. This pump oper- 
ates while completely submerged below 





the water level in the well and is rec- 
ommended for irrigation use. High 
pressure units are designed for sprin- 
kler irrigation and both domestic and 
industrial pressure systems. They de- 
liver water up to 700 gals. per minute 
from 500 ft. with a minimum of h.p., 
says maker. Jacuzzi claims that they 
are one of the most economical ways 
of pumping when greater than average 
volume of water are required. Its pump- 
ing action is of pushing operation and 
is made up of a multi-state centrifugal 
pump close-coupled to an electric mo- 
tor. As both pump and motor are sub- 
merged in water, the motor is kept 
cool at all times. Installation of pump 
below water level assures noiseless 
operation and the unit is always primed 
and ready. Requires no line shafts or 
pump house. Installation is reported 
to be simple and inexpensive. Now 
available are two types, a high pres- 
sure, compact, multi-stage, closed im- 
peller type for six and eight in. diam. 
wells; a higher capacity multi-stage 
open impeller type for wells with a 
minimum diameter of 10 in. 





Chicago Abrasive 
Saw Blades 


Chicago Wheel & Mfg. Co., 1101 W. 
Monroe, Chicago, IIl., has developed 
a tough bond for abrasive saw blades 
to be used in portable hand saws. Due 
to special formulation, blades are 
claimed not to break at the end of 
the row, standing up at the corners. 
Reported to be fine for cutting through 
old mortar, removing filler, tuck point- 
ing and preparation for tuck pointing. 
Same type of blade can be used for 
scoring, cutting concrete and all types 
of stone, says maker. 
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Here's the Moe light 

“packaged department” 
that brings you 

new profits overnight! 









and it’s yours without extra cost... 
you pay only for the lighting fixtures 
This offer is just a few weeks old — but dealers have already discovered it's 
the greatest profit opportunity in the history of the lighting industry, Some 
have sold out their initial stock in the first week! 

To get this beautiful 6 x 4 foot ceiling display, all you need do is to order 
the basic stock group of 43 individually packaged Moe Light fixtures (25 in 
addition to 18 used on panel). Pay the special dealer price ($178*) — 
nothing extra for the display. Regular retail price gives you a good margin, 
and you've added a profitable new department to your store. 


Beautiful Wall Display Panel comes with $108* stock order 


This smaller package deal gives you the same 
profit advantages as the ceiling display panel, 
It includes 34 individually-packaged Moe 
Light fixtures (23 in addition to the 11 Moe 
Light fixtures used on the panel). 

Both of these beautiful, masonite, perma- 
nent display units come ready for immediate 
installation, and make use of space now 
going to waste in your store.,So you lose 
no time cashing in on this profitable light- 
ing fixture business. Merchandise is shipped 
prepaid direct from factory, displays shipped 
separate, FOB supplier. Don’t miss this op- 
portunity. See your Moe Light distributor 











today — or send in te coupon below. 
*Prices slightly his west of the Rockies. 
Tear out this coupon and mail today! 
oe eeepepepeReeRee eee SD ePPTTTTeEE T E  E 
Moe Brothers Mfg. Co., Dept. HA-6, Ft. Atkinson, Wis. 
Send me the name of my nearest Moe Light Distrib- 
utor and full details on your complete "Packaged 
PROFITS for Depariment’’ merchandising program for dealers. 
hardware, appliance 
+ oo . Ait isiaassal iba alin ltinsacacaleaminaaiacbeniianiiaiah Saddnaseiiie 
furniture, paint, C) Retailer 
Store Name CJ Wholesaler 
department stores 
Add 
and others! 
City snuiauinentuateinemipeniiiinl ee FO 
P-16 
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YNICA 
T700L5 


have smooth 
working joints! 


\ 















One setting controls 
6 precision opera- 
tions to assure 
3/ 1000-inch 
accuracy on 
the joint. 


TOOL No. 259-P 
New England 
Head Lineman’s 
Side Cutting Pliers 

7” and 8” 


Sold Through 
Recognized 
Distributors 





1. Special alloy steel 

2. Electronically hardened edges 
3. Smooth working joint 

4. Perfectly aligned cutting edges 
5. Complete variety of tools 

6. Hand-honed cutting edges 





UTICA DROP FORGE and TOOL CORP. 
UTICA 4, NEW YORK 
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WHAT’S NEW 


Jacobsen Power Scythe 


The 36 in. power scythe features ac- 
curate balance and smoothness of oper- 
ation, says maker, and its widely spaced 
knob tread rollers provide extra sta- 








bility and balance on hillsides. Flex- 
ible V-belt drive provides full differen- 
tial action for easy turning even on 
rough ground. Opposed counterweights 
at the knife head drive are used. This 
is said to eliminate almost all vibra- 
tion. Pressure lubricated bearings pro- 
tect all moving parts. Jacobsen Mfg. 


Co., Racine, Wis. 


Sailor's Cook Stove 


“Roarer,”’ a one burner kerosene 
pressure stove, is offered by The Cole- 
man Co., Inc., 248 N. St. Francis St., 
Wichita, Kan. It is an alcohol gen- 
erated stove and the heat output is 
easily controlled by the amount of air 
pressure pumped into it. Ideal for fish- 
ing smacks, trawlers, barges, etc. Most 
parts are interchangeable with similar 
design European stoves. Efficient for 
any type of outdoor cooking. Grate 
and grate supports detachable. It is 9 
in. high, 8% in. in diameter and net 
weight is 2% lbs. Model 531, “Roarer,” 
retails for $8.45, and Model 532. 


“Silent.” for $9.45. 








This colorful Caster Display 


is trim and attention-compelling. 


It's part of the 
new Bassick way 
To pep up and step 
up your selling! 


ae on 


SHOW ’EM 
aud 


ry = ee | 
... with SAAT (¢, 4 5 


New “Ten-Strike” 


Merchandising 
Package 


Take advantage of Bassick’s new 
time-saving, space-saving plan tokeep 
your caster sales at peak. You get: 

@ An assortment of ten of the most 
popular Bassick types and sizes 
covering about 90% of your cus- 
tomers’ needs. 

@ An eye-catching display that shows 
these ten fast sellers in just 12” x 
6%" of space—a real, compact 
caster department. 

@ Every caster numbered for quick 
identification—no guesswork or 
searching. 

Asmall stock order will bring you the 

new Bassick Display without charge 
for a timely, profit-building tie-in 

with Bassick’s regular advertising to 
your customers in the SATURDAY 

EVENING POST. Full particulars 


from your distributor, or write to 


THE BASSICK COMPANY 
Bridgeport 2, Conn. 
DIVISION OF STEWART-WARNER CORP. 


In Canada—BASSICK DIVISION, 
Stewart-Warner-Alemite Corp., Lid., Belleville, Ont 





MAKING MORE KINDS OF CASTERS 
. .. MAKING CASTERS DO MORE 
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This New fp) Display 
Would Stop You if You 


Were a Space Heater User 


\* 
















= 





Mf 
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MOUNTS ON 
ANY O11 CONTROL 
with 3 SCRtws 





SET DIAL 
TO Desined 
TEMPERATURE. 













fone 


THERMOSTAT | 


PS is 


omATIC PRODUCTS COMPANY 


It will stop your customers, too . . . and start them sweep of this counter piece — a total display area 
thinking about the convenience, comfort and econ- of 14 by 21 inches. Yet it takes only a little coun- 
omy they can get from their oil-burning space heat- ter space, 4 by 17%. r 


ers simply by installing the A-P Heat Regulator Set. 


; ; is new sa tart ie-i 
It's a sales maker — a beautifully designed, three- Wee its as les starter as @ tie-in 


with all the other A-P sales helps that 
step up turnover of A-P Heat Regulator 
Sets, A-P Oilifters and A-P Trap-lits. 
Order it from your manufacturer or 
write today for complete information. 


color counter piece that effectively shows and ex- 
plains the actual units of the A-P Heat Regulator 
Set. With it you can save sales time even as you 


make more accessory sales! 


You get lots of attention value from the graceful 


AUTOMATIC PRODUCS COMPANY 


2442 N. THIRTY-SECOND STREET = MILWAUKEE 10, WISCONSIN 


DEPENDABLE 06 Controls 


STANDARD ON LEADING OIL BURNING APPLIANCES 
FOR HEATING © AIR CONDITIONING © REFRIGERATION 
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@ FAST-SELLING 
ROYAL 
JOINT FASTENERS 


@ SELF-SELLING 
ROYAL 
DISPLAYS 


TWO 
STEPS TO 
SMOOTHER 
PROFITS! 
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YY vw \ yy \ 
Divergent corrugations, saw style, drive across 
or with grain. Available in tempered cold rolled 
steel, galvanized and solid brass. 

DEPTH: %”, %”, 2", %”, %”, %”, 1" 
CORRUGATIONS: 2, 3, 4, 5, 6, 7, ete. 
~SPECIAL SIZES TO ORDER 


IN BULK: In kegs of 50 or 100 Ibs., and car- 
tons of 500 or 1000. 


Most Popular Wood Joiner— 












ra 


— For Everyone! 


OW NATIONALLY ADVERTISED! 
See your jobber —or write direct! 
p } 








*REG. U. S. PAT. OFF. 


Independent Metal Strap Co., Inc. 


ESTABLISHED 1907 
232 Third St., Brooklyn 15, N.Y. 
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WHAT'S 








Gasoline Engines 


Briggs & Stratton Corp., Milwaukee, 
Wis., offers three models in its current 
line of four cycle air cooled gasoline 
engines. Model 9 is rated at 2.16 
to 3.1 h.p.; model 14, 3.56 to 5.1 h.p.; 
and model 23 at 6.5 to 8.25 h.p. Rat- 
ings are based on standard ICEI pro- 
cedures. Features the Magnematic igni- 
tion system. Breaker box unit, exter- 
nally mounted on the crankcase, in- 
closes easily adjustable breaker points, 
condenser, manual stop switch and re- 
mote stop switch terminal. Engines 
available with plain or ball main bear- 
ings. Enclosed adjustable governor, 
operating in oil, provides improved 
speed regulation under all conditions. 
Vacuum breather and spring loaded oil 
seals prevents oil leaks, it is reported. 





Equipped with snapon oil filler cap 
and a starter rope, or hand crank, or 
both. 


‘Ajusco-Loc' 
Socket Protector 


Adjustable Fixture Co., 104 E. Ma- 
son St., Milwaukee 2, Wis., offers 
Ajusco-Locs which consist of a solid 
cast cap and steel ring, both brass 
plated and three brass screws. Said to 
fit any standard brass shell, medium 
base socket. Merely place socket body 
in Ajusco-Loc cap. Die-cast lug inside 
of cap fits into switch button slot in 
socket shell to prevent twisting. Slide 
steel ring over socket until it rests on 
socket shoulder and slip the three 
screws through the holes in the ring 
and screw into cap. Available as sep- 
arate assemblies as well as with various 
types of sockets as key socket, push 
through socket and pull chain socket. 
Maker says the cap will not kink or 
break, body and cap will not break 
apart, body and cap will not twist in 
relation to each other. 





Cascorez Glue 


Casein Co. of America, Division of 
The Borden Co., 350 Madison Ave., 
New York City 17, offers ready to use 
Cascorez polyvinyl resin glue. It is a 
white smooth, easily spread liquid. 
Claimed to be non-staining, it washes 
easily from brushes, fingers, and cloth- 
ing. Reported to set almost instantly 
on balsa, paper, fabric and sets in 
20-30 minutes on most woods. Also 
good for mounting photo prints, or re- 
pairing camera bellows. Also can be 
used for home repairs, furniture, toys, 
linoleum, etc. Available in two oz. for 
25 cents; four oz. 40 cents, pt. $1.20 
and larger sizes. 


Furniture Style 
Space Heater 
Duo-Therm Division, 


Motor Wheel 


Corp., Lansing, Mich., offers a space 
heater model styled after Chippendale 
period furniture and finished in walnut 
brown. Features rounded contours and 
Equipped 


low console outline. with 





Duo-Therm dual chamber burner and 
power-air unit which can be installed 
on either side of heater. Available in 
mahogany, molern blonde and walnut. 
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Buckeye Picnic Aid 


The ‘Buckeye Aluminum Co., Wooster, 
Ohio, is offering the picnic aid which 
is packed in a three color-reshipping 
carton. Claimed not to rust, has no 





dishes to break and no rough edges. 
Contains five polished compartments, 
“tailor” fitted to be weather and in- 
sect proof. Top to bottom lock insures 
convenient one-piece carrying. Indi- 
vidual pans are handy for every day 
use. 


‘Safety-Walk' 


For Stairs, Floors 


Minnesota Mining & Mfg. Co., 900 
Fauquier St., St. Paul, Minn., is of- 
fering for national distribution “Safety- 
Walk” a non-slip material for stairs, 
ramps, building entrances and _ floors, 
catwalks, etc. Has a pressure-sensitive 
adhesive backing which is said to en- 
able it to be laid with ease. Consists 
of hard mineral grains, surface-coated 
on a toughened fabric, affording non- 
slip safety underfoot, even if covered 
with water, mud, oil or grease. Avail- 
able in red, green, silver and black, it 
is provided in factory cut stairway 
strips, brick size cleats, tile size cleats, 
larger cleats and in roll form. Ad- 
hesive coating on underside of material 
is protected by a Holland cloth liner 
which is pulled off just prior to appli- 
cation. 


'‘Liteway’ 


“Liteway,” two light fixture, is said 
to serve in every room and blend with 
every decor, is offered by Brassner 


Products, Inc., Port Chester, N. Y. Has 
outlet for electric razor built into base. 
Constructed of high temperature un- 
breakable white plastic with chrome 
finished base and trim. Measures 11 
by 4% in., extension 4 in. Suggested 
to retail for $1.79 and $2.50. 
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Sun Ray Layer Built Pads may be 
used to the last layer. Use one 
surface, fold back this layer and 
you have a new, fresh surface. 
Every square inch can be used. 


@®eeeeeé 


et ee | 


From Sun Ray’s un- 
surpassed line of steel 
wool, the right grade 
can be picked for any 
particular need— 
from extra coarse to 
super fine. But every 
grade has only one 
quality—the highest. 


+ 


You can cash in throughout the year on SUN RAY Steel Wool 
products. The longer, stronger strands are graded and cut with 
scientific precision and do not crumble or break up. Fine craftsmen 
and good housekeepers everywhere, choose and use SUN RAY 
products and pronounce them consistently high quality. 


IMPROVED Sun Ray Woolers are 
standard accessories for disc type 
floor machines, which keep floors 
safer, cleaner and more beautiful 
in thousands of buildings. The 
radial strands work faster and 
better. 


The Williams Company 
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JEX Steel Fibre scouring pads 
are known to millions as speedy, 
handy kitchen and house serv- 
ants. They are so economical they 
can be “used a day and then 
thrown away.” 


1S ans 


=; 
Curans SCOURS POLISHES 





London, Ohio 


Without obligation, please send complete information on SUN RAY Steel Wool Products. 


NAME 


COMPANY = 


ADDRESS emanates 


CITY so 


—STATE . 
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ANSO 


... presents a new type 
kitchen scale. Model 
1308, with original fea- 
tures. Priced for volume 
retail sales. 








Model 

1308 

See your jobber 
special 

“fiet Acquainted” 


Deal 


Capacity 8 pounds by 2 ounces, 
also indicates 3'2 kilos by 50 
grams and measures shortening 
by cups. 


Model 1308: Available in new kitchen col- 
ors, red, yellow, or white; permanitized 
in a beautiful Styron plastic body. 

Mechanism is suspended on a steel 
channel independent of the case, a new 
principle of construction that gives an 
accuracy never before achieved in a scale 
of this type. 

The No. 1308 scale fits the color 
schemes of modern streamlined kitchens. 
Every housewife will appreciate the 
practical use features as well as the attrac- 
tive appearance of this scale. Kilo grad- 
uations used for continental cooking 
recipes, 

Body: Overall 614” x 542” x 2%”, plat- 
form 314” diameter, stainless steel. 

Dial: White with black graduations, red 
and yellow graduations for cups of short- 
ening. 

Packing: Each scale in individual carton, 
12 cartons to container. Weight packed 
114 Ib, each, net 14 oz, 


Onder from your jobber 


We urge dealers to place orders imme- 
diately os there already is a big demand 
for this high value moderately priced scale 


HANSON SCALE COMPANY 
525.N. Ada St., Chicago 22, Ill. 


WHAT'S NEW 








Electric Range Models 


The Coolerator Co., Duluth, Minn.., 
has added two models to its electric 
range line. A budget model with a 
suggested retail selling price of $199.95, 
features a 16 by 16 by 20 in. oven, au- 
tomatic pre-heat and waist high broiler. 
Three seven heat surface units are 
grouped to the left plus 6% in. deep 
well cooker. One 8 in. unit provides 
a range of 131 watts to 2100; two 6% 
units from 75 watts to 1250. One-piece 
acid resisting top. Solid base panel. 
Overall dimensions are 40 by 36 in. 
plus six in. backsplasher and 25 in. 
depth. Two oven model is suggested 
to retail for $369.95. Both ovens have 
self-sealing door construction, have 
three position shelves and smokeless 
broiler pans. King size oven is 16 by 
16 by 20 in.; auxiliary oven, 9 by 16 
by 20 in. Both have top mounted broil- 
ing units and concealed oven vents. 
Telechron automatic control with four- 
way switch controls timing for King- 
size oven, auxiliary oven, Well-E-Vator 
and appliance outlet. 


‘Air Shotgun’ 


Challenger Arms Corp., Glendale, 
Cal., is making an “Air Shotgun” said 
to be powerful enough for small game 
hunting, yet safe enough for city use. 
Its accuracy and power is reported to 
make it ideal for target skeet prac- 
tice. Single shot, breech loading, au- 
tomatic ejector, full choke, semi-safety, 
steel barrel, gun blue finish, demount- 
able hardwood stock, powerful six to 
eight easy pumps, are among its fea- 
tures. Said to pattern perfectly. Re- 
placeable sealed valve chamber. Re- 
placement of parts easily made by 
owner. Weighs 4% lbs. Individually 
packed, six per shipping carton. Am- 
munition, special .28 cal. shells, box 
25, retails for 49 cents, six boxes per 
container. 


PLUMBERS’ TOOLS 
SCREW DRIVERS 


STAR DRILLS 


Daico FORGED TOOLS 


PUNCHES BRICKLAYERS’ TOOLS 
ARCH PUNCHES 
ROCKFORD, ILLINOIS, U.S. A. 


DAMASCUS STEEL PRODUCTS CORPORATION e 


COLD CHISELS 
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use Duros ONE-TWO 


PLAN” 


and MULTIPLY tool profits... 


WI... buy tools where they can get what they want. (1) Therefore 
Duro’s top-profit dealers offer the Complete Duro line. (2) Sales- 
wise dealers also know that a tool well displayed is nine-tenths sold; 

they put the handsome Duro Display Boards to work creating fast 


turnover on the most-wanted Duro items. 


Full line, and display boards — they're The ‘One-Two Plan,”’ 
the profit formula that Works, as Duro’s top-profit dealers 
know! Why not discuss multiplied tool profit with your 


Duro Distributor? He has helped others to get it, he 
can help you. DURO METAL PRODUCTS CoO., 


2649 North Kildare Avenue, Chicago 339, Illinois. i 
pe ~~ 
Start by Writing for the Big Free Duro Catalog of Sales Opportunities ~~. 


DURO-CHROME TOOLS 


GARDINER 


BRAND 





hat MELTS FASTER, BONDS 
d Gardiner brand solder. Stock itand 
in attractively colored packages; all 

Acid Core, Solid Wire, Rosin Core. 


Customers demand the soldert 
TIGHTER... Federate 
you'll sell it. Comes 


sizes, compositions. 


SERED 
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te “ 
You'll Sell Sets as well as Single 
* Tools Under the “One-Two Plan” 


Duro always has featured planned sales 
—Matched sets and complete tool sets 
Shown is 34-piece Duro-Chrome Socket 
Set. Has ‘HOT BROACHED” Sockets, for 
accuracy, and for 25 per cent extra 
strength. 





» “PLASTIGLUU” 


THE NEW PROFIT PACE SETTER! 


The Super-Tough 
Plastic Coated 
and Impregnated 
All-Purpose Low 
Cost Glove That 
WEARS LIKE IRON! 


IN MEN’S AND 

LADIES’ STYLES 
Knit Wrist, 
Safety Cuff 
and Gauntlet 











Here are the features that make 
“Plastigluv” sell — Tough and 
durable; Waterproof; Abrasion 
resistant; Acid, alkali, heat and 
flame resistant; Impervious to 
most oils; Non-slip finish; Hig 
electrical insulation qualities; 
Far longer lasting—no exposed 
seams; Curved to fit the hand 
for smooth palm grasp; Soft cot- 
ton fabric base; Easily washed— 


FACTORIES IN RACINE, WISCONSIN AND KEWANEE, ILLINOIS 


dirt can’t penetrate to hand; 
Complete flexibility makes it 
serviceable for any job. 


Ideal for all industry, and for the 
dirtiest, grimiest tasks inside and 
outside the home—protects the 
hands and keeps them clean, 


For full details write your job- 
ber today, or direct to Belle 
City Glove Company. 





/ 112 EAST CHESTNUT ST. ¢ CHICAGO 11, ILLINOIS 











DUAL PURPOSE BINS 
ASSURE RAPID TURNOVER 


Storage and Display Facilities 
Combine in Revolvo to Save 
Space, Increase Sales 


Up to 5 tons of binable stock—nails, 
bolts, pipe fittings, rivets, washers and 
similar material, can be stored and dis- 
played in Revolvo rotary units. Each 
tray revolves easily to make instantly 
available the contents of from 12 to 50 
separate compartments. 


Handling costs are reduced as 200 lbs. 
of stock can be placed in each compart- 
ment. Countless steps of the salesman 
are saved and your stock is in full view 
of your customers. 


Revolvo Bins are particularly efficient 
in corner locations as each item has an 
aisle position when needed. They are 
easily installed, quickly moved, no bolts 
or braces are required. 


The Revolvo illustrated, No. 500-A, is 
58 inches in diameter, 66 inches high, 5 
trays of 10 compartments. Cost is only 
$138.05 f.o.b. factory, Wellston, Ohio. 
Spring balance hanging scales are sup- 
plied at slight additional cost. 


Write, wire or phone to the Frick- 
GALLAGHER Mee. Co., 419 Shubert Build- 
ing, Philadelphia 2, Pa., for illustrated 
catalog 103-A which contains complete 
information. 


FRICK - 
GALLAGHER} 


1395-3 fe), Ae) ite} 
SHELVING + PARTS BINS + ROTABINS 
COUNTERS + RACKS + TABLES 
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WHAT'S NEW 








‘Magic-Clerk’ 
Wrench Display 


“Magic-Clerk” EBC 66 display fea- 
tures a line of Billings alloy steel 
wrenches under the name “Life-Time.” 
Enameled in royal blue, this unit fea- 
tures magnetic holding devices. Three 
styles of the wrenches, 23 Engineers’, 
six sizes, 12 openings; 24 combina- 
tion, six sizes, six openings; 19 box 
45 deg. angle, five sizes; 10 openings; 
66 wrenches in all are furnished with 
display. One each of the 17 sizes is 
displayed on the face of the display; 
the remainder of the stock within easy 
reach in the partitioned pocket behind 
the display. Wrenches are drop forged 
from selected alloy steel; openings 
claimed to be clean and accurately ma- 
chined; handles are slim and_ have 


LIFE-TIME BILuNGS WRENCHES 





rounded edges; heads polished. They 
are finished with an overall chrome 
plate. The Billings & Spencer Co., 
Hartford 1, Conn. 


Spacing Rule 
For Brick Masons 
Goldblatt Tool Co., Kansas City, Mo., 


is producing a spacing rule for brick 
masons which are graduated and identi- 
fied one in. through 72 in. on both out- 
side edges with each in. divided into 
16ths and with one-half, one-fourth and 
one-eighth of an in. clearly identified. 
Inside of the rule is graduated and 
identified to show brick and course 
spacing for 10 sizes and styles of con- 
ventional brick and tile. The rule has 
sections of aircraft aluminum alloy. 
Patented spring-tempered bronze hinges 
provide positive lock action and brass 
rivet-through construction _ prevents 
warping, stretching or shrinking, says 
maker. Rule has a flexible chemically 
bonded white background finish on 
which black legible figures and gradu- 
ations stand out. Numerals and grad- 
uations are incased in baked transpar- 


ent coating which is resistant to acid, 
perspiration, humidity, grease, oils and 
stains, says maker. Rule is availabl: 
to cover brick and course spacing for 
modular brick and tile Model 6-302. 


Portable Dishwasher 


“Matic-Maid” portable electric dish 
washer is available bearing the ap 
proved label of the Underwriters Lab- 
oratories. It is not dependent upon 


a 





water pressure to do its work. Will 
operate equally well in a farm kitchen 
without running water, and if need be, 
in a living or dining room, without 
plumbing connections. Machine comes 
complete; ready to use. Applied Prod 
ucts, Inc., 342 N. LaBrea Ave., Los An- 


geles 36, Cal. 


Silver Star Blade 


Silver Star Division, American Safety 
Razor Corp., 315 Jay St., Brooklyn, 
N. Y., offers the Silver Star, a double- 
edge razor blade made of a new metal, 
Duridium. It is promoted as_ the 
“razor blade your face can’t feel.” 
Sell at five for 25 cents. Ten packages 
of five blades each are available to re 
tailers at $1.75 per card. Package 
is distinctive in design and colored in 
ultramarine, peacock blue, silver and 
white. Blade package is in silver, blue 
lettering with a white star. In order 
to assure the mass delivery of the 
blades to over 150,000 retail counters 








the air freight facilities of American 
Airlines and other major airlines were 


used to conduct the largest single air- 


cargo shipment in aviation’s history. 
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Amerock Furniture 
Trimmings 

American Cabinet Hardware Corp., | 
116 S. Main St., Rockford, Ill., offers | 
to dealers a complete line of furniture 


trimmings. A mahogany finish dis- | 





play, illustrated, plus a small “sampler” 
stock consisting of five pieces each of 
the nine different patterns shown on 
the board is suggested to retail for 
$16.20, which price includes rest of the 
stock. Retail value of individual pieces 
range from 20 to 40 cents and all are | 
individually envelope-packed complete 
with screws for applying. Adaptable to 
both old and new furniture, the line 
includes traditional patterns in Antique | 
English finish and Modern patterns in 
Satin dull brass finish. 


| 
| 
| 
| 
| 
| 


Outdoor Post Lighting 
With Sign Combines 


Howard A. Daum Co., 666 Washing- 
ton Rd., Pittsburgh 16, Pa., offers a 
line of all copper lanterns and all alu- | 
minum posts, complete with ladder | 
rests, side arm lantern mounts and 
signs to choose from, in harmony with 
colonial architecture. Old Boston 
styles with a choice of green, yellow 
or white glass tops; Old Frisco and E]- | 
Rancho styles. for ranch house type 








home. All aluminum construction, sec- 
tion design, easily installed, shipping 
in small carton. Suggested to retail 
for from $50 to $64.50. 
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WHEN YOU ORDER 


SHACKLES 


... be sure you get Wilcox- 
Crittenden Drop Forged 
Steel Shackles, available in 
a variety of styles as shown 

Hot Dip Galvanized or 
Self-Colored—in sizes from 
3/16” to 2”. Of course, 
they’re weldless, and 
strengths are in accordance 
with Navy Specifications. 
Then, there’s also the W-4 
Line of Heavy and Shelf 
Hardware which includes 
Drop Forged Bronze Shack- 
les, Drop Forged Turn- 
buckles, Chain Connecting 
Links, Eye or Ring Bolts, 
Wire Rope Sockets, Thim- 
bles, Hooks, Blocks and 
Pulleys. Our new 1949 Cata- 
log “G” will be mailed free 





on request. 





WILCOX, CRITTENDEN & CO., INC. 


“4 CENTURY OF DEPENDABILITY” 


77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 
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ALLIGATOR 


ECONOMY 






PACKAGES 


IN A) tad 


CARTONS 


Avoids the breaking 
of standard boxes to 
supply small user. 
Each package is a complete unit 
containing one set of lacing, hinge 
and gauge pins for 12” of belting 
width. 
Five sizes—Nos. 15, 20, 25, 27, 35— 
Ten Economy Packages of a single 
size in each carton. 
“Just A Hammer To Apply It.” 

Order From Your Jobber. 

Ask for Bulletin A-60. 










FLEXIBLE STEEL LACING COMPANY, 4616 Lexington Street, Chicago 44, Illinois 


ALLIGATOR BELT LACING 


(17 








TIE IN WITH Gozg 
Perfection WINNERS! 


Both are 


PROFITABLE 
REPEATERS 


1. Perfection DUBL-CHEM-FACED 


(Trade Mark) 


MILK FILTER DISCS 
a a ” 





2. Perfection SANIT-AIDS 


(Trade Mark) 


Ideal sanitary cleaners for washing milk pails, 
strainers, separators, milking machines, etc. 
also washing cows’ udders. (Pat. No. 2112963) 


NATIONALLY 
ADVERTISED 


More than 16 mil- 
lion ads this year 
to dairymen... 
your customers! 
Stock up and 
Display them NOW! 












ASK YOUR SUPPLIER for Perfection 

DUBL-CHEM-FACED FILTER DISCS 

and the new Perfection SANIT-AIDS 
- -- modern sanitary cleaners 


SCHWARTZ mec. co., two Rivers, Wis. 
AMERICA’S FOREMOST MANUFACTURER OF 
SANITARY FILTERING AIDS FOR DAIRYMEN 
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WHAT'S NEW 








Westinghouse Table 
Television Set 


Westinghouse Home Radio Division, 
Sunbury, Pa., offers a table model tele- 
vision receiver featuring a 52 sq. in. 
picture in a modern mahogany cabinet, 
suggested to retail for $269.95. Incorpo- 
rates such features as an automatic gain 
control which is claimed to assure a 
clear, steady picture, an‘automatic gain 
control which minimizes brightness and 
contrast control adjustment when 
switching from channel to channel, and 
a coaxial tuning control for precision 
tuning of sound and picture. Service 
controls are concealed behind a re- 
movable panel at the front of the cabi- 
net. Receiver has 21 tubes plus three 
rectifier tubes and picture tube. Cabi- 
net is styled to blend with modern or 
period furniture. 





Comfort's Paint 
Brush Holder 


The Comfort Paint Brush Holder 
Co., Nahant, Mass., offers a container 
for paint brushes which holds six, 1 to 
4 in. widths. Fits any standard gal. can 
and maker claims the bristles stay 
straight. Cover protects against evap- 





oration. Packaged in red, blue and 
white box. Counter display cards are 
provided. 


‘Air-Tite' Window Stays 


“Air-Tite” window stays are said to 
apply evenly distributed pressure onto 
both upper and lower sash towards the 
parting bead. Thus weather infiltra- 
tion and slackness between sash and 
parting bead is eliminated and windows 
remain at any height without cords. 
Plunger of each stay expands and con- 
tracts against 18 lbs. of spring action. 
This automatically adjusts to wood 


swelling or shrinkage. Makers claim 
windows will not rattle. Reported to 
permit ease in raising and lowering 
windows. One size may be fitted to 
any standard window. Frames for win- 
dows equipped with the units can be 
caulked with insulating wool readily. 
Window Stay Co., Chicopee, Mass. 





Salesmaker Deluxe 


A miniature showcase is being in- 
troduced by the Slaymaker Lock Co., 
Inc., Lancaster, Pa. It displays four 





solid cast brass padlocks. There are 
also four cartons of individually pack- 
aged padlocks that complete the dis- 
play. 


Fresh Water Assortment 


Allan Mfg. Co., 22-78 Steinway St., 
Long Island City 5, N. Y., offers a fresh 
water assortment No. 1 in a vastly im- 
proved display package. Has large cel- 
lophane window for greater display 
of Allan guides and tip tops in their 
varying sizes. Also offers complete pro- 
tection of merchandise from dust and 
dirt. Assortment contains six chrome 
plated stainless steel guides, sizes 
CSG—6, 7, 8, 9 and three chrome 





plated stainless steel tip tops, sizes 


Suggested to retail 


CST—5, 6, 7, 8. 
for $10.50. 
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Home Ventilator Display 
Unit and Mirror 


Electric Appliance Division, West- 
inghouse Electric Corp., E. Springfield, 
Mass., offers a permanent wall section 
plywood display unit on which the 
10PHV “Poweraire” home ventilator is 
mounted. Selling messages on front 
and back of display point out features 
of product. 


Admiral Plastic TV Console 


Admiral Corp., 3800 W. Cortland, 
Chicago, Ill., announces a full length 
24 tube Bakelite phenolic plastic con- 
sole with a 10 in. picture screen sug- 
gested to retail for $249.95. Cabinet of 
the set, which weighs 35 lb., is said 
to be the largest single piece of plas- 
tic molded commercially. Screen of set 
is a full 61 sq. in. 





Fresh'nd-Aire Dual 
Purpose Shipping Carton 


Fresh’nd-Aire Co., 221 N. LaSalle 
St., Chicago 1, Ill., has designed a ship- 
ping carton for the Fanette fan to 
act as a shipping container and as a 
floor and window display stand at point 
of sale. Carton. which will contain six 
Fanettes, is corrugated and over-printed 
in olive green, the color of the units. 
Unpacked and used as a display stand, 
it will support the weight of the units 





and give ample display space and point 
of sale identification for them. Midget 
size 8 in. plastic Fanette fan, measures 
10 in. in size. 
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Kere’s the P US 


that will put over that 
profitable fractional hp business 


70 million V-belt drives in homes, stores, farms, small industrial 
plants! That means plenty of replacement business — pulleys 


and belts—for you. 


With the Worthington line you have one-piece V-pulleys, 
famous QD rim-and-hub V-pulleys (easy to fit, can’t work 
loose, noiseless, trouble-free, no wobble), and Adjustable-Pitch 
.plus Worthington-Goodyear EC Cord V-belts— 
to fill the complete range of requirements. 


V-Pulleys. 








WORTHINGTON 


FRACTIONAL - HORSEPOWER 


V-PULLEYS 





also profit from 


More sales from less inven- 
tory with Worthington QD 
Jr. V-Pulleys with inter- 
changeable rims and hubs. 


Contact your local 
Worthington distributor 
and send the coupon for 
more information on the 
bigger profits with Worth- 
ington FHP Profit-Maker 
assortments. 


WORTHING 


The Good Right Wand. of Industry 





MERCHANDISING DIVISION 
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and here’s what you get 


to make easy sales 





WORTHINGTON V-PULLEYS 







Profit-Maker Display Stand 
QD Jr. Display Poster 
Window Banner 


Envelope Stuffer 


"i WORTHINGTON rain) = 
The Best ee 


V-PULLEY 






WORTHINGTON- 
GOODYEAR V-BELTS 


V-Belt Wall Racks, 


Window Banners, Decals, etc 


as sone : 


Worthington Pump and Machinery 
Corporation 

MVD Sales Division, Dept. N853 
Buffalo, N. Y. 


Please tell me how | can make higher 
profits with Worthington FHP Profit- 


~ 
l | 
i ! 
| ! 
| I 
| Maker. | 
i | 
| I 
| | 
| | 
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yee Then you'll want to know 
today’s facts about 
RAILWAY EXPRESS high- 
quality rail or air service, 
designed to meet your 
shipping needs —and why 
this complete service for 
one, all-inclusive charge 
offers the most value 


for your shipping dollar. 


Wale FOR YOUR COPY 


of booklet “Complete Service 
for A Single Charge”, please 


address: Railway Express Agency, 


~~ 


Inc., Dept. 29, 230 Park Avenue, 


New York 17, N. Y. 


NATION-WIDE RAIL-AIR SERVICE 
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WHAT’S NEW 


Handy-Pack Bolt Carton 


Buffalo Bolt Co., North Tonawanda, 
N. Y., offers a new type of bolt car- 
Feature of the carton is that it 





ton. 





is a rugged, reshippable carton sealed 
with linen tape. Dealer’s orders are 
filled simply by shipping “handy-packs” 
as is to them, Contains standard small 
lot quantities of bolts—50% in. by 1 
in. machine bolts. No changes in car- 
ton sizes, quantities or the customer’s 
method of ordering. Also no changes 
in case sizes or quantities. 





‘Swaggerette’ 
Glove Display 
Edmont Mfg. Co., Coshocton, Ohio, 


offers a display which exhibits sample | 


of Swaggerette house and garden 
gloves with red Neox coating 
combines synthetic rubber and 
tic. Turned up cuff shows fabric lining | 
which is said to make snag 
proof and easy to slip on and off. Dis- 
play may be used alone or mounted on 
boxed gloves in a variety to fit space. | 


gloves 


Re-Package 
'Nu-Glaze’ Compound 





Vacklanburg-Duncan Co., Oklahoma 
City, Okla., has designed a new pack- 
age for its “Nu-Glaze” glazing com- 
pound. The package is styled in the 
black and yellow colors of the com- 
pany’s trademark. This product is ap- 
plied like putty and is said to neither 
harden, crack or peel. Available in 
one-half pt. cans to 880 Ib. drums. 








FINEST hand mower 
Blair ever made. The 
seventy years of 
experience behind 
every Blair mower 
is reflected in the 
satisfaction they 
guarantee your 
customers. 


The 
Pilgrim 


LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 





which | 


plas- | 





It takes years of actual service on 
the job to create a popular buying 
trend for builders’ hardware. Smooth, 
friction-free service, year after year, 
has proved that NATIONAL Hard- 
ware possesses exceptional "built-in’’ 
stamina. 


The modern designs incorporated in 
this extensive line meet the require- 
ments of both present-day construc- 
tion and those of tomorrow. 


Attractive, protective finishes and 
neat packaging are further aids in 
building profitable repeat sales with 
National Hardware. 


NATIONAL 


MANUFACTURING COMPANY 


Sterling * Illinois 
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H The New Model C-12 Delco J 


Wellmaster Shallow Well Pump! 


Dollar for dollar, feature tor teature—the New C-12 
offers more pump for the money—which means 
greater value for your customers and more profits for 
you ! Look at the many outstanding quality features — 
large eccentric drive . . . 3-piece stuffing box .. . large 
valves and water passages . . . V-belt drive . . . built-in 
pressure relief valve . . . 12-gallon welded steel pres- 
sure tank, galvanized inside and out . . . automatic 
air volume control . . . automatic pressure switch . . . 
and the revolutionary 4 HP Delco “‘Rigidframe’’ 


capacitor-type motor ! 


GREATER PROFITS WITH DELCO PUMPS — Built and Backed by General Motors! 


With the addition of the Model C-12, Delco Water Systems 
dealers can offer a complete line of pumps—deep well, 
shallow-well and jet—to meet their customers’ every re- 
quirement. Now a Delco Water Systems franchise becomes 
even more valuable—now your profits can be greater 
than ever before, because: 


1. You'll be selling products that carry a name your 
prospects know and trust General Motors Delco 


Water Systems. 


2. You'll have Delco Wellmaster Shallow-well, Deep- 
well and Jet Water Systems that will meet the exacting 


Your Keys to Greater Profits 

















Poe 


nie 


requirements of your value-conscious Customers. 


3. You'll be backed by a manufacturer whose research 
and engineering facilities will keep the products you're 
selling out in front. 


4. You'll have a sales promotion program that really 
works—aggressive advertising and alert merchandising- 
helps geared to meet your needs. 


Why not investigate now? For more information about 
your profit opportunities in selling the full line of Delco 
Wellmaster Pumps, write to Delco Appliance Division, 
Dept. HA-6, General Motors Corp., Rochester 1, N. Y 











Delco Wellmaster 


Delco Wellmaster Delco Wellmaster 


Shallow Well Pumps Deep Well Pumps Jet Pumps 





‘Also manufacturers of automatic Delco-Heat for homes * Fractional Horsepower Electric Motors ¢ Electric Automatic Clocks | 
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Streamlined for Sales 
Packaged for Profits 








































CABINET 
PULL Each ttem 
—— Individually Packaged 


—— in Colorful Envelopes 
Complete with crews 










FOR FASTER TURNOVER 
BIGGER PROFITS 


UNIVERSAL 


1S THE BEST 
LINE TO HANDLE 


From the new Mobl-Spra “Most asked for" of all 
compressed air sprayers to the smallest hand 
operated models, the extra quality features of 
Universal Sprayers make them first choice of 
users everywhere. This consumer preference for 
finer construction and better performance com- 
bined with the higher profits of a full 


50% beater MARK-UP 


makes Universal 
the best line to 
handle — by 
LONG odds! 



















- UNIVERSAL METAL PRODUCTS CO. 
SARANAC 3 MICHIGAN 


% 









HARDWARE AGE, JUNE 


WHAT’S NEW 


Dormeyer Mixer 
With Three Speeds 


Dormeyer Corp., Chicago, IIL, offers 
a portable mixer with three speeds, 
said to be suitable for all sorts of mix- 
ing chores. “Dormey” has _ recipe- 
tested speeds and is equipped with a 
special wall bracket that makes it easy 
to store in a small kitchen. Suggested 
to retail at $16.95 Denver and West 
$17.45. Operates on AC and DC. Car. 
ries a year’s guarantee and the ap- 
proval of Underwriters’ Laboratories, 
Inc. Packaged in a brightly colored 
display carton which graphically tells 
the story of “every pot and pan a mix- 
ing bowl.” 


‘Slim-Jim' 
Utility Cabinets 


Standard Steel Equipment Co., Inc., 
117-20 14th Rd., College Point, L. L, 
N. Y., offers “Slim-Jim” utility cabinets 
of heavy gage steel. Available in ward- 
robe style No. 24”A and storage style 
No. 34 ST they are each 72 in. high, 24 
in. wide and 18 in. deep. Laid end 
to end, four shelves and raised bottom 
measure 10 ft. Ideal wherever space 
is at a premium. Suitable for linen 
closet. Shelves are adjustable on 2 in. 
centers. Both styles are easily inter- 
changeable and have a single door, 
chromium plated handle three point 
locking device and a built-in Yale lock 
and two keys. Finish is heavy duty 
olive green enamel, baked on. Extra 
shelves are available. 


They Rent Them— 
Then Sell Them 


(Continued from page 96) 








wants an opportunity to demon- 
strate paint sprayers, saws and 
other items to prospects, but or- 
dinarily doesn’t have the oppor- 
tunity,” says Mr. Yilk. “Through 
the rental idea he can do just that 
and also make money on the rent- 
als as well. Not only that, but 
while the rental customer is using 
the tool, he is often watched by 
interested neighbors who may later 
become rental customers or actual- 
ly purchase the tools outright.” 
Mr. Yilk does not require a 
deposit on his rental equipment. 
but he does require good identifi- 
cation. He has lived in Hastings 
(population 15,155) for more 
than 15 years and says that he 
knows everyone pretty well. 
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@ Well Balanced 
@ Rolls Easily 
@ Rubber Tired 


All four units quickly and 
easily interchanged 


They Just Hook on! 













































Our GRILL io Makes outdoor serving a pleasure . . _ Mg eg EE see Hose care no longer a chore 
uses charcoal . . lights easily . . light tray . . rolls anywhere. Balanced for effortless liftin — reels quickly, transports 
adds delight to outdoor living. . easily filled and emptied. easily, and stores readily. 


GRAND AVENUE Dealer Pri 
. ATJENNINGS ST . 


SIOUX CITY 7.1A. $17.75 


URSELF SOME PROFIT! 


WITH THE LITTLE 


, WONDER ELECTRIC 


HEDGE TRIMMER 






















































The only paint spray that gives you 
1 HORSEPOWER PERFORMANCE 
AT 5 b en COST 












DOES HOURS 
WORK IN MINUTES 


A sturdy hedge cutter, not a toy. 


Binks new DP 13* portable spray painting unit is priced to sell! 
There’s no paint spray to compare with it. It's built to exceed all 
present standards for this type of equipment. The % h.p. direct-drive 
piston-type compressor, operating at motor speed, actually produces 
| h.p. spraying performance for only 4 h.p. cost. There are no mov- 
ing parts exposed. It won't “creep” when operating. The handle, 
which is also the air intake and air filter, is always cool. Produces 
smooth, pulseless flow of air, at 40 pounds pressure in more than} 
ample volume for the operation of standard Binks spray guns and | 
equipment. Weighs 47 pounds . . . can be taken anywhere, used | 
anywhere. | 

Backed by a national advertising campaign, dealer sales helps | 
and displays. Profit from being the first Binks dealer in your locality 
to offer this new unit... it's worth money to you. 











Cuts across or down complete 
hedge at one stroke. Carries a 
1 year guarantee. 





MADE IN THREE SIZES 


Model 27—27 inch cutting surface. 
Improved, sturdy, lighter 


weight, streamlined... . $69.50 


Also 36 inch and 60 inch cutting 
sizes. 


*Direct-drive Piston 


Send today for complete information on 


Binks DP 3 Unit . . . ask about Binks special dealership plan. Write for dealer information today 













SCHILLER- PFEIFFER MACHINE WORKS 


2128 EAST YORK STREET @ PHILADELPHIA 25, PA. 





MANUFACTURING COMPANY 


















Dept. DP6, 3114 Carroll Ave., Chicago 12, Ill. 
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| der M-43, the basic tin control 


MERCHANTS PROTEST BILL TO KILL isc ‘S's! 
MILLER-TYDINGS FAIR TRADE LAW 


SEVENTY PER CENT FAVOR RETENTION 


Seven out of every 10 members of National Federa- 
tion of Independent Business, Inc., sign ballots de- 


manding that H.R. 4003, a bill to kill such laws, be 


turned down. 


Also protest proposals to increase 


business mail rates, at this time and seek easing of 
tax burden on small corporations. 


Seven out of every 10 of its 
members last month called on 
their Congressmen to hold the 
line on the Miller-Tydings Fair 
Trade Law, according to an an- 
nouncement by George J. Burger, 
vice president, National Federa- 
tion of Independent Business, 
Inc., 714 Bond Bldg., Washing- 
ton, D. C. In thousands of indi- 
vidual, signed ballots they de- 
manded that a bill! to kill these 
laws, H.R. 4003, be turned down. 
Ballots forming the basis for the 
vote have been sent directly to 
members’ Congressmen by Fed- 
eration District Chairmen from a 
majority of Congressional Dis- 
tricts over the nation. 

Here’s the summary of how 
Federation independent business 
and professional members voted 
on this bill H.R. 4003 to repeal 
the Miller-Tydings Fair Trade 
Law: 


For H.R. 4003—25%. 


Against H.R. 4003—70%. 
Not Voting- 5%. 


\ majority of the independent 
business and professional mem- 
bers of the National Federation 
of independent Business, Inc., 
have also called on their Con- 
gressmen to oppose all moves to 
raise business mail rates at this 
time, in thousands of individual 
signed ballots which sought to 
shelve H.R. 2945, which is a bill 
to raise postage rates on business 
mail, 

A summary of the Federation 
membership poll on certain tax 


1. H. R. 3761. Lower 


B.. es 


dependent Business, Inc., is a 
nationwide non-profit organiza- 
tion of independent business and 
professional people. Ballots sent 
to Congress, last month, are from 


Government controls over the 
use of tin were eased by the Com- 
merce Department on June 3. 
The changes were put into effect 
by amending allocation orders 
M-43 and M-81. 

However, the Federal Govern- 
ment’s stockpiling program is not 
affected by the new relaxation of 
the controls, the 
stated. 

Order M-81, which sets speci- 
fications for tinplate used in the 
manufacture of cans, now permits 
use of .25 lb. tinplate or special 
coated manufacturing terneplate 
for packaging any product. The 
revised order also permits use of 
50 lb. tinplate in the production 
of (1) all hand-soldered cans, 
(2) drawn necks and_ nozzles, 
(3) soldered parts of all 5-gallon 
square cans, 

Also, the broader use of .25 Ib. 





bills is shown in the tabulation 
above: 
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tinplate now permitted is of par- 


| ticular benefit to small can manu- 


department 


The National Federation of In- | 


taxes on small 
business corporations. ........... 
R. 3272. Partially exempt divi- 
dend payments from taxation .... 
3. H.R. 3051. Reduce withholding tax 
rate to 10% of income ........... 


For Against No Vote 
83% 14% 3% 
81% 14% 5% 
62% 32% 6% 


the latest of the Federation’s reg- 
ular soundings of business and 
professional sentiment on nation- 
al legislative issues of prominence 
and vital interest to the business 
and professional people. 


Amend Allocations Orders M-43, M-81 


To Ease Government Controls on Use of Tin 


| facturers engaged—for most part 

| in production of general line 

| (nonfood) cans to a greater ex- 

bev than are the larger compa- 
nies, the department said. 

| Smaller producers have experi- 


}enced heavy losses from rusting 


| in their efforts to use blackplate. 


| The change will benefit packers 


previously limited to blackplate 


| cans, it was pointed out. 





The use of .50 Ib. tinplate in 
the items listed also will help the 
small manufacturer who does 
much hand soldering, and will 
serve to speed up production on 
even the most modern machinery. 

Another change in M-81 per- 
mits the Army and Navy and the 
Department of Agriculture to 
purchase and use cans of any 
specifications for their food prod- 


| ucts, many of which are shipped 


to areas where climatic conditions 
are hard on tinplate and storage 
facilities are inadequate. 


The changes in allocation or- | 
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». special coated manufacturers 


ternes; relatively free use of ex- 


cessive accumulations of low- 
grade tin-bearing secondaries: 


wider use of pig and secondary 
tin in collapsible tubes; increases 
in use of tinned wire, electric tin 
tubings and fittings, and further 
relaxation in use of chemicals 
derived from low-grade secondary 
sources, 

Tin content in solders for gen- 
eral use is increased. The tin con- 
tent limit in copper base alloys 
for use in memorials is raised to 
6 per cent, from 3.5 per cent, and 
for general use to 10 per cent, 
from 6 per cent. This last speci- 
fication revision was made to re- 
lieve manufacturers of accumula- 
tions of secondary copper base 
alloys containing tin. 


G. W. LUKER ELECTED 
TO FONES BROS. HDWE. 
BOARD OF DIRECTORS 


George W. Luker has recently 
been appointed merchandise 
manager of the hardware depart- 
ment for Fones Bros. Hardware 
Co., Second & Rock Sts., Little 
Rock, Ark., wholesalers. He was 
elected a director of the 
company. He has been with the 
company for the past 16 years 
the purchasing depart- 
1936. As merchan- 
dise manager he will head the 
purchasing department hardware 
division. He served in the AAF 
in World War II, and was dis- 


charged with the rank of major. 


also 


and in 


ment since 


SANSON & ROWLAND 
NAMES R. W. GOODBY 
SALES MANAGER 


Sanson & Rowland, Inc., 505 
Commerce St., Philadelphia 6, 
Pa., has recently announced the 
appointment of Richard W. Good- 
by as sales manager of the com- 


pany. After graduating from 
Brown University, Mr. Goodby 
entered sales activities in New 





| moted 


England and he successfully pro- 


sales organization and 


management. 
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Senate Approves 
Basing Point Plan 


O'Mahoney measure adopted by unanimous voice 
vote in Senate permits freight absorption. Delivered 
prices can be quoted if producers are “‘acting inde- 


pendently.” 


A bill to permit manufactur- | 
ers to absorb freight rates and 
quote delivered prices if they 
ire “acting independently” was 
put through the Senate by a 
unanimous voice vote. 

Sponsored by Senator Joseph | 
C. O'Mahoney, Democrat, Wyo., | 
the bill was substituted for a 
moratorium bill introduced by | 
Senator Francis J. Myers, Demo- | 
crat, Pennsylvania. The mora-| 
torium bill would have halted | 
for one year all Government 
prosecutions for use of the bas- 
ing point system of pricing. 

Senator O'Mahoney speaking | 
in support of his bill, a com-| 
promise bill in many respects, 
said that “when the law of Con- 
gress is so ambiguous that the 
Supreme Court divides four to 
four, as in the rigid steel con- 
duit case, it is clear to me that 
someone has to straighten it out.” 

Under his bill, the mere sale 
at delivered prices or freight ab- 
sorption would not of itself vio- 
late anti-trust laws. He contend- 
ed that it has been his object to 
state this in such plain language 
that it would not “provide a 


loophole for monopolistic prac- 
” 





tices. 

The Senator’s measure which 
would amend the Federal Trade 
Commission Act, provides that 
the word “price” shall have the 
same meaning “which it has un- 
der the commercial law applica- 
ble to the transaction.” The term 
is interpreted 
to mean “a price at which a 
seller makes or offers to make 
delivery of a commodity to a 
buyer at any delivery point other 


“delivered price” 


than the seller’s own place of 
business,” 

The bill further provides that 
the term “absorb freight” shall 
mean “to establish for any com- 
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munity at any delivery point a 
delivered price, which although 
as high or higher than the sell- 
er’s price for the same commod- 
ity at the point from which it is 
shipped is lower than the sum 
of the seller’s price for such com- 
modity at the point of shipment 
plus the actual cost to the seller 
for transportation.” 


J. H. GRAHAM RETIRES 
FROM COLEMAN CO. 
BOARD MEMBERS ELECTED 


At the annual meeting of stock- 
holders which preceded the board 
meeting, W. C. Coleman, presi- 
dent, The Coleman Co., Ine., 
Wichita, Kan., accepted the 
resignation of John H. Graham, 


Coleman board member. Mr. 
Graham has retired after 38 
years as an executive of the 


company. He was the company’s 
first sales and advertising man- 
ager and was 
founding Coleman branches in 
Los Angeles and Honolulu. He 


| was general manager of the com- 





JOHN H. GRAHAM 


1949 


pany from 1938 to 1940 and a 
vice president until his resigna- 
| tion. 

Boyd W. Tullis, chief design 
engineer of the small appliance 
elected to the va- 
Mr. Graham's 
Tullis 


division 
created by 


Mr. 


was 
cancy 
resignation. joined 
in 1917. He was manager of the 
Coleman factory in Toronto, 
Canada, from 1920 to 1926 and 
since that been chief 
design engineer. 

All other members of the board 
were elected to one year terms. 
They are: W. C. Coleman, chair 
man: Sheldon Coleman, Clarence 
Eisenhower. 


time has 


Coleman, A. B. 








instrumental in 


TULLIS 


B. W. 


| George M. Tilford, Hiram W. 
Strong, Ralph W. Carney, 
Minard, Andrew F. Schoeppel, 
A. D. Olds, Charles R. Conn, 

| C. B. Kuhn, Carl L. Burrows and 

| Walter J. Weldon. 
MULLINS KITCHENS 
NAME THREE REGIONS 


SALES MANAGERS 


Harry A. Howell, Youngstown 
| Kitchen’s regional sales manager 
lin Birmingham, New Orleans. 
| Memphis and Nashville 
April, 1948, has been assigned to 
| New York, Philadelphia and 
| Harrisburg territory. Before join- 
| ing Mullins Mfg. Co., Warren. 
| Ohio, Mr. Howell headed the 
| kitchen department of MeGre- 
| gors. Inc., Memphis distributor. 


since 


the company as a test engineer ' 





| and 








HARRY A. HOWELL 


Dan R. Boehm, Jr.. who has 
been assistant to the Washington 
area manager, assumes the duties 
of regional sales manager in Bal- 
timore, Washington, Hagerstown, 
Richmond and Norfolk. 


regional 


Appointed as sales 
manager to replace Mr. Howell 
is Robert J. Whitlock, formerly 
assistant manager of sales train- 
ing at factory headquarters. He 
Mullins in the markets 
distribution departments 
after his discharge as a captain 
from the Air Transport Com- 
mand in 1945, 

. Howard Schryver 
assistant to Harry A. 
training, 
has 


joined 


was named 
Armbright, 
manager of sales and 


Quintan LeMonte heen as- 


H. H | signed to the department. 





WHITLOCK 


ROBERT J. 
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E. A. Neal Wins Eastern Hdwe. Golf Tourney; 


ElectLeonA.Paine,Bigelow&Dowse,President 


The 13th annual golf tourna- 
ment of the Eastern Hardware 
Golf Association was held at 





EDMOND A. NEAL 


Shawnee Couniry Club, Shaw- 
nee-on-Delaware, Pa., May 18, 
19 and 20. There were 150 mem- 
bers in attendance during the 
3-day tournament. Rain on the 
last day caused the cancellation 
of play in the first and second 
flights. They were postponed 
until Wednesday, May 25, when 
the contestants, J. W. Eigo, A. 
N. Nelson, Inc., Brooklyn, N. Y.; 
F. A. Neal, Nicholson File Co., 
in the first flight and William 
Conde, W. W. Conde Hdwe. Co., 
Watertown, N. Y., and R. W. 
Mueller, Minnesota Mining & 
Mfg. Co., in the second flight, 
completed their matches at 
Scarsdale Country Club in Harts- 
dale, N. Y. 

Winners and runners-up of all 
flights were as follows: Ist 
flight, Edmond A. Neal, winner; 
J. W.  Eigo, runner-up; 2nd 
flight, R. W. Mueller, winner; 
Wm. Conde, runner-up; 3rd 
flight, J. Roy Snape, Frank W. 
Winne & Son, Phila., winner; 
M. G. Kimball, Barker, Rose & 
Kimball, Inc., Flmira, N. Y.. 
runner-up; 4th flight. Douglas 
W. Franck, Safe Padlock & 
Hdwe. Co., Lancaster, Pa., win- 
ner; Miles T. Hutchinson, Rob- 
erts Hdwe. Co., Utica, N. Y., 
runner-up: 5th flight, J. H. Har- 
greaves, Minnesota Mining & 
Mfg. Co., winner: C. D. Merritt, 
Reed Mfg. Co., Westfield, N. J.. 
runner-up 6th flight, L. E. Gil- 
liard, winner; Guy Watkins, run- 
ner-up; 7th flight, J. D. Heller, 
Heller Bros. Co. of Ohio, win- 
ner; F. J. Carr, Anderson & Ire- 
land Co., Baltimore, Md., run- 
ner-up; 8th flight, J. G. Krause, 
Geo. Krause Hdwe. Co., Leb- 


126 








anon, Pa., winner; Harry E. Kel- 
man, The Phillips Hdwe. Co., 
Cambridge, Md., runner-up; 9th 
flight, Wm. G. Stelz, Jr., Supplee 
Biddle Co., Philadelphia, Pa., 
winner; Lloyd C. Smith, Heller 
Bros. Co. of Ohio, runner-up; 
10th flight, A. P. Henricks, A. 
P. Henricks Co., New York, 
winner; R. G. Edwards, The 
Stanley Works, New Britain, 
Conn., runner-up; llth flight, 
L. V. Rowlands, Harpware 
Ace, New York, winner; Gor- 
don Farr, Decatur Hopkins Co., 
Boston, Mass., runner-up; 12th 
flight, George C. Stricker, Slay- 
maker Lock Co., Lancaster, 
Pa., winner; R. O. Recknagel, 
Corbin Screw Co., Narberth, Pa., 
cunner-up; 13th flight, Earl G. 
Grenver, John E. Larrabee Co., 
\msterdam, N. Y., winner; A. 
C. Jones, Oliver Iron & Steel Co., 
Philadelphia, Pa., runner-up. 


The officers and_ directors 
‘lected for 1949-50 season in 
‘lude: Leon A. Paine, Bigelow 


& Dowse Co., Boston, President; 
Frank L. Campbell, Fayette R. 
Plumb, Inc., Philadelphia, 1st 
Vice-President; Miles T. Hutch- 
inson, Roberts Hdwe. Co., Utica, 
N. Y., 2nd Vice-President; H. L. 
Gilliam, Wood Shovel & Tool 
Co., New York, Secretary-Trea- 
surer; Leo C. May, May Hdwe. 
Co., Washington, D. C., was 
elected Chairman of the Board 
of Governors. 

The three-year term directors 
are: W. Blakeley Chandlee, Edw. 
K. Tryon Co., Philadelphia; 
Wm. Conde, W. W. Conde Hdwe. 
Co., Watertown, N. Y., and Keen 
Markey, Ames-Baldwin, Wyo- 
ming Co, 

The two-year term directors 
are: William M. Stout, Ameri-, 
can Hdwe. & Supply Co., Pitts- 
burgh, Pa., John WD. Stodder, 
Cyclone Fence Co., Waukegan, 





L. A. PAINE 


1l., and John S. Davey, Russell, | 


Burdsall & Ward Bolt & Nut Co., 
Port Chester, N. Y. 
| The one-year term directors 
are: J. J. Wallace, Clemson 
Bros., Inc., Middletown, N. Y.; 
C. B. Leinbach, Supplee Biddle 
Co., Philadelphia, Pa., and E. T. 
Fraim 2d, E. T. Fraim Lock Co., 
Lancaster, Pa. 
COOLERATOR HOLDS 
SERIES OF REGION 
DISTRIBUTOR MEETS 
A complete packaged selling 
program for the introduction of 
the new Coolerator F-101 family 
size freezer was presented to 
Coolerator distributors at a series 
of regional meetings early this 
month, it was announced today 
today by William C. Conley. Jr., 
Coolerator sales manager. 
Delivery of the first production 
models of the new freezer were 
made to distributor executives at 
his time. Coolerator manage- 
ment personnel in attendance at 
he meetings included Ward R. 
Schafer, vice president and gen- 
‘ral manager, William C. Conly, 
Ir., sales manager, W. A. Mac- 
Donough, advertising and sales 


promotion manager, and R. H. 
Schneberger, national training 
manager. Coolerator district 


managers for the respective re- 
tions assisted in conducting these 
meetings. 

Sales strategy for the new 10.3 
cubic foot family size freezer is 
based on “Low Cost Per Cubic 


Westinghouse 


Gwilym A. Price, president of 
Westinghouse Electric Corp., 
Pittsburgh, has announced four 
major personnel changes involv- 
ing new or substantially altered 
responsibilities. The changes 
were designed to provide more 
adequately for the firm’s greatly 
expanded post-war activities. 
They provide for a more complete 
top-management staff; separation 
of consumer product and indus- 
trial responsibilities; simplifica- 
tion of organizational structure 
and a realignment of sales re- 
sponsibilities. 

L. E. Osborne vice-president, 
primarily an operations official, 
has been assigned staff supervi- 
| sion over all manufacturing oper- 
| ations. 
James H. 





Jewell, 


recently | 
elected a vice-president, will di- | 
rect staff supervision of all sales | 








| 
| 
| 
| 
| 


and marketing on a company wide | 


| basis. 
| 
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A. SHIPMAN 


PAUL 


hus been named assistant gen: 
eral sales manager of the Gillette 
Safety Razor Co. Mr. Shipman, 
who was manager of the Detroit 
district for three years, is at 
present making a tour of Gil- 
lette’s 16 district offices. 

Foot.” At $349.50, the Cool- 
erator F-101 deluxe freezer is 
being merchandised as the lowest 
priced nationally advertised 10 
cubic foot freezer in America, 
Mr. Conley said. 

A comprehensive advertising 
campaign in the national con- 
sumer media was outlined, and 
plans were made for intensive 
local tie-ins, using outdoor 
posters and newspaper space. 
A new freezer display, promotion 
and dealer training program was 
also revealed. 





Makes Four Major Executive 
Changes to Provide for Expanded Operations 


president and head of the Trans- 
former Division, Sharon, Pa., has 
been made general manager of 
industrial products. He will also 
handle the district sales forces 
which sell these products. 

John M. McKibbin, recently 
elected vice-president and a for- 
mer manager of advertising and 
sales promotion, has been ad- 
vanced to the position of general 
manager of consumer products 
with responsibility for operation 
and distribution of the appliance 
and home radio division. 

Mr. Jewell’s assignment as 
chief sales executive, was made 
in preparation for the retirement 
of B. W. Clark, vice-president. 
who has served the company 24 
years. 

Mr. Price pointed that 
Westinghouse sales volume in 10 
years has increased from $182, 
461,879 in 1938 to $970,673,847 
in 1948 and average employment 
has increased from 42,402 in 1938 


out 


John K. Hodnette, former vice- | to about 98.000 currently. 
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with a display of Remington 22 rifles. 
We’ll supply the display card that tells 
the story of this contest—a tried and 
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BEN PEARSON'S NEW ““CHEM- 
WOOD" BOATS WON'T WATERLOG 


Revolutionary New Chemical Treatment Impregnates 
Hardwood—Preserves and “Proofs” It. 


Ben Pearson Company has 
done it again. First bows and 
arrows of excellence; so good 
in quality, so moderate in 
price, they became the world’s 
largest producers of Archery 
tackle. Now, they announce 
small boats not only with ex- 
traordinary class and beauty 
of design; not only with sur- 
passing structural strength, 
but with the revolutionary 
patented ‘‘Chem”’ treatment 
for hardwood that prevents 
water absorption, foils fungus 
growths, and makes the hulls 
well-nigh puncture proof. 
They were “sneak-previewed” 
at the Atlantic City show, and 


they set the trade buzzing. 
During the two-year period of 
practical testing in the water 
as well as the laboratory, 
word has gotten round among 
sportsmen. Dealerships were 
being sought before the big, 
boat-division plant at Ben 
Pearson was tooled up for 
quantity production. Now 
they’re coming off the lines in 
considerable quantity. Carl 
Haun, President, says even 
their huge facilities will be 
taxed to capacity this year. 
He’s a believer in the old, 
sound philosophy that build- 
ing a better ‘‘mousetrap”’ 
earns rich rewards. 





THE "PORTAGER" BY BEN PEARSON — <5 5-piy, nara 


“Chem-wood.”’ 


12 and 14 ft. lengths; width 46”; depth 15”. Light enough for 


car top; tough enough for rugged service. Flat bottom stability, yet efficient, 
streamline, easy gliding in water with paddles, oars or outboard; 12 and 14 ft. 


List Prices, Only 


$119.50 and $129.75 





THE "SCOOTER" BY BEN PEARSON — ait-purpose craft; 


sturdy plywood ‘‘chem”’ treated. Low silhouette; shallow draft. Beautifully 
finished mahogany decking; forms weight-centering ‘‘well” for safety in rough 
water. Give this 14 ft. model a 10 H. P. motor and it really scoots. 


List Price, Only 


$159.50 





THE “LAKESTER" BY BEN PEARSON —14' x so” x 22”. Beau- 


tifully finished; edge-grain red cedar strip and bent-rib construction; brass 
fasteners. Rare beauty, grace and class, combined with ‘‘sea-worthiness’’ unsur- 


passed. Tops in value; but middle bracket priced. List Price, Only 


$259.00 


We can make immediate shipment — one or a car-load 


wien Peanson— 


‘onwneoere oe 


PINE BLUFF, ARKANSAS 
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DEALERS WRITE or 
WIRE! Get our illus- 
trated literature; full 
color photos of three 
models. Also prices, 
discounts, delivery 
schedules, etc. 


FRANK DEWITT NAMED 
SHOE FORM PRESIDENT 
Frank P. DeWitt who was| ® the Bill DeWitt Div. was 
appointed general manager of 
Inc., 


Shoe Form Co. 





} FRANK DEWITT 


N. Y. last January, has recently 
been made president of the com- 
pany to succeed his father, the 
late Wm. J. (Bill) DeWitt. 

He has served with the com- 
pany without interruption since 
1933, and has been active not 
only in the factory but also on 
the road. In 1933, he helped 
established the branch factory 
in Mexico. In 1934, he visited 
the manufacturing branches in 
England, O. A. Miller Co., and 
U. S. M. C. of France to intro- 
duce new methods of manufac- 
ture that had been developed by 
the parent company in Auburn. 

In the following years, he 
gathered a wide experience in 





C. T. Treadway, president 


right, examine some nine lb. 


Auburn, 


selling as certain territories were 
turned over to him. During the 


under his management and he 
negotiated contracts in connec- 
tion with Lend-Lease and War 
Production. He obtained per- 
| mission to build special ma- 
| chinery needed to make commer- 
' cial fish hooks for the Allied 
Nations in the northern hemis- 
phere to augment the food sup- 
ply. 

During this time, Mr. DeWitt 
was made assistant secretary- 
treasurer of the corporation. In 
the years since the war, Mr. De- 
Witt has been directly in charge 
of the manufacture and sale of 
fishing tackle, together with many 
management details of the firm. 


CORY SOUTHWEST DIST. 
DIRECTED BY ROEHM 
Cory Corp., 221 N. La Salle 

St., Chicago, has announced the 

opening of an additional district 

sales office. This office will su- 
pervise the sales of all Cory 
glass coffee brewers, coffee brew- 
ing equipment and Cory appli- 


ances through the states of 
| Texas, Oklahoma and New 
Mexico. 


The district operation will be 


| headed by Harry Reehm who 
| joined Cory in 1947 and who 
| was at that time active in the 
New York metropolitan area. 
Since then, Mr. Roehm has 


served as Cory territory manager 


in the Kansas City area. In 
heading the Southwest district 
sales activity of Cory, Mr. 


Roehm will make his offices and 
headquarters in Dallas. 





of the board of Horton Mfg. 
| Co., Bristol, Conn., at the left, and Graham R. Treadway, 


test line shown by William 


| Kuhnley, manager, of the Rockville, Conn., branch. The line 
was used at an all-day clinic of the Bristol officials, salesmen 
and technicians held in Terryville, Conn. The electromatic 
reel was also demonstrated. Mr. Kuhnley marked his 41st 
year with the Rockville plant on the day of the clinic. 
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E. H. MALLON REJOINS ing Co., and Frederick Haber- | e 


iLOTIeS were 














During the CHICAGO SPRING HINGE | man. Haberman Mfg. Co. 
Saget Qe E. H. Mallon has rejoined the | toch yA var’ the re 
hs Aen, Chicago Spring Hinge Co., Chi- a sc Riegge RS “agp ‘hippi 
; “ cago, IIL, to cover all of the| steel drums used as shipping 
/ and War | containers. In 1919, they devel- HURD ADVERTISING 
ninod —_ ; | oped the kerosene stove which | 
pecial ma. _ was expanded later into a full | 
ee: | line of stoves, kitchen ranges | ° e 
the an | and heaters; and in the 1930’s, | now running in the 
— Nesco developed its line of elec- | 
food sup- | tric roasters, casseroles and wall SATURDAY EVENING POST 
outlet electric ranges. Most re- 
[r. DeWitt cently a line of stainless cooking COLLIER’S e HOLIDAY 
a a utensils has been offered to the 
gag trade. The booklet includes in- - ‘ ‘ 
re Mr. De- formation on research and de- And Leading Sports Publications 
in charge velopment and on the stove, 
id sale of metalware and electrical divi- Is Creating New Demand for 
with many sions. Several illustrations of 
the firm. the company’s products are 
wi atta" “" HURD CASTER and SUPER CASTER 
| 
IEHM 
La Salle NAT’L HOUSEWARES | 
meek the an eae MFR’S ASSOCIATION | Now! 
a MOVES IN NEW OFFICES | A MODERN 
all i eastern states from Virginia The National Housewares | 
fee brew. north, according to an announce-| Manufacturers Association has Built-in Caster 
ry appli- ment by E. F. Lloyd, manager) moved its executive offices into 
tates of of eastern division sales. His| new and larger quarters in Room 
‘A Mew headquarters will be at the com-|1140 of the Merchandise Mart, 
pany’s division office and ware-| according to A. W. Buddenberg, 
» will be house, 100 Lafayette St., New | executive secretary. 
hm who York City. Prior to August,}] For many years the Associa- i 
und who 1942, he had covered the same|tion has been sharing office fr tahermen whe re 
e in the territory for Chicago Spring| space with the  Lisk-Savory Snor design ond 
i iba Hinge, but left on a leave of ab-|Corp., for whom Mr. Budden- - ore nr eanigty 
hm has sence to join the War Depart-| berg was Chicago sales repre- 7 REEL 
manager ment, Corps of Engineers pro-| sentative for 40 years until his RE YOU “= 
ves, fe curement staff, being stationed at | resignation early this year. He LOOK AT 
district New York and at Miami, Fla. was among the first tenants of - 
ry. Mr. In Sept., 1944, Mr. Mallon the Merchandise Mart when it In-BUILT REEL AND ROD COMBINATIO 
ices and joined the United States Trea-|°Pened in 1930. _ | 
sury Department Surplus Prop- He continues his post as exec | 
erty Division, which was later |Utive secretary of the National pers "See i 
roma part of the War Assets Adminis- Housewares Manufacturers Asso- hag 
tration, as Chief of Location, ciation. 
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Clearance Branch. In that capac- 

ity he supervised all operations | 
relating to spot bid sales of Gov- | 
ernment Surplus Property in War | 
\ssets Administration, District 2. | 


NESCO COMMEMORATES | 
50TH ANNIVERSARY | 


The annual report of the Na- | 
tional Enameling & Stamping | 
Co., Milwaukee, Wis., ending | 
1948 commemorates the golden | 


anniversary for the company. | 


The four separate concerns, all | 
making similar or closely related 


products, which were  consoli- | 
dated to establish Nesco, were | 
still under the control and man- 
agement of the men who founded 
them. The company’s and their 
founders are: F, A. W. Kieck- 
hefer, Kieckhefer Bros.; J. C. 
Matthai, tinsmith manufacturer; 
Frederick G. and William F. 











W. W. McMANUS 


vice-president and general 1an- 
ager of King Hardware Co., 
wholesalers, Atlanta, was re- 
cently elected president of the 
Atlanta Sales Executives’ Club, 
at the group’s annual meeting 











Niedringhaus, St. Louis Stamp- 
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MUFACTURING CO. 
Coste ei 2 2. Michigan 


Now available through your local jobber 


Pat. D145625. Other Pats. Pending. Right to make specification changes is reserved without obligation 


HURD LOCK & MANUFACTURING COMPANY 
SPORTING GOODS DIVISION 


New Center Building Detroit 2, Michigan 
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Yale & Towne Opens First Branch 


For Spare Parts, Repairs in Pittsburgh | 


About 350 industrial leaders 
from western Pennsylvania and 
bordering Ohio and West Vir- 


ginia, attended the official open- 
ing recently of Yale & Towne 
Mfg. new building con- 
structed at 5845 Centre Ave., 
to provide for the first time local, 
factory approved spare parts and 
repair services, as well as sales 
engineers, 

Another 300 industrial execu- 
tives accepted invitations to in- 
spect the new Yale spare parts 
depot, repair shop, show room 
and other facilities tomorrow. 

The importance of helping 
management to keep the “down- 
time” of its mechanized equip- 
ment at a minimum was stressed 
by Samuel W. Gibb, general sales 
manager of the Philadelphia Di- 
vision of Yale & Towne Mfg. Co. 
He said, “The tremendous pres- 
sure On management to reduce 
its break even point makes it in- 
creasingly dependent on mechan- 
ized handling equipment to move, 
store, weigh and otherwise handle 
materials in unit loads. This, in 
turn, places a serious responsibil- 
ity upon the manufacturer of ma- 
terials handling equipment to 
provide factory approved local 
spare parts and repair services as 
well as services.” 

Every important industrial re- 
gion of the United States will be 
similarly served as Pittsburgh, 
Mr. Gibb stated. He announced 
that Chicago will be next area 
where a new building will be 


Co.'s 








constructed and equipped to give 
such preventive maintenance and 
repair services. 

F. Gordon Ricker is Pittsburgh 
regional manager of The Yale & 
Towne Mfg. Co., Philadelphia Di- 
vision. A staff of 25 sales engi- 
neers, factory trained service and 
repairmen and other service per- 
sonnel occupy the 8,800 square 
feet in the new building, leased 
for a long term by Yale & Towne. 


HOME DIVISION FOR 
WESTINGHOUSE 


The appointment of H. A. 
Brewer as Northwestern district 
manager for the Westinghouse 
Home Radio Division has recent- 
ly been announced by 
Sloan, division manager. Mr. 
Brewer, who will make his head- 
quarters in Chicago, was former- 
ly with the Sentinel Radio Corp., 
in charge of sales training and 
promotion. 

A veteran of more than 25 
years in the radio manufactur- 
ing and merchandising fields, 
Mr. Brewer began his radio 
career with the F. A. D. Andrea 
Co., New York, where he served 
in engineering and sales _posi- 
tions. 
to join the General Motors Ra- 
dio Div. and since that time has 
been associated with prominent 
radio companies and distributors 
in a wide variety of sales assign- 
ments covering New York, Chi- 


He left Andrea in 1930 | 


cau, 





F. M.| 





New Orleans and West 
territories, 

During World War If, Mr. 
Brewer was chief of the Radar 
and Radio Division of the WPB 
in Chicago, and in that capacity. 
was responsible for developing 
new production methods and fa- 
cilities in mid-western war 
plants. Prior to joining the 
Board, Mr. Brewer was with the 
Aero Division of Minneapolis 
Honeywell in Chicago, where he 


Coast 


trained personnel and set up as- | 


sembly lines for the manufac- 
ture of automatic flight control 
equipment. 


ELECT G. C. HENKLE 
PRESIDENT OF HENKLE 
AND JOYCE HARDWARE 


Henkle & Joyce Hardware Co., 
800-812 Q St., Lincoln 1, Neb.. 
wholesalers, has announced the 
election of G. C. Henkle as 
president; R. O. Joyce, vice- 
president; H. L. Mosgrove, 
treasurer, and Adam Brehn, sec- 
retary. G. E. Doerck, formerly 


president for over 40 years, be- | 


came a director. 

Mr. Henkle has been with the 
company for 22 years, serving 
successively as sales representa- 
tive, treasurer of the company, 
vice-president and finally presi- 
dent. Mr. Joyce served in World 
War II, as a Lieutenant Colonel 
and was one of the fliers in the 
DooLittle raid over Tokyo. Join- 
ing Henkle after his discharge, 
he served as sales representative. 

Messrs. Joyce and Henkle’s 
fathers were founders of the 
company in 1899. 





In recognition of the many years of service contributed to the housewares field, the 
Los Angeles Pot & Kettle Club recently paid tribute to three men. Shown above at left 
is club president, Jack Palmtag, presenting honorary membership parchment certificates 


to Wilbur S. McCune, B. J. Badham, Sr., and Lorrie Wilson. Ten past presidents of the 


Los Angeles club as well as five past presidents of the National Association of 


P & K 


clubs attended. Lester L. Neblett, past president of both the local and national club, was 
master of ceremonies. Lorrie Wilson, with 53 years active service, was West Coast man- 
ager for Corning Glass Co. for 23 years, prior to his retirement two years ago. Wilbur 
McCune with 51 years to his credit, started in the field in Denver in 1898 then trans- 
ferred to Los Angeles as western manager of the Wagner Mfg. Co. B. J. Badham, Sr., 
president of Hoffman Hardware Co., joined that firm in 1900 and is still actively asso- 
ciated in the house. The latter two are original members of the L. A. Pot & Kettle Club. 
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J. R. TEPFER 


has been appointed sales man- 
ager, Lonergan Mfg. Co., Albion, 
Mich. Mr. Tepfer was formerly 
southern district sales manager 
for Lonergan. 








J. L. SCHRADE RESIGNS 
AS CUTLERY DIRECTOR 
OF SCHRADE WALDEN 


J. Louis Schrade, who an- 
nounced his resignation as presi- 
dent and chairman of the execu- 
tive committee of the Schrade 
Walden Cutlery Corp., Walden, 
N. Y., in June, 1947, has dis- 
posed of his financial interests 
in the company and has also re- 
signed as director and chairman 
of the board of that firm. He 
therefore severs his affiliation 
with a firm which he founded 
some 45 years ago. Joseph 
Schrade, a brother, was elected 
president last year to succeed 
Mr. Schrade. A. B. Hourin was 
elected vice-president at that 
time and the other officers re- 
mained the same: L. T. Schrade, 
secretary and treasurer, and 
John N. Embler, assistant trea- 
surer. In 1946 the company was 
affiliated with the Ulster Knife 
Co., Inc., Ellenville, the Kingston 
Cutlery Co., 1776 Broadway, 
New York City, and the Imperial 
nife Co., Providence, R. I. 





KISCO CO. MOVES 
INTO NEW PLANT 


Kisco Co., Inc., St. Louis, 
manufacturers of Kisco Circulair, 
well known line of air circulators. 
has completed movement of its 
offices into the new six building 
plant at 2400-40 DeKalb Street, 
which was acquired shortly after 
the Kisco plant at 39th & Chou- 
teau Avenue was destroyed by 
fire on Christmas Day, 1948, J. 
W. Kisling, president of Kisco 
Co., Inc., announced. Mr. Kisling 
emphasized that the fire will in 
no way offect Kisco’s delivery 
schedule for 1949. 
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=i BRIGHT CAP SCREWS. 
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has dis- 


pe PSTN 


also re- 


founded 
Joseph 
elected 
succeed 


There’s no question about lasting 
= ane when you specify REPUBLIC Bright Cap 


Screws and Semi-Finished Nuts. Like all products in 


Republic’s full line of more than 20,000 different 


headed and threaded items, they are consistently 
uniform...always accurate. Republic Steel 
Corporation... Bolt and Nut Division, Cleveland, 
Ohio and Gadsden, Ala.... Export Department: 
Chrysler Building, New York 17,N.Y. 
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mNsHAVER 


SELF-PROPELLED 
POWER MOWER 





The 3rd wheel 
drive is the reason 
it outperforms /} 


NS 


any other... 





4 Wadd 
BECAUSE ;, «: 
lows amazing maneu- 
verabilits lift 
ird wheel off ground 
2 side wheels are 
free-wheeling — you 
can turn on a dime! 






BECAUSE you need no controls, By 


merely lifting the 3rd wheel off the 
ground you stop forward motion and 
can turn or back while still cutting 





WRITE FOR 
FURTHER 
INFORMATION 


BECAUSE & atows you to 


eut flush with any obstacle. The 
3rd wheel allows the cutting 
reel to be way forward between 
the free-wheeling side wheels 


Mfg. by 
Southern Metal Stamping Co., Inc. 


New Orleans, La. 
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AUGUSTINE M. MADDOCK 


LUMITE ADDS THREE 
TO SALES STAFF 


appointed to the Lumite 
according to J. Ferrell Nicholl, 
vice-president in charge of the 
division. 





DAVID M. MANLEY 


\ugustine M. Maddock has 
been assigned to the New York 
territory as a Lumite screen rep- 
resentative. He was previously 





with Susquehanna Mills, !ne., 
N. Y. C., and with O. G. Norton 
i, 4. 4: 

David Mitchell Manley is a 
missionary salesman for Lumite. 

S. Allen Jamieson is also a 
| missionary salesman. Prior to 
joining Chicopee, he was with 
Pratt & Whitney Aircraft. 


G. R. HERBERGER HEADS 
BUTLER BROS. BOARD 


To strengthen top management 
further and as the next logical 


| step in a complete company re- 


building program, G. R. Herber- 
ger, president of Butler Brothers, 
126 W. Randolph St., Chicago, 
since 1947, has been named chair- 
man of the board at a meeting of 
the directors. Bert R. Prall, for- 
merly vice-president and closely 


ae a associated with Mr. Herberger in 


Divi-| cluildi 1s hi 
: ‘hi | re g program, succeeds 
sion of the Chicopee Mfg. Corp., | °?UUGINS Program, succeeds him 
| as president. 

| These two internal changes re- 


| align the responsibilities hitherto 


the first phases of the company 


carried by the president, so that 
the chairman of the board can de- 
vote his time to the long-term 
shaping of Butler Brothers poli- 
cies generally while the president 
will be charged with the specific 
duties of company operation. 
Before joining Butler Brothers, 


| Mr. Prall was executive vice-pres- 


} 





S. ALLEN JAMIESON 


ident and director of the Dayton 
Rubber Co. Prior to that time, 
he was vice-president and a direc- 
tor of Montgomery Ward & Co. 
Mr. Prall was with Montgomery 
Ward for 26 years, beginning as 
a buyer of auto accessories, 
progressing to manazer of the 
tire department, merchandise 
manager of hard lines, and then 


| to the vice-presidency. 


MORLEY BROS. NAMED 
AMERICAN KITCHENS 
AGENTS IN MICHIGAN 
Morley Bros., 125 N. Wash- 
ington Ave., wholesalers, Sag- 
inaw, Mich., has been appointed 
exclusive distributor for Ameri- 


can Kitchens throughout the 
lower peninsula of Michigan, C. 
Fred Hastings, general sales 


manager of the American Cen- 
tral Division, Avco Mfg.®Corp., 
has announced. 

Morley Brothers also have ex- 
tensive branch operations and 
warehouses in Detroit and Grand 
Rapids. All three branches will 
carry a complete line of Amer- 
ican Kitchens. 

Twenty-five Morley Brothers’ 


executives and salesmen have 
made a_ special visit to the 
American Kitchens plant, at 


Connersville, Ind., for a train- 
ing program and tour of the fa- 
cilities. 
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ELECT G. L. MEYER TO 
STEWART-WARNER 
BOARD 


George L. Meyer, Jr., a 
president of Stewart - Warner 
Corp., since 1941 and an em- 
ployee since 1907, was recently 
elected to the board of directors. 
This was announced by James 
S. Knowlson, president and 
board chairman, who said that 
Mr. Meyer’s election fills the 
hoard vacancy created by the 
death of Ralph M. Shaw. 

Mr. Meyer began with Stew- 
art-Warner as an office boy and 
messenger. He was made head 
of the Stewart 
vision of the corporation in 1939, 
subsequent to several years as 
director of purchasing. He is 
president of the Bassick Co., 
Bridgeport, Conn., subsidiary of 
Stewart-Warner, and also heads 
the Bassick-Sack division at 
Winston-Salem, N. C. 

Stewart-Warner 
elected the following 
tion officers: James S. Knowlson 
chairman of the board and 
president; Frank A. Hiter, senior 
vice-president; George L. Meyer, 
Jr, vice-president; Arden W 
LeFevre, vice-president; Samuel 
Insull, Jr., vice-president: Wil- 
fred Reetz, controller: Fred P. 
Kirch, . and J. I. Min, 


leer, 


vices 


directors re 
corpora 


treasurer 
secretary. 
The following corporation of 
ficers were re-appointed: J. E, 


Ma jaa oe 2s 
: ‘rad 


Die Casting di- 





3urke, assistant secretary; E. L. 
Sandberg, assistant treasurer; 
Oscar E. Spring, assistant secre- 
tary and assistant treasurer; 
Everett F. Walther, assistant 
secretary and assistant treasurer; 
Alfred J. Weinsheim, assistant 
secretary and assistant treasurer, 
and A. H. Busch, 


retary (new appointment). 


THOR GLADIRON RENTAL 
PROGRAM ANNOUNCED 


Thor Corp.. Chicago, has an- 
nounced a Gladiron Rental Pro- 
gram to its entire 
ganization, 

The plan 


dealer or- 


Thor president, 
who said it employs a 
sure” selling technique, which 
will prove highly successful for 
dealers using it wisely. 

Mr. Hurley contended that the 
program has the effect 
of convincing the housewife that 
that it 
ironing 
can operate 


rental 
=-he needs the ironer; 


actually will cut her 


time, and that she 
the machine. 


The company suggested a ren- 


tal fee of $1.00 per week, with 
this fee to apply on the down 
payment when a sale is con- 


summated. 

To assist dealers participating 
in the rental program, the com- 
pany is making available a kit 
of special promotional materials. 


Denver Pot & Kettle Club, Denver, Col., recently held its 
annual election of officers at The Denver Athletic Club. Left 
to right, front row are: Lewis C. Brady, Ist vice-president; 


Cecil H. Boyd, Boyd Distributing Co., president; 


Maurice 


Fink, Electronic Distributing Co., second vice-president; sec- 
ond row, Walt Monroe, Graybar Corp., recording secretary; 
James H. Thompson, Morey Mercantile Co., treasurer; and 


Harlan V. Myer, Allen B. Carpenter Co., historian. 
shown in the picture were: Allan B. Carpenter, A. 


Not 
B. Car- 


penter Co., corresponding secretary; Harry M. Mayer, H. H. 
Post Co., board of directors; and C. D. Short, Inter Mountain 
Hardware, Inc., board member; and J. E. Markland, Henrie 
and Bolthoff Mfg. Co., board member. 
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assistant sec- | 


was announced by | 
| John R. Hurley, 


“low pres- | 





THE HOMEOWNER 


PAYS ONLY $ 1 650 


FOR THIS AMAZING 
g-TOP’ 
“DOOR UNIT 





@ Stee! weather-strip- 
ping seals out cold and 
elements — locates hard- 
ware for quick, easy in- 
stallation. 


@ Extra-powered springs 
give ‘‘self-lifting’’ action. 


@ Rigid lifting arms made 
of heavy gauge steel give 
safe, sure support. 


* 


@ Ball-bearing wheels 
provide quiet running, 
effortless operation. 


Here’s building history in the making! $46.50 is the 


retail price of the newest “Over-the-Top" Door Unit by 


Frantz. NOW — you can feature an over-head door that 
is within the reach of every budget minded home owner. 
Frantz is literally bringing thousands of new customers 
to you. 

The low-priced No. 77 Unit is made to fit openings 8 
wide by 6’8” high. 
Has 1's” 


The 24-plywood-panel door is sub- 


stantially built. stiles and rails .* . is fully water- 


repellent and toxic treated to resist rot. It’s pre-fitted 
and pre-bored for quick, easy installation. 

The completely new No. 77 embodies many of the estab- 
lished and popular features of Frantz ““Over-the-Top” 
Door Equipment. Write today for complete information 


and dealer prices. 


m FRANTZ 


GUARANTEED BUILDERS HARDWARE 





FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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AUTOMATIC PRODUCTS | Aire heaters, was purchased by 


SETS UP SERVICE 
REPAIR STATIONS 


Well staffed and completely 
equipped service stations have 
been set up by the Automatic 
Products Co., Milwaukee 10, 
Wis., and are now operating 
throughout the country. These 
service stations specialize in re- 
working or recalibrating A-P oil 
controls used on a majority of 


leading vaporizing oil-burning 
space heaters, floor furnaces, 
vaporizing basement furnaces, 


water heaters, tobacco curers and 
brooders. They also repair Auto- 
matic Products accessories like 
thermostats, electric conversion 
tops and Oilifters used with oil 
heaters. 

The service station plan was 
initiated several months ago by 
Roy W. Johnson, president «of the 
Automatic Products and FE. A. 
Vallee, vice-president and gen- 
eral manager. Their long-range 
purpose was to provide “factory 
service in the field” for upwards 
of five million vaporizing-type oil 
burners currently in use. Dealers 
and distributors in these centers 
where stations have been set up 
can reduce their own mainte- 
nance departments and still as- 
sure customers of fast, thorough- 
ly dependable oil control repairs 
and adjustments, declares Mr. 
Vallee. 

All-A-P service stations are 
listed in the business sections of 
telephone directories in their lo- 
ealities. Their shops are identi- 
fied by decals or signs reading: 
“Authorized A-P Oil Controls. 
Service and Repair.” 

The new program has already 
been endorsed by manufacturers 
of vaporizing oil burners and 
other units on which A-P oil con- 
trols are used as original equip- 
ment, according to Automatic 
Products, 


APPOINT H. W. MILNER 
SALES MGR. SOUTH WIND 
DOMESTIC GAS HEATERS 


The appointment of H. W. Mil- 
ner as sales manager of all gas- 
burning domestic heating equip- 
ment produced by the South 
Wind division of Stewart-Warner 
Corp., Chicago, Ill., has been an- 
nounced by W. E. Judd, general 
sales manager of the division. Mr. 
Milner will direct all sales, dis- 
tribution and promotional activ- 
ities for “Saf-Aire” wall furnaces 
and “South Wind” wall or fur- 
nace-type zone heating systems. 

Active in the gas production, 
distribution and equipment in- 
dustries since 1927, he joined 
Stewart-Warner in 1948 when 
Heating Research Corp., Ander- 
son, Ind., manufacturers of Saf- 
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Stewart-Warner. He was vice- 
president in charge of sales for 
Heating Research. 

For three years during the war 
Mr. Milner was chief of the fuels 
and utilities branch in the office 


of the Army Chief of Ordnance, | 


in Washington. 
After working for five years for 


the Nebraska State Journal, Lin- | 


coln, Nebr., Mr. Milner went to 
Texas, where he engaged in the 
oil and gas production and dis- 
tribution fields from 1927 until 


1941, 


1949 HAMILTON DRYER 
PROGRAM OUTLINED 
AT SALES CONFERENCE 


A three-day sales conference 
on the Hamilton automatic clothes 
dryer was held recently at the 
factory in Two Rivers, Wisc. 
Hamilton field representatives 
from all sections of the country 
were in attendance. 

Complete details of the 1949 
program were presented and dis- 
cussed. Company officials and 
other key people in the Hamil- 
ton organization taking part on 
the program included E. P. Ham- 
ilton, president: H. G. Evans. 
vice president; R. G. Halvorsen. 
sales manager; Chas. H. Rippe, 
sales director, home appliance 
division; J. W. Christensen, di- 
rector of advertising; Ross 
Moore, inventor of the dryer: 
Chas. O'Neill, chief research en- 
gineer: and Miss Betty Olson, 
home economist. 


ELECTROMASTER NAMES 
SIX SPECIAL SALES 
REPRESENTATIVES 


R. J. White, manager of dis- 
tribution, Electromaster  Inc., 
Mount Clemens, Mich., has an- 
nounced the appointment of six 
special sales representatives for 
the eastern, mid-west, south and 
west coast areas. These appoint- 


ments are the first step in an ex- | 


panded sales program. 

D. L. Kirk will cover Indiana, 
Kentucky, Western Ohio, Michi- 
gan, Illinois, Wisconsin and 
South-Eastern Missouri. 

E. G. Kramer has been as- 


signed Minnesota, North Dakota, | 


South Dakota, Wisconsin, Iowa, 
Nebraska, Kansas, Missouri and 
Oklahoma. 

E. R. Sigler will direct sales in 
Western Pennsylvania, North- 
Eastern Ohio, Northern New 
York and Northern West Vir- 
ginia. 

F. C. Stevenson will manage 
California, Washington, Oregon, 
Idaho, Nevada, Montana, Utah, 
Wyoming, Colorado, New Mex- 
ico, and Arizona. 








V. L. Kilby will be responsible 
for sales in North and South 
Carolina, Georgia, Florida, Ten- 
Alabama, Mississippi, 
Louisiana, Arkansas and Texas. 

A. W. Roberts will direct sales 
in all New England states, East- 
ern Pennsylvania, Maryland. 
West Virginia, Virginia, New Jer- 
sey, and Southern New York. 


nessee, 


U. S. STEEL SUPPLY CO. 
HOSTS TO EMPLOYES 
AT WAREHOUSE PARTY 


Employes and their families 
and friends were recent guests 
of United States Steel Supply 
Co., at an open house held in 
its new warehouse at 7105 Bes. 
semer Avenue. E. J. Heffner, 
Cleveland district manager of 


| the U. S. Steel subsidiary, acted 


| as official host for the function. 


CENTRAL STATE HDWE. 


OPEN HOUSE ATTRACTS | 


100 MEMBERS 
On May 20th the Central State | 


| Hardware Club held its official | 
| open house at the club rooms, | 





A. R. MEYERS 


Suite 359, LaSalle Hotel, Chi- 


| cago, ILl., with about 100 mem- 


bers visiting throughout the | 
afternoon and evening. The club 
intends to hold further get-to- 
vether meetings according to A. 
R. Meyers, president. 

On June 23rd, the Central 
State Annual Golf Party is to 
be held at the Tam O’ Shanter 
Country Club. The general chair- 


man of activities is Frank Koch, 
McKinney Mfg. Co., secretary, 
Ben Leve. 

The association is initiating 


an additional activity by asking 
all manufacturers represented by 
club members to furnish catalogs 
for the club room library. These 
will be indexed and cross in-| 
dexed and available for its mem. | 
bers. 





There were approximately 400 
guests. 

Described as one of the most 
modern steel warehouses in the 
country, the new plant was al- 
most ready for occupancy when 
the former warehouse, located 
at 1394 East 39th Street, burned 


| last summer. It was pressed into 
| immediate use and has contin- 


ued to serve customers of the 
company since that time. 
Warehouse facilities were 
opened for inspection so that 
employes’ families could see for 


| themselves the inner workings of 


the plant, which covers 167,000 
square feet of space. 

“To provide adequate  ser- 
vice,” L. B. Worthington, presi- 
dent, said, “required the latest 
and most modern steel warehous- 


| ing equipment, which has been 


incorporated in this plant. In- 
cluded are machines that cut, 


| process and tailor steel to fit the 


individual needs of the many 


users of steel. 


HORTON TEST NEWEST 
PRODUCTS AT CLINIC 


A unique “clinic” was recent- 
ly staged by the Horton Mfg. Co.. 
Bristol, Conn., at a nearby lake. 
The affair, sales manager Graham 
R. Treadway explained, was to 
try out some of the company’s lat- 
est output, to discover if there 
were any flaws of mechanism, or 
what if any thing is needed to 
improve it. 

Sales, production and engineer- 
ing departments were represented 
at the clinic which ended in late 
afternoon with a luncheon. The 
new electromatic reel was given 
especially gruelling tests, and Mr. 
Treadway announced that it came 
through with flying colors. Tests 


| of line from the firm’s Rockville 


LESTER GEIS JOINS 
GARCY N. Y. STAFF 


Lester Geis, architect and de- | 
signer, has been appointed to | 
the New York office staff of Gar- 
den City Plating & Mfg. Co., 
1750 N. Ashland Ave., Chicago 
22, Ill. Mr. Geis has been as- 
sociated with Norman Bel Ged- 
des and Van Doren, Nowland & 


Schladermundt. | 


| plant were also made, and man- 
| ager William Kuhnley of the line 


plant was especially gratified to 


| see how the nine-pound test line 


stood up under punishment. 

Among those attending the 
clinic were G. R. Treadway, pres 
ident. H. C. Lagerblade; C. T. 
Treadway, chairman of the 
board: M. C. Treadway, secre 
tary and treasurer; T. G. Tread- 
way, vice-president, and H. L. 
Judd, assistant treasurer. 
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MODEL 9013 
13” Pot Type 
Circulating 
Heater 













N ESCO Kerosene 


CIRCULATING 
HEATERS 


Made in many models, Nes- 
co Kerosene Cabinet Heat- 
ers are ideal for cottages, 
tourist cabins and resorts. 
Low operating cost—aquick, 
instant heat—no flue con- 
nections — portable — ac- 
curate flame adjustment. 
lustrated is Model 4992, 
output: 25,000 B.T.U.'s. 
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New “Capacity Queen” (75,000 B.T.U.) 
of the 1949 line of 


NESCO 


FUEL OIL HEATERS 


This brilliant new Nesco, for larg- 
er-than-average homes, is the latest 
and most spectacular reason why 
dealers everywhere are enthusias- 
tically buying and selling the Nesco 
line for '49. 

Like the other two models shown 
below, Model 9013 is engineered 
for highest efficiency and economy. 
Actual heat output is 75,000 B.T.U.'s, 
and it is loaded with advanced fea- 
tures. The result is NESCONTROL 
HEATING—which means more 
heat for less money. 

The Nesco line is streamlined for 
maximum profits with minimum 











NESCO “HEATERATOR"™ con- 
verts each molecule of oil into 


usable heat. Exclusive baffle warehouse and handling expense. 
epttemn, tn Suage S-eoaped ave Three basic models become fifteen 
bustion chamber with 2,338 sq. ich th dditi {N 

in, of radiating surface, forces witt the ac ition O esco acces- 
flame to expend itself inside sories. Write for full facts on the 
heater for peak efficiency and new 1949 Nesco line and the com- 
low clash temperature. prehensive national advertising and 








merchandising program behind it! 





MODEL 7010 


10” Pot Type 


Circulating Heater 
in average-size homes, this model has 
thousands of happy users. Efficient combi- 
nation of patented burner, baffle and heat 
accelerator tube produces 53,000 B.T.U.'s. 


MODEL 9210 


10” Pot Type 
Radiant Heater 


Top efficiency at a low price. Produces 53,- 
000 B.T.U.’s. For warehouses, garages, cot- 
tages, tourist cabins and other buildings 
where utility is all-important. Heavy gauge 
blued-steel body, A. P. constant level valve. 





NATIONAL ENAMELING AND STAMPING COMPANY 


EXECUTIVE OFFICES: 270 N. 12TH ST., MILWAUKEE 1, WIS. 
Sales Offices: Merchandise Mart, Chicago + Candler Building, Atlanta 
200 Fifth Avenue, New York + Ambassador Building, St. Lovis 
Western Merchandise Mart, San Francisco 





/NESCO\ 
Golden Jubilee 


/ 
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MOPSTICK 


WITH A 


Ver Steel 


d 6” 
wo — inal 7” wide. overt 


WHITE MOP WRINGER CoO. 
FULTONVILLE, NEW YORK 


MANUFACTURERS OF 
A Complete Line of Floor Cleaning Equipment 


136 


HARDWARE BOOSTERS 
ELECT PHILLIPS PRES. 


] 
] 
| 


| r 
sales manager, The L. 


lrett Co., 
jot the Hardware Boosters, 





CARLETON S. PHILLIPS 





|the May 20 meeting held at 


| Whyte’s Restaurant, 145 Fulton | 
St., New York City, succeeding 


| 
| Robert 


Richards- 


Duncanson, 


| Wilcox Mfg. Co. Robert J. Wat- 


| son, Stanley Tools, is the new 


first vice president, and William | 


| Wolfe, The Carborundum Co., is 
| now second vice president. John 
| Hires, Worth Hardware Co., New 
| York City, and chairman of the 
executive committee of the Hard- 

| ware Boosters, was elected trea- 
svrer and Bernard Holzer, Eagle 

Lock Co., was elected secretary. 

John E. Ganley, service engi- 

| neer, The New York Telephone 
Co., gave a demonstration in 
|radar and television, outlining 
the use of coaxial cables and ra- 
| dio relays in sending out tele- 
| vision signals. There will 
| approximately 1.500.000 new tele- 
vision receivers manufactured, 
| this year, in this country and 
| although there are now only 61 
television stations in the country 
there will probably be over 400 


Some of the officers of the 
their election on May 20. Left to right: Robert Duncanson, 


Richards-Wilcox Mfg. Co., 
Worth Hardware Co., newly 
Watson, Stanley Tools, first 
| Wolfe, The Carborundum Co., 





| 
Carleton S. Phillips, aR, 
S. Star- 
was elected President 
at | 


in operation by the end of 1949, 
He demonstrated the methods 
used in carrying television pro- 
grams from New York to other 
points, including the effects of 
various types of materials on 
| the passage of television waves, 








VETERAN ARVIN DIST. 
SALES MANAGERS 
RE-ASSIGNED REGIONS 


| Re-assignment of six veteran 
| district managers to more com- 
| pact territories where they 
be better able to concentrate 
their activities, the advancement 
of a former assistant to territo- 
rial and the ap- 
pointment of a new assistant dis- 
trict manager for the California 
district have been effected, it was 
| announced by Gordon T. Ritter, 
| director of sales, Arvin division, 
| Noblitt-Sparks Industries, Inc., 
Ind. 
Smith, 
force, will hence- 
| forth his efforts in the 
| Baltimore, Washington,  Rich- 
mond, and Philadelphia sector, 
| while Warren Pringle will con- 
| centrate on metropolitan New 
| York and New Jersey areas. 

Leslie W. Graham has been 
temporarily assigned to the New 
England territory replacing 
| David Black who will now han- 
| dle the mid-Tennessee, Alabama, 
| and Florida territory with head- 
quarters at Montgomery, Ala. 
John Wayne will now supervise 
the Michigan territory for Arvin 
with George St. John taking over 
the Ohio and West Virginia 
rea. 

Galen “Dutch” Friese, for- 


will 


management 





Columbus. 


Robert dean of the 


Arvin sales 


center 


| merly an assistant in the south- 
| west, is the new mid-south dis- 
| trict 


be | 


manager and will handle 
western Tennessee, Mississippi, 
Arkansas and Louisiana from 
his headquarters at Memphis. 
Earl Rogers has been appointed 
as an assistant to James L. 
Hofer, western district manager. 








Hardware Boosters following 


retiring president; John Hires, 


elected treasurer; Robert J. 
president, and William 
second vice president. 


vice 
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an Naw cash register total. 


adding feature can be used at 


replacing 

now han- 

Alabama, 

ith head- 

ry, Ala. 

supervise 

for Arvin 

king over ’ Lo ; : 

Virginia SW te, eT ee I ee HERE ARE JUST 5 OF ITS 35 OUTSTANDING 
oes ; ; FEATURES AND ADVANTAGES: 


se, for- ; ile ek te eg 
e south- os a OTe We: ‘ “ : protective publicity——Easily-read figures in the indi- 
: ey ss Be san Pee ho ae cation panel show clearly the exact amount charged. 


stops mistakes in addition—Adds items automat- 
ically and accurately, Charges cash drawer with the 
total amount of the purchases. 


1 handle 
sissippi, 
na from 
femphis. ' : 
ppointed Pees ee sales automatically segregated—-Grouped by indi- 
‘a — viduals, departments, or any of the 8 classifications. 
manager. Gives you a complete record of all transactions 
control over cash and credit—Separate keys desig- 
nate Cash, Charge, Received on Account, Miscel- 
laneous Credit, Paid Out, and No Sale 
descriptive key section—lIdentifies individual sell- 
ing employees. Records sales-slips, numbers, quan- 
tities, weights, etc. Prints stock, code, and size 
numbers, etc. 


i 


Get the full story of just what the National ‘‘200” can do for you— how it will give you Informa- 
tion that Makes money and Protection that Saves money. Call the local National Cash Register 
canson, . - ‘ ° ° ° 
Hires office, and arrange for a demonstration, today. Nothing like this has ever been offered at the price. 
ns CASH REGISTERS © ADDING MACHINES 
2 ACCOUNTING MACHINES 


— THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO . 
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HERE’S THE 


Smoothest Ohenating 


BEATER EVER MADE 
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The new deluxe Supex- 























whirl has more sales ap- 
peal than ever. All 
new features include 


new die-cast drive gear, streamlined 
guard, new-shaped stainless 
steel floats and greater ease of 
operation. In design, construction 
and packaging nothing has been 
overlooked to create important 
selling advantages. Super- 
whirl has die-cast frame, 
structural 


stainless steel 


support, 
finish and plastic han‘ 


bright chrome 
dles that will not chip or 
crack. Write for prices 


and information. 


Eye appeal 
aplenty in its 

beautiful 
NEW GIFT BOX 


THE TURNER & SEYMOUR MFG. CO., TORRINGTON, CONN. 
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Outing Committee for Housewares Club of New England's 
| annual outing, June 22, at Pine Brook Country Club, Weston, 
Mass., beginning at 9 a.m. with sports events and continuing 


into the evening with dinner and dancing. Front row, left to 
right: Robert T. Uek, New England representative for Alu- 
minum Goods Mfg. Co., and 1949-1950 president of the 
club; Norman Altman of Norman Altman Co., manufacturers 
representative and chairman of outing committee; Frank 
Best, Washburn Co. Back row: Albert B. Patterson, manu- 
facturers’ representative; Frank Mulvey, housewares buyer 
of Timothy Smith Co., Roxbury; More Himan, Milhender 
Distributors; Nat Bell, Gorins, Inc.; and Ray Hudson of 
| Bigelow & Dowse Co. Other members not shown are: John 
Allen, Aluminum Goods Mfg. Co., and Joseph Milhender, 
Milhender Distributors. 


R. T. UEK INSTALLED AS 
PRES. HOUSEWARES 
CLUB OF NEW ENGLAND 


Frank Clopeck. Entertainment 
;Committee: Norman Altman, 
chairman, Albert B. Patterson, 





| club 


Robert T. Uek, Aluminum | 
Goods Mfg. Co., who was in- | 
stalled as president of the House- 
wares Club of New England for | 
1949-1950 at a recent meeting | 
of the organization at the Hotel | 
Bradford, Boston, Mass., an-| 
nounced appointments for regu- | 
lar committees and created a 
new committee, Good and Wel- | 
fare. 

Joseph T. McElroy, Jr., R. H. | 
White’s, retiring chairman of 
the board of directors, installed 
the other officers: John McQuade, | 
Bon Marche, Lowell, first vice- | 
president; William  Boudrot, 
Boudrot & Garside, Boston, sec: | 
ond vice-president; A. P. Mor- | 
timer, U. S. Stamping Co.,| 
Moundsville, W. Va., secretary ; | 
John K. Damon, Concord Wood. | 
working Co., Inc., West Concord, | 
Mass, treasurer. 

Expressing his belief that the 
should devote itself to 
worthy projects in addition to | 








Frank V. Best, Arthur S. Reid, 
Nat Bell, Joseph Milhender, 
John H. Allen, Frank Mulvey, 
Moe Himan, Ray Hudson, John 
K. Damon. Good Cheer Com- 
mittee: Harold W. Murphy, 
chairman, Herb W. Standen, 
Aaron G. Goldberg, Charles C. 
Hurter, Grafton O. Daley, Peter 
F. Bass, Joseph L. Katz. Meet- 
ings Committee: C. B. Harpin, 
chairman, Ed W. Matheson, Nat 
Gans, George Levy, Norton 
Mullen, Irving S. Brodie, Julius 
Simmons. Membership Commit- 
tee: Louis R. Marcantonio, 
chairman, Richard Lawrence, 
D. F. O’Connell, Jr., G. Wayne 
Mosby, Robert Martin, James P. 
Callahan. Publicity Committee: 
Carl Masson, chairman, David 
Bouchard, Daniel V. O’Connell. 
The annual outing will be held 
Wednesday, June 22, it was an- 
nounced by Chairman Norman 
Altman. 


| those in the housewares field, | ARCHIE SHIELDS TRAVELS 
Mr. Uek set up the following | FOR LAMSON & GOODNOW 


good and welfare committee to | Bs ed , : 
explece pecsibiilties:  Jeeush | Archie Shields, Detroit, Mich., 


Umans, chairman, Hugh R. | has been appointed salesman for 


Rooney, Ernest Bates, Arnold P. | Lamson & Goodnow Mfg. Co., 


Bearson, Bernard A. Burke,| Shelburne Falls, Mass., covering 
Jerry Jacobs. | Michigan, Ohio and _ Indiana. 
Other committees appointed | Mr. Shields, a former buyer in 


were: board of directors: Harry | the housewares department of 
| J. Woolfson, chairman, Al Porce-| J. L. Hudson Co., Detroit, spent 
| lain, Robert I. Flower, Joseph! a year in the service before be- 
T. McElroy, Jr., Joseph Milhen- 
der, Albert M. Rosen, George 
D. Dinkel. Roger “Moore and 


established in his own 
rep- 


coming 
business as manufacturers’ 
resentative. 

1949 
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Ask Me about 
PURITAN QUALITY 
and Sales! 








PURITAN has what My Customers 
want... in Value and Price! 


Who knows best about the high salability of Puritan Sash Cord? The long- 
time dealer (and there are hundreds of them) who has handled Puritan .. . 
tested it . . . sold it to customer-after-customer . . . see it perform year 
after year under all manner of conditions. If you want a Sash Cord that 
will last and last and last . . . a Sash Cord that you can recommend 
for a score of other duties because it performs right and is priced right, then 
Puritan is your brand. Sell Puritan with confidence—it carries the Good 
Housekeeping Guaranty Seal! 












Write for additional literature and sales helps on the 
complete Puritan line. Puritan Cordage Mills, ine. 
(manufacturers), Louisville 6, Ky. Dept. HA-2. 






EFUND 
KS * OF Oe 
© Guaranteed by @ 
Good Housekeeping 
Fy \y 


N 
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Stock Puritan — sell Puritan. You'll make staunch friends. 
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Leslie M. Stratton, Sr. Passes On 


A Leader in Wholesale Hardware Circles and 


One of Memphis’ Leading Citizens. 


He 


Was 68 at the Time of His Demise 


Il] for quite some time Leslie | 
M. Stratton, Sr., passed away | 
May 26, at the age of 68 in the| 
Hospital, 


Methodist Memphis, | 





LESLIE M. STRATTON, SR. 


j of its 


institution in whose 
founding he had taken a leading 
part. Known throughout the 
United States for his energetic | 
and aggressive participation in 
the wholesale hardware business, | 
he was at the time of his death} 
president of  Stratton-Warren | 
Hardware Co., Memphis, Tenn., 
wholesalers, and chairman of the 
board of Stratton, Baldwin Co., 
New Orleans, La., wholesale 
hardware distributors. His death 
removes from the wholesale hard- 
ware field one of its outstanding | 
leaders, and he leaves a host of 
friends in all branches of the 
hardware fraternity. 


Tenn., an 


Mr. Stratton was a past presi- | 
dent and member of the advisory 
board of both the National 
Wholesale Hardware Association | 
and the Southern Wholesale 
Hardware Association, and a 
most active participant in all 
activities ve! both associations for 
many years. A native of Leb- 
anon, Tenn., in the public schools 
of which he received his formal 
education, he began his business 
career by selling newspapers at 
the age of nine. Two years later 
he was a page in the Tennessee 
Senate, in which capacity he 
served for three years. 


He became president in 1909 
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| presidents. Later he served the 


| functioned during World War II. 
| In 1918 he was chairman of the 
| West 


of the Benedict Warren Hard. | 
ware Co., Memphis, the name | 
of which was changed to Strat- 
ton-Warren Hardware Co. in| 
1913. In the earlier years of his | 
business life he had also been | 
interested in the grocery field. 
To his church and _ various 
civic enterprises he gave freely 
of his time and talents, having | 
served for 35 continuous years 
as a Sunday School superinten- 
dent, first at the Mississippi Ave- 
nue Methodist Church and later 
at St. John’s Church. He was | 
chairman of a campaign fund | 
to erect a Methodist Hospital in | 
Memphis, later sold to the United | 
States Government for the use | 
of veterans. A second and larger | 
Methodist Hospital, in which he 
was a patient at the time he| 
died, was later erected, Mr. Strat- 
ton being chairman of the build- | 
ing committee and later president | 
board of trustees. When! 
what is now the Memphis Com- 
munity Chest, was founded in 
1923, he was among its leaders, 
having served as one of its vice- 


Fund as general chairman in 
nine fund-raising campaigns. 
Long active in Y.M.C.A. work, 
he was president of the Mem- 
phis unit from 1913 to 1923. He 
was a member of the Advisory 
Committee of the Y.W.C.A., the | 
Advisory Board of the Memphis 
Junior League and president of | 
the Memphis and Shelby County | 
War and Welfare Fund that 


Tennessee United War 


| Work Campaign and served as 


a member of the board of | 
| trustees of Porter Home and | 
Leath Orphanage. 

His survivors include Mrs. 


| Stratton, his sons, L. M. Strat- 
|ton, Jr., executive vice-president, 


Stratton-Warren Hardware Co., 
Memphis, and P. W. Stratton, 
vice-president, Stratton-Baldwin 
Co., Inc., New Orleans. Other 
survivors include seven sons and 
daughters and Leslie M. Strat- 
ton, IIf, a grandson, associated 
with Stratton-Warren Hardware 
Co.. 18 other grandchildren, and 
Leslie M. 


one great grandson, 
Stratton. TV. 





CARL 


J. PRINZLER 


CARL J. PRINZLER 


Carl J. Prinzler, 78, a director 
of the Vonnegut Hardware Co., 
mill supply distributors, Indian- 
apolis 9, Ind., died recently in 
the Methodist Hospital, Indian- 
Mr. Prinzler was the de- 
and for many the 
directing head of the manufac- 
ture and sales of VonDuprin 
products. 

He was engaged with Vonne- 
gut in various capacities prior to 
the production of the VonDuprin 
tire release manufacture of which 
started in 1808. He began as a 
hoy in 1887, and worked his way 
up to be a manager of the com- 
pany’s building material and art- 
hardware department in 1895. His 
idea for the fire release invention 
was inspired by the Iroquois The- 
ater fire in Chicago in 1903. He 
hecame a stockholder in the com- 
pany in 1908 and had been a di- 
rector since 1910. He was a mem- 
ber of Pentalpha Masonic Lodge, 


apolis, 


signer years 


| Scottish Rite, and the National 


Contract Hardware Association. 
His survivors include a daugh- 
ter, a brother and a sister. 


C. REID HUDGINS, JR. 


C. Reid Hudgins, Jr., 28, vice- 
president, assistant treasurer and 
general of the G. M. 
Williams Co., New London, 
Conn., hardware and mill sup- 
plies concern, died April 23. He 


manager 


had been ill for several days and | 





| 





Reid Hudgins, Sr., president, ¢, 
M. Williams Co., and _his 
mother. 


EDMUND PAGE BABCOCK 
E. P. Babcock, one of the 


founders of the Hall Hardware 
Co., now the Our Own Hard. 
ware Co., dealer-owned wholesal. 
ers, Minneapolis, Minn., died re- 
cently. His membership was No. 
5 issued to W. L. Babcock Sons 
Co., Elk River, Minn. This mem- 
bership subsequently was trans- 
ferred to Babcock Hardware Co., 
Anoka, Minn. 

He was a director of this com- 
pany continuously since its ori- 
gin and since 1936 was a mem 
ber of the 
of the board of directors of the 
company, For part of 1928 and 
all of 1929 he was active as 
treasurer of the company. At 
the time of his death he 
vice-president and director otf 
both the Our Own Hardware Co. 
and the Hall Building Co. 

CHARLES W. 
SCARBOROUGH 


Charles W. Scarborough, 87, 
founder and for 39 years presi- 
dent of the board of directors of 
American Hardware Supply Co., 
dealer-owned firm, 41 
Terminal Way, South Side, Pitts- 
burgh 19, Pa., died recently. He 
also operated hardware stores at 
Fifth Ave., and Forbes St., Pitts- 
burgh. Mr. Scarborough was a 
charter member of the Lions Club 
of Pittsburgh and also a 
member of Pennsylvania Consis- 
tory Syria Shrine, Franklin Lodge 
No. 221 F. & A. M., Duquesne 
Chapter No. 193 R.A.M. and 
Pittsburgh Commandery No. | 
K.T. He was past president of 
the Pennsylvania & Atlantic Sea- 
board Hardware Association, past 
president and secretary of Pitts- 
burgh Retail Hardware Associa- 
tion, president of Scarborough & 


executive committee 


was 


wholesale 


was 


| Klauss Co., and a member of the 


it is believed that he took his 
own life. 
Mr. Hudgins attended Dart- | 


mouth College and served during 
the war as a sergeant in the 
U. S. Army Air Corps. He was 


a former secretary of the local 
Rotary Club, a director of the 
Junior Chamber of Commerce 
and a Shriner. He was ap- 
pointed general manager of the 
G. M. Williams Co. about six 
months ago. His survivors are 


his widow. a son, his father, C. 
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CHARLES F. NEWPHER 


Charles F. Newpher, 60, exec- 
utive vice-president of The Na- 
tional Screw & Mfg. Co., Cleve- 
land, Ohio, and one of the fas- | 
tener industry’s leading authori- 
ties, died May 15, 1949, follow- 
ing a brief illness, 











CHARLES F. NEWPHER 


He had been vice-president 
and a director of National since 
1939. He began his association 
with the fastener industry with 
the Upson Nut Co., now a Re- 
public Steel division, and was 
sales manager when after 26 
years with the company he left 
in 1937 to become assistant to 
the president of National. Two 
years later he became vice-presi- 
dent in charge of sales and a 
member of the board. In 1948 he 
was made executive vice-presi- 
dent. 


During the war Mr. Newpker 
served as an active member of 
the War Production Board. In 
June, 1945 he was sent to Eu- 
rope as a colonel in the U. 5. 
Army and a member of a four- 
man commission to survey the 
bolt, nut and fastener industry 
of Europe. Among his other 
business associations Mr. New- 
pher was a director of the Lock 
Thread Corp. of Detroit, Mich. 

Most recently, Mr. Newpher 
had been chairman of the com- 
mittee of the American Stand- 
ards Association to standardize 
holts, cap screws and nuts inter- 
nationally. In 1940, he was 
president of the American In- 
stitute of Bolt, Nut and Rivet | 
Manufacturers. 





MASON 8B. PEEBLES 
Mason B. Peebles, 40, 


president and general manager 
of J. B. Kendall, Inc., Norfolk | 
10, Va., died recently at his | 
home after being stricken with | 
attack. A specialist in | 


vice- 


| 


a heart 
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| for 37 


) the use of hardware, he was a) an uncle, 


member of the American Asso- 
ciation of Architectural Consul- 
tants. Mr. Peebles was a mem- 
ber of the Norfolk Kiwanis Club | 
and a member of Bruton Parish. | 
He had attended the Church of 
the Good Shepherd. His sur-| 
vivors include his widow, and | 


iwo sons, 


JAMES W. D. WILLIAMS 

James W. Denver Williams, 
56, an executive and a director 
of Irwin Auger Bit Co., died of 
a heart attack on May 21 at 
Wilmington, Ohio. He was deeply 
interested in Boy Scout activi- 
ties, having been a Scout Master 
years. He was at his 
death a director of the General 
Denver Hotel Wilmington and 
chairman of the Park Board. 

Mr. Williams erected a Scout 
Camp and donated a _ Public 
Park in Wilmington in memory 


| of his son, J. W. D. Williams, | 


Jr., who was killed in action at 
Okinawa while serving with the 
U. S. Marine Corps. 

Mr. Williams was a grandson 
of Gen. James W. Denver, Ist. 
U. S. Senator from the State of 
Colorado. He is survived by his 
widow, a son David Williams and 


Hon. M. R. Denver, 
former U. S. Congressman from 


Ohio and president of Irwin 


Auger Bit Co. 


SIDNEY DETMERS 

Sidney Detmers, 87, pioneer in 
the sheet metal and hardware 
industries, died in Buffalo, N. Y., 
| recently. He was an expert in 
municipal government and estab- 
lished the Buffalo Municipal Re- 
| search Bureau. 

Mr. Detmers entered the em- 
ploy of Sidney Shepard & Co. 
in 1888 and participated in the 
management of the business in 
Buffalo, Chicago and New York. 
When the firm was incorporated 
in 1905 as the Republic Metal- 


ware Company, he was elected | 
| 


secretary and a director. 
In 1920, he became vice-presi- 


dent and general manager, re-| 


tiring five years later. He was 
prominent in the industry in this 
country and Canada. He was 
president of the Sheet Metalware 
Exchange years and three 
times president of the Metal- 
ware Association. In World War 
I he was the chairman of the 
War Service Committee of the 
90 companies in the sheet metal 
industry in its dealings with the 
Government. 


six 








HARDWARE TRADE ASSN. 
PLANS GOLF PARTIES 


- Dates for three golf outings 
were announced at the May 24 
meeting of the Hardware Trade 
Association of New York, held at 
Miller’s Restaurant, 144 Fulton 
St., New York City. On Tues- 
day, June 21, at the Upper Mont- 
clair Country Club, Upper Mont- 
clair, N. J., the first of the golf 
parties will be held. The Tama- 
rack Country Club, Greenwich, 
Conn., will be the place for the 
Thursday, Aug. 4, golf outing 
and that of Friday, Sept. 16, will 
be at the Plandome Golf Club, 
Plandome, L. I., each golf outing 
to conclude with a dinner. 

The meeting was presided over 
by Roy C. Schmidt, Stanley 
Tools, president of the club and 
was attended by more than 40 
members and guests. A mental 
telepathy act was presented for 
entertainment. 


17TH GREAT EASTERN | 


SKEET CHAMPIONSHIP 
TOURNAMENT 
The 17th annual Great East- 
ern Skeet Championships tourna- 
ment will be held at the Lord- 
ship, Conn., shooting grounds, 
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June 24-26. The tournament, held 
under the sponsorship of the Na- 
tional Skeet Shooting Associa- 
tion, will consist of a series of 
title events for individuals and 
teams and will include competi- 
tion for juniors and women. Tro- 
phies, medals and brassards will 
be awarded, champions, runner- 
ups and place winners. 


NORTHWEST HDWE. CLUB 
VIEWS WHALE FILM 
The April meeting of the 

Northwest Hardware Club, 2642 

University Pl., St. Paul 4, was 

held at McCarthy’s Restaurant, 

Minneapolis, with 45 members 

and guests present. 

A colored film on 
white whales within the Arctic 
Circle was the program high- 
light. They were shown by Jack 
Connor, outdoor writer. Trout 
fishing in the cold fast rivers 
and streams of the northern 
reaches of Canada also was fea- 
| tured in the film, 

Robert Phillips, H. L. Judd 

| Co., chairman of the entertain- 
ment committee, arranged the 

| program and did the honors as 

| master of ceremonies. P. N. 

Russell, American Fork & Hoe 

Co., is president of the club. 


hunting 





PAINT RESEARCH EXEC. 
GROUP MEET IN CHICAGO 


A meeting of the executive 
committee of Paint Research 
Associates was held at the Lab- 
oratory Offices of the group in 
Chicago, recently. Those attend- 
ing included: C. N. Seidlitz, 
president, Seidlitz Paint & Var- 
nish Co., Kansas City, Mo.; Rob- 
ert Clark, president, Jewel Paint 
& Varnish Co., Chicago, LL; 
Herbert Miller, vice-president, 
MacDougall Butler Co., Buffalo, 
N. Y.; H. Braith Davis, presi- 
dent, The H. B. Davis Company, 
Baltimore, Md., and William 
Walton, technical director, Paint 
Research 
Ill. 

Backed by 12 prominent paint 
Paint Research 
| Associates is a scientific group 
| organized to undertake basic re- 
search work on paint and raw 
material problems in the interest 
of its sponsors. 

William Walton, formerly in 
charge of resin and vehicle re- 
search for the Sherwin-Williams 
Co., is director, assisted by Dr. 
Wm. Spitzer and staff. 


\ssociates, Chicago, 





manufacturers, 


HOBBY SHOW NOV. 11-19 
IN PHILADELPHIA 


; Charles Snitow, president of 





, | the World Hobby Exposition, has 


| announced recently that the next 
| World Hobby Show will be held 


in Philadelphia, starting Nov. 
llth and running thru the 19th. 
Mr. Snitow also said that this 


year every available foot of floor 
space at the Commercial Museum 
has been taken for this show. 


| ’ ° : 
Last year’s show in Philadel- 


| phia broke all records for atten- 
dance as well as for the number 
of exhibitors participating. Ar- 
rrangements have already been 
made to stage a photographic dis- 
play and photo carnival. This 
one feature alone will take double 
the space last year. In 
the stamp section, the exhibits 
of rare and valuable stamps will 
measure over one half mile. 
Home workshops, weaving, loom- 
ing, ceramics, and modeling will 
occupy space of 40,000 square 
feet. Model railroad equipment 
and layouts are being brought 
from every section of the United 
States, and when assembled, this 


used 





portion of the show. will be 
known as a _ model railroad 
| roundhouse. 

| Mr. Snitow stated that floor 
| plans and details of this Show 
bee be available to exhibitors 


shortly after June Ist, and may 
| be had by writing direct to the 
| World Hobby Exposition, 331 
| Madison Avenue, New York. 
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DECLINES 
Some electric refrigerators. One line stove pads. Some washing machines. 
Natural rubber. Some fire extinguishers. Leather. Some gas ranges. One 
type plastic. Carpet cushions and linings. Anti-knock compound. Extras on 


some galvanized sheet products. Stainless steel sheets. 


pinking shears. 


Lead. One make 


ADVANCES EXPECTED 
Industrial alcohol 





Galvanized sheet products 
-On May 25, Carnegie-Illinois Steel 
Corp. revised coating extras on galva- 
nized sheet products, amounting to an 
average reduction of $1.50 a ton. The 
from the one-cent 
drop in zinc on the 24th. It is in ac- 
cordance with a formula whereby most 
companies adjust prices of ainc-coated 


reduction resulted 


products according to the current price 
of zinc. 

* * * 
“Grif- 


Pinking shears—The 


fon” Cutlery Works, Inc., 151 W. 19th 
St., New York 11, N. Y., has announced 
a price reduction in its Tru-Pink Pink- 
ing Shears from $4.95 to $3.95, effec- 
tive Aug. 15. As of Aug. 15 the price 
will be fair traded in those states in 
which such contracts are permissible. 
* * * 


Stainless steel sheets—Wash- 
ington Steel Corp. cut prices on light 
The reduc- 
tions ranged from 11.66 per cent to 
26.67 The reductions af- 


gage stainless steel sheets. 


per cent. 


fected 
made 


gages 27 through 36, and were 
possible, the company said, 
through economies in its new mill 
method of cold rolling stainless sheets. 
+ « + 

Zinc—On June 2, the price of 
zinc was reduced one-quarter cent per 
pound, to a level of 10% cents, East St. 
a custom smelter. At the 
new quotation, zinc is 6% cents per 


Louis, by 


pound under the post-war high of 1714 
cents that prevailed from November, 
1948, up to March 23 this year. It is 
now only 244 cents above its wartime 
Demand for 
zinc continues low, and has had little 
the evident 


price ceiling of 8% cents. 
or no stimulation from 
“bidding for business” which has been 
going on.” 

* ne * 

Coffee brewers — J. W. Als- 
dorf, president, Cory Corp., Chicago. 
Ill., recently announced a price protec- 
tion policy for all distributors of Cory 
The company will 
continue its retail Fair Trade policy on 


domestic products. 





Wholesale Hardware Inventories ° 


GEOCGR® PHIC 
DIVISION 
Number 
of 
Firms 

UNITED STATES TOTAL | 166 
New England.....................| 13 
n,n 31 
East North Cen'ral............... 31 
V est North Cen‘ral......... ; 26 
South Atian’ic. ... ; sicieled 22 
East South Cen‘ral............... 6 
V est South Ceniral..... eee 12 
ee 7 
DI es worl t vabedeeeis 18 


Bureau of the Census. 


| 





| 
| 
| 
| 
| 


By Geographic Divisions, for April, 1949 


End of Month Inventories (Cost) * 


Percent Change 


April 1949 Amount (Add 000) 
vs. 

April | March | April | April March 
1948 | 1949 | 1949 | 1948 1949 

+8 | ~2 | $110,836 | $102,840 | $112,776 
+7 | —- | 6,288 | 4,030 4,358 
+6 0 | 12,064} 11,354 | 12,056 
+4 | 0 17,728 | ; 17,760 
+12 | ~4 | 27,359 | 24.482 | 28.558 
+17 | —1 | 9,307] 7,970 9,448 
+16 —~4 | 3.956| 3/398) 4.132 
+8 | -2 | 13.410 | 12,364 | 13,703 
+15 0 | 1,040 904 1,035 
+2 0 | 21,679 | 21,342] 21,726 





a Includes 17 reports received too late to be incorporated in Census Bureau published releases. 
b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 
* Calculated by dividing end-of-month inventories at cos! plus mark-up by sales during month and multiplying the quotient by the number of weeks in the month. 


Sales include direct shipments and consignment business. 





Stock-Sales-Ratios b 
7s ag Weeks’ Supply 





of Inventory 
on Hand* 
April | April March | April April 
1949 | 1948 | 1949 | 1949 1948 
| | 
262 | 197 246 | 15.0 11.3 
} | 
346 | «40277 |) «(375 i|—Cs«*19.8 15.8 
209 | #4157 | 182 | 11.9 9.0 
260 | 189 | 238 | 14.9 10.8 
200 | 17% | 236 | 14.3 10.1 
248 182 | «=234 | *14.2 10.4 
7 | we | | 23 8.6 
270 234 265 | 15.4 13.4 
239 «| ~=#«179 206 | 13.7 10.2 
335 | (261 315 | 19.1 14.9 


Current Wholesale Trade. 


V. eeks supply is lower than if based on cost of sales from owned stocks. 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 


Assure satisfaction and dependability 
by selling RB&W Plow, Step and Elevator 
Bolts... the products of more than 
a century of continuous research 
and progressive development 
in fastener manufacturing... . 
backed by the skill of four 


generations of RB&W men and women. 


Plonts at: Port Chester, N. Y., Coraopolis, 
Pa., Rock Falls, tll, Los Angeles, Calif. 
Additional sales offices at: Philadelphia, 


Detroit, Chicago, Chattanooga, Oakland, 


THE COMPLETE eley-Vane LINE Portiand, Seattle. 






104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


Le V4 > a 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 








HARDWARE AGE, JUNE 16, 1949 





duction scl 








ductions 0 

Wholesale Hardware Sales° current ‘de 
By Geographic Divisions, for April, 1949 Coupled w 
oes : mains paces reductions, 
SALES REPORTED CUMULATIVE SALES b in order te 

oa - ccna ules. the | 


| 
| | 
Percent Change proximately 














GEOGRAPHIC April 1949 Amount (Add 000 
DIVISION env vs. . , tion worke! 
S saisnntsbegneiliialignintern le pilglatadinnisientieinitert anuary- | January- | 
| | ; | April | Apri! | Muskegon. 
Firms | April | March | Aprit | April | March | 1949, | 1948._| Percent 1 ellis 
c | 1948 | 1949 | 1949 | 1948 | 1949 |(Add 000) (Add 000); Change retail se 
rs | ieee hee ee ¥ | Model 
U. S. TOTAL | 269 —18 | —8 ype, ins $65,766 $238,567 | $271.041| —12 B-64 
New England | 19 18 | +5 1,424} 1,732) 1,361 5,146; 6,037) —15 (newly int 
| Middle Atlantic | 63 —18 10 | 9,599 | 11,709| 10,701| 37,526; 41,823| —10 R-849 
| East North Central | 42 | -2 | -8 8,681 | 11,149| 9,446| 37,672 | 1.006 | = SD-849 
| est Nort | ~ | , , — . 
| South — | 33 | a) i < 5 "Nast \Yera "5103 | 21581 | 23,112) —7 SDF-849 
| East South Centrai:.| 17 | —15 | — 7 | 4.308) S075| 4.624) 15,728) 17/808) —11 R-1049 
est South Central. 2 =}; -l | 11 7,994 8,988 | 8, - 
Mountain......... 12 -14 | —6 | 2'246| 2597, 2'381 7,419 7,77| —5 
Pacific........... 29 —21 | 7 | 9,916) 12,558) 10,687/ 38,868 46.477 | —16 Sto 
=a ee a ; =i Cleveland, 
THE PRODUCT—Test-O- Bureau of the Census. Current Wholesale Trade. ae 
Lite Is the only pocket-size ere sehen ep vensived toe tate to be insorperated in Conene Buroes published releases. prices, an 
° * 8 receiv ‘00 fate for inciusion in previous monthly totais. ont } 
electrical tester with a pat- c Number does not apply in all cases to the cumulative figures. entire line 
= ented safety feature . ; _ : ; = 
the favorite of engineers. States Comprising Regions: Wa 
TWO resistors in Test-O-Lite New England—(Conn., Maine, Mass., N. H., R. I, Vt.) pliance M 
make it SAFE for electrical Middle Atlantic—(N. J.. N. Y., Pa.) ently rede 
tests from 100 to 550 volts See ee Se See Soy ay : . _— 
. . AC or DC. It's built of tough, sturdy East North Central—(Ill., Ind., Mich., Ohio, Wis.) models of 


West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fia., Ga., Md, N C., S. C., Va., W. Va.) Ga 


bakelite, guaranteed to last a lifetime, 
and is the only tester designed for use 















































with one hand when ladder work or con- East South Central—(Ala., Ky., Miss., Tenn.) Borg-Warn 
fined quarters make trouble-shooting diffi- | West South Central—( L ' rice red 
cult. And the handy vest-pocket clip holds — entrel—tArk., Le., Okia., Texes) : 
the Test-O-Lite where you want it when | Mountain—(Ariz., Colo., idaho, Mont., Nev., N. M., Utah, Wyo.) $10.00 on 
you need it. Pacific—(Calif., Ore., Wash.) cept one 
| gested ret 
THE PACKAGE—tThe are: 
Test-O-Lite Carton, designed ’ 
- wall on ateates display | all Cory glass coffee brewers and domestic a reduction for all merchandise in 
holds 20 Test-O-Lites color- | appliances and said Mr. Cory, “In the stock purchased within 60 days prior 
fully boxed and coated with | event it should become possible for us to the effective date of such price re- Model 
plastic lamination. It catches | to lower the retail prices on domestic duction.” N-308 
the customer's eye, and tells | models in the Cory line, we will: <A, . = 9s PN-409 
peter aac teen | Give the distributor adequate advance Electric refrigerators — As N-407 
urns browsers ree buyers. notice of such an intended reduction. the result of increased demand, Norge _— 
Helps tie Test-O-Lites to other | B. Credit the account of any authorized division, Borg-Warner Corp. on May N-42? 
sales as well. Cory distributor for the amount of such 31, announced greatly increased pro- 
| Be 
NATIONAL ADVERTISING —Through Departmer 
the years advertising in such s 
widely circulated magazines | Esti ted Sal ag, 
as POPULAR SCIENCE, | a effective 
POPULAR MECHANICS, | of Wholesale Hardware Distributors* Beetle pla 
MECHANIX ILLUSTRATED colors wil 
RADIO NEWS, and leading Monthly 1939, 1941, 1946, 1947, 1948 and 1949 any quan’ 
trade publications has made (Expressed in millions of dollars) This repla 
Test-O-Lite a byword for find- = ae et 1S ee eee dhe 31 ons 
ing and solving electrical Month 1949 1948 1947 1946 1941 1939 ae ae 
troubles. Helps create sales Pan yah erie ee 
even before customers step January 154 170 159 113 56 39 smaller q 
into your store. | February 150 173 165 118 55 37 1 to one 
- March 189 205 189 131 63 48 
Test lite, moving like 60! April mma G. 
increased volume ond ex- Total First 4 Months 667 762 709 506 248 171 livery” i 
panded production facilities ee ee eaaiecns eae ag = ——_—_____—- apparatus 
have cut the price of the | May 195 185 148 79 52 Jane 1 to 
png i = 1/3 below | June 198 172 145 78 51 mest pro 
$ pre-war cost. | July 190 170 150 80 45 ; 
company 
Order a supply of Test-O-Lites from your | August 209 73 160 - against p 
jobber now. Take advantage of these September 212 pe pt made witk 
extra helps which mean a bigger Test- October 220 215 196 90 60 Other j 
O-Lite turnover for you. | November 202 189 176 76 54 ther iten 
| December 177 177 167 78 49 the quote 
| i ee a 5 = * ae ‘en ae fe E sid aaa a provision 
L. S. BRACH M a CORP. Grand Total for Year 2365 2179 1809 899 592 ment in t 
e aad St a aes < Seat d c i0 s 
‘200 Central Ave., Newark 4, N. J. *Estimated by the Office of Business Economics, U. S. Dept. of Commerce actions 
HARDW. 
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| Percent 
))} Change 


lise in 
$ prior 
‘ice re- 


Norge 
1 May 
d pro- 





duction schedules and sharp price re- 
ductions of from $10.00 to $40.00 on 
current domestic refrigerator models. 
Coupled with announcement of price 
reductions, Norge also announced that 
in order to mest its stepped-up sched- 
ules. the company has employed ap- 
proximately 100 per cent more produc- 
tion workers in its refrigerator plant in 
Muskegon. Former and new suggested 
retail selling prices are: 


Model Former Price New Price 
B-64 

(newly introduced) $189.95 
R-849 ........$239.95 229.95 
re 309.95 299.95 
SDF-849 ...... 339.95 299.95 
R-1049 309.95 299.95 

a os * 


Stove pads—The Metaloid Co., 
Cleveland, Ohio, recently reduced 
prices, an average of 8 per cent on its 
entire line of Nu-Top Stove Pads. 

ae + > 

Washing machines—The Ap- 
pliance Mfg. Co., Alliance, Ohio, re- 
cently reduced list prices by $10 on all 
models of Duchess washers. 

os * * 

Gas ranges — Norge Division, 
Borg-Warner Corp., recently announced 
price reductions of from $10.00 to 
$10.00 on gas ranges, covering all ex- 
cept one model. Old and new sug- 


gested retail selling prices (Zone 1) 
are: 
Former New 

Suggested Suggested 
Model retail price retail price 
N-308 $139.95 $119.95 
PN-409 $149.95 $139.95 - 
N-407 $179.50 $169.95 
N-357 $199.50 $169.95 
N-427 $219.50 $179.95 

* os * 


Beetle plastic — The Plastics 
Department, American Cyanamid Co., 
New York City, has announced that 
eflective immediately the price of 
Beetle plastic in Bureau of Standards 
colors will be 31 cents per pound in 
any quantity of one drum or more. 
This replaces a price scale under which 
the 31 cent price applied only to ship- 
ments of 30,000 lbs. or more, while 
smaller quantities cost an additional 
14 to one cent per pound. 

* * * 


G. E. protects “prompt-de- 
livery” item's—General Electric Co.’s 
apparatus department returned on 
June 1 to its pre-war pricing policy on 
most products. For some items the 
company will protect the purchaser 
against price increases on shipments 
made within 90 days after an increase. 
Other items will be sold on the basis of 
the quoted price being maximum, with 
provision made for downward adjust- 
ment in the event of general price re- 
ductions in the line. Exceptions to 
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it 
ain't 
$0... 


On March 29th, 1949, fire struck our plant at 
Le Roy, New York, and did serious damage which 











has put us out of production TEMPORARILY. 

We now understand there are rumors among the 
trade we will not resume production. 1T AIN’T SO! 

Rebuilding of our factory is proceeding rapidly 
on an around-the-clock basis, and we will be 
serving the trade again in an astonishingly short 
time. Definite announcements of our progress will 
be made from time to time and at an early date. 

We wish to take this opportunity to express our 
appreciation for the many kind messages we have 
had from the trade, and to assure you again, WE 
ARE STILL IN BUSINESS, and will soon be able to 
supply our line of Tool Chests, Utility Chests, 
and Service Kits, and the UNION Line of 
“Watertite” Tackle Boxes. 


UNION CORPORATION 


LEROY NEW YORK 
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—te MOORE 


ENAMELING & MFG. COMPANY 








that invites 
close inspection 


Lafayedle 


WHITE-RED TRIM 


Here are popular-priced Glass-on- 
Steel utensils today’s careful shopper 
may examine as closely as she likes. 
You can sell more Lafayette ware — 
with complete confidence because we 
at Moore strictly maintain “cream 
top” selection — highest quality 
standards for the line. With a new, 
whiter, superior porcelain enamel, 
Lafayette 2-coat ware looks, wears 
and sells better. 


40 ITEMS TO CHOOSE FROM 


Profit opportunities are big in this 
big line. You stock the items wanted 
in your community. Lafayette beauty 
and quality at low competitive prices 
do the rest. All items are sparkling 
white, with red trim and solid red 
covers for repeat match-up sales. 
You'll agree it’s the best value in 
popular-priced ware. Ask your jobber 
or write today for complete illus- 


trated price list. 


West Lafayette, Ohio 































































































Millions Sales of Hardware Wholesalers Pd 
250 . 250 
225 Fw Total for Rue) 225 
—_ ¢ $2 
200 —_ ATF ZS SMilion 
/ > oo 7 (fF ar Qh % a 200 
/ wo er Ate 
175 | +4 (p1™ 1947, ih fl ee 
a ©. —.. ‘Segimee amend y Tota! for i9) 
L—--— f Sub Total For First Four Months = me $2179 milo 
of 1949 $667 Million. a 
150 phe men me 150 
Prod 19460" Total for, roaod 
~ e gill ; __ 31809 million _ |. 
a 
aii | 
| 
a a a + 100 
} | oats 
| --" *s, 
ee ee eee ee al _ 
— | | oe a 1941 Total forji94i7| 7° 
oe an | $/899 million 
bp cameo | - “Se een, 
sor ~ a decsccece: can eames Pe TT oe ae’ 50 
ae 1 1939 \ Total for 19390 
4 $/592 million 
” some Se TE SE Se Ss ™ 
| | 
ol 1 — sag | ‘ = — , ah — a 
Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. Dec. 


Source: Office of Business Economics, U. S. Department of Commerce. 





continue to be sold on the basis of 
“price in effect at the time of shipment, 
with a 10 per cent ceiling.” Large 
hydraulic, turbine-driven generators, 
synchronous condensers and frequency- 
changer sets will be sold on the basis 


the return to pre-war policy are made 
in the case of long delivery items. 
Transformers rated 15,000 kilovolt- 
amperes and above, turbine generator 
sets rated 15,000 kilowats and above, 
and Alco-G.E. diesel lecomotives will 








INDEPENDENT RETAIL HARDWARE STORE SALES 
TRENDS IN 19 CITIES IN THE UNITED STATES 





April, 1949 





Per Cent Change 
April, 1949 4 mos., 1949 April, 1949 
Cities compared with compared with compared with 





April, 1948 4 mos., 1948 March, 1949 
California—Los Angeles ......... —12 —18 +2 
EEE bc wutisdsecauepesecesees + 6 + 7 +7 
Be PND va bcctoeeeseneseee —19 —18 + 1 
Illinoisa—Chicago .....ccccscceees — 8 —9 +21 
Maryland—Baltimore ............ —9 —10 +15 
Massachusetts—Boston ........... +1 —2 +14 
Michigan—Detroit .............0+ + & + 6 +38 
Missouri—St. Louis ...........0.- —ll1 —9 +28 
Nebraska—Omaha .........c0eee: —l1 —10 +15 
New York—Buffalo ............. —7 —2 +15 
eee ae —12 —15 + 6 
SSN avs wissen nis sies'en.seeee — 3 — 1 +34 
SEE ec.bcwvesincdpeackanaw — 3 +11 +14 
EEN Gi oiddueesepereascosons —1 +1 +56 
IIE ins. do dcic k5 500 cesses — 4 — 3 +29 
Pennsylvania—Philadelphia ...... —l1 —4 + 8 
PEED. suivccuicccssensewceoe —9 — 3 +26 
Washington—Seattle ............. —2 —10 +7 
Wisconsin—Milwaukee ........... —2 + 2 + 4 
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Compiled by Bureau of the Census, U. S. Department of Commerce. 

Editor's Note: Monthly Retail Trade Reports of the Bureau of the Census are 
now limited to cities and other local areas because appropriations available for 
the new year are not sufficient to develop and maintain valid data on a state- 
by-state basis. 
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of price in effect at the time of ship- 
ment, with a 20 per cent ceiling. The 
company will give purchasers 90-day 
protection on distribution and network 
transformers, lightning arrestors, cut- 
outs, power correction capacitators, 
watt-hour meters, instrument _ trans- 
formers, industrial controls, and induc- 
tion motors rated from one to 200 
horsepower. Lines to be sold on the 
basis of the quoted price being maxi- 
mum, with provision for price cuts in- 
clude: Power transformers below 15,000 
kilovolt amperes, all items of switch- 
gear, integral direct current motors, 
:ynchronous motors, and_ induction 
motors above 200 horsepower; indus- 
trial heating, street lighting and weld- 
ing equipment, industrial haulage loco- 
motives and car equipment, turbine- 
generators below 15,000 kilowatts and 
mechanical-drive turbines. 
7” ok % 
Carpet cushions and linings 
\merican Hair & Felt Co. announced 
price reductions, effective June 1, on 
two lines in its floor covering division. 
Cuts of approximately 25 per cent were 
made in Circle Tread Ozite rug 
cushions, and of 15 per cent on Castle 
Linings. The company said the price 
cuts are made possible by a “sub- 
stantial price drop on cattle hair.” 
* a a 
Industrial alcohol to ad- 
vance—Leading distillers of industrial 
alcohol expect to notify their contract 
customers that the price will be in- 
creased to 30 cents per gallon July 1. 
The current price, which has held for 
several months, is 21 cents per gallon. 
This is below cost for distillers who use 
molasses or grains. The price of alco- 
hol broke sharply last fall following the 
purchase of the balance of the Cuban 
molasses crop by Publicker Industries, 
on terms which set the price of the 
molasses according to the price at 
which the alcohol was sold. Molasses 
is the chief raw material for distilling 


alcohol. 


Commodity prices — Com- 
modity prices continued to drop in 
May, said the N.A.P.A. report, though 
not so rapidly as in April. It said that 
a series of small token cuts were not 
attracting buyers. Purchasing agents 
will continue to look for lower prices, 
said the report, until they have more 
confidence in the price structure. The 
report listed 36 important commodities 
that had suffered price drops during 
May. Copper, lead and zinc were listed 
as the leaders in the downward move- 
ment, Other important commodities 
registering declines were acetates, 
autos, building materials, burlap, car- 
bon black, casein, castings, caustic 
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ROYAL GAS SPACE HEATERS 


Vented ... Circulators... Circulators with Radiants .. . Radiants... 
Wall Inserts ... A complete line of the most modern, best operating 
gas space heaters for all types of gas. 


ROYAL FIREPLACE FURNISHINGS 


Ensembles... Firesets ... Andirons... Screens... Firelighters . 
Wood Holders... Grates... Specialties . . . Beautifully executed and 
designed with real sales appeal. 


KOL-GAS MAGAZINE HEATERS 


For burning coal or wood. 


SEE the outstanding promotional numbers and the many new items. . 
Smart in design, high in sales appeal . . . At attractive lower prices. 


DON'T MISS this display at SPACE O—17th FLOOR—AMERICAN 
FURNITURE MART—CHICAGO, JULY 5-16. 


CHATTANOOGA IMPLEMENT & MANUFACTURING CO. 


CHATTANOOGA, TENNESSEE 





5 Rien 








SIX 
OUTSTANDING 
SELLING 
FEATURES 






The Peerless Freezer has built an 
enviable reputation on outstanding 
value and six superior construction 
features. It is outstanding in per- 
formance, too. 


Household Sizes: 2 to 10 Ots. 
Hotel Sizes: 12 to 20 Ots. 











ASK YOUR JOBBER 
THE PEERLESS FREEZER oo. WINCHENDON, MASS. 
































Colorful display merchandiser 
(shown below) packed with each 
dozen cans. List Price 35e for 4 oz. 
“Controlled Flow’ (drop or pres- 
sure stream) can, 


Graphited LOCK FLUID 


Makes locks work easier in any season. Helps 
seal out dust and moisture from working 
parts, giving best protection against sticking, 
rust, and freezing. Contains colloidal graphite 
in a fluid carrier. Penetrates rapidly, then 
carrier evaporates, leaving a graphited, long- 
wearing film. Recommended for all types of 
lock mechanisms— indoors and out—in any 
climate. 


LOCK FLUID 


WEAR 





Order from your jobber. 


AMERICAN GREASE STICK CO. 
Muskegon, Michigan 


























VITAL PRODUCTS MANUFACTURING CO. 
| 708 QUINCY AVENUE 


NAILS 


CARLOAD 
LOTS 
for 
IMMEDIATE 
DELIVERY 


Most All Sizes 
Any Quantity 


Write Today for New Catalog 
and Price List! 


i ad 





wz VITAL Cartridges are filled 
by leading caulk manu- 
facturers and supplied by 
your jobber, 











VITAL interchangeable nozzles—for 
every size and shape of caulk strip, 





from 1/16” up. 





VALENTINE EQUIPMENT CO. 


561 WASHINGTON BLYDO., CHICAGO, ILL. 











CLEVELAND 4, OHIO ) 
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soda, containers, food, formaldehyde, 
coal, oil, coke, glycerine, greases, 
iron and steel scrap, lumber, mercury, 
naphtha, lubricating oils, paint, paper, 
platinum, printing, rayon fibre cord, 
shellac, soap, soda ash, tires and tex- 
tiles. 


* * * 


Refrigerators—On May 23, 
price reductions of $5 to $10 on four 
household refrigerators were announced 
by Frigidaire Division of General Mo- 
tors Corp. The reductions follow the 
announcement of the downward adjust- 
ment in cost-of-living allowances to be 
paid General Motors eligible employees 
during June, July and August, and 
were “formulated to pass along to con- 
sumers the savings resulting both from 
the downward adjustment of wage and 
salary payments and the lower cost of 
certain material items.” Frigidaire 10 
days earlier had announced price re- 
ductions of $10 to $23 on 13 house- 
hold refrigerator models. 


* * * 


Fire extinguishers—On May 
23, prices of portable fire extinguish- 
ers were reduced by General Detroit 
Corp. and its affiliate, General Pacific 
Corp. The average customer will pay 
about 12% per cent less for the Quick 
Aid line of vaporizing liquid, foam, 
soda-acid and pump extinguishers. Typ- 
ical reductions are: Soda-acid extin- 
guishers, formerly $24, now $21; foam 
extinguishers, formerly $26, now $22.60; 
and one-part vaporizing liquid extin- 
formerly $12, now $10.45. 
“We believe that mass distribution of 
portable extinguishers will help mea- 
surably in reducing fire loss,” the com- 
“To further such mass 
have reduced our 


guishers, 


panies said. 
distribution, we 
prices.” 

* * & 


Anti-knock compound—Effec- 
tive May 27, Ethyl Corp. has cut the 
price of “Ethyl” anti-knock compound 
for the fourth time this year. The price 
of the motor-mix compounded has been 
lowered to 5534 cents per pound of 
tetraethyl lead content (from 57 cents). 
The price of aviation-mix compound 
has been reduced to 61% cents per 
pound of tetraethyl lead content (from 
62% cents). The old price had been 
in effect since May 9. 


* * * 


Leather—Steer hides are fall- 
ing to lower price levels, as shoemakers 
turn increasingly to substitutes for sole 
leather. Colorado and Texas steer hides 
(used mainly for soles), which brought 
26 cents per pound early this year now 
sell for 19 cents. Cowhides (used for 
shoe uppers) still bring the 26 cents 
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greases, per pound they commanded in Janu- SA M S e) N 
mercury, ary. Some 40 per cent of all shoe soles 
+ Paper, are now non-leather. ya SOLID BRAIDED COTTON 
oe * * * AT HOME 7 CO R ND) 
and tex- - 
Lead—On May 26, the price of Hanging windows, clothes 
lead declined a cent a pound for the | line, halters, dog leashes, Originally made for hanging windows and 
second time in that week. The new dumb-waiter rope, tying “ "” , 
aod dis 2 ek o weet a 8 | trunks, well rope, on over- commonly called “sash cord,” a use in 
lay 23, Se ae > eo wae | heed gorage doors, on which it dominates, Samson Solid Braided 
en tear York. On the 23rd, lead was lowered | porch and house shades, ch i ’ a 
ction’ to 13 cents, from 14 cents. At the garden line, ad infinitum. Cotton Cord has come to be used for so 
ral Mo- 12-cent figure, lead has lost 912 cents, ones many purposes that it is indispensable for 
Rie the or 63 per = of its 15-cent a pound | any home, farm, camp, store, or factory. 
neha post-war advance to a record 21% | Tying canoe on car roof, : cot pe 
| adjust itn, ‘ib dana tat thie allies anes odie tie wm It is firm and smooth, wih little stretch and 
*s to be — ‘ da half fenders, tying Christmas lots of wear, does not kink or ravel, is easy 
nployees = 8 ie Gee ee we one 6 " tree on the bumper, hold Se tend dti Autti scat 
er months. Demand for the metal remains ing secure the load in the on the hands, and tes and unties readily, 
pes ities low—far below the rate of custom trailer, tent rope, boat Wherever a smooth, tough, durable cord 
i tess smelter purchases of ore and scrap. It aan Ms ee one is needed, Samson Cord fills the bill. 
age and has ~gtag - Pts y enmecigen$ of etc. Carry more sizes in stock — sell more 
supplies producers. Custom smelters 
cost of : H — 
oe 10 are being forced to find a price at IN INDUSTRY braided cord sell SAMSON cord. 
rice re- which they can buy their raw mate- Counterbalancing fire SPOT CORD 
| house- rial and sell the refined product. The doors, bell or whistle ro REG. U. S. PAT. OFF 
biggest single industrial users of lead, rope, shade cord, venti- = 
story battery makers, still are out of eon 5 eg atth 
the market. Their business has been used Some. ’ 
= slow since the beginning of the year. 
n May | 


Normally, the storage battery industry 


essen accounts for about a third of all lead SAMSON ee & CORDS 
we buying. COTTON 






















Pacific ae 
“ill pay All sizes from Ve inch to 1 inch diameter Special 
= Quick Tin for freer uses—The Com- en Wee an. eee 
foam, merce Department plans soon to free SAMSON CORDAGE WORKS ° BOSTON 10, MASS. 
rs. Typ- some tin supplies, for more uses in the nis sai cleiamla 
\ in second half of this year. This will be i 
|; foam a move to return tin consumption 
$22.60: toward its unrestricted pre-war pattern. . 
extin. | Here is what the Department is re- | You get repeat rentals with Easy-to-Use 
$10.45. ported planning to do: Permit use of ae 
sen al heavier tin coatings on cans for “pack- ‘ 
p mea- ing a number of food and other prod- SKIL Floor Sanders and Edgers A 
se com ucts”; revise specifications for certain é 
eee solders permitting increased use of tin; NC 
dour and increase the net of tin in “certain | Because your rental customers get better results with 
other manufacturing operations.” One | SKIL Sanders and Edgers, they come back to you—again and 
reason for easing controls on tinplate again. Even beginners do expert jobs with these powerful, 
use, according to the Commerce De- easy-to-handle tools. Make your first-time customers 
—Effec- partment, is that canned foods are stay- permanent customers .. . recommend and rent SKIL 
cut the ing on store shelves longer, with the eeaneesseseseoenae Floor Sanders and Edgers. 
mpound return of the buyer’s market, and a ' SKIL Floor Edger 5 
e price heavier protective coating of tin in : ae uae nag alge : SKILSAW, INC. 
as been the cans is thus advisable. Authority I closets and edges which a drum sander t 5033 Elston Ave., Chicago 30, Ill. 
und of of the Department to administer con- § con't reach. Sanding discs are chonged = Factory Branches 
cents). trols over tin expires on June 30. 5 eee Seesaw ree fs in Principal Cities 
E perfect sanding of uneven floors. in Canada: SKILTOOLS, LTD., 
npound Under the second decontrol act of 1947, i GS ge Rastend Se, Foren, ON. 
ats per the Department allocates monthly : £ ¥ 
. (from amounts of tin to industry, limits in- ' i 
d been ventory accumulations, restricts the rn t 
purposes for which tin and tin prod- i. 6 dre ~ : 
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mum tin content for each permitted ! >. a/ ' 
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»makers es t iD ' 
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= hbdies Metal prices—Metal prices are 
Husky, easy-to-maintain, 


brought = shaky despite s number of dips to om [} Se onereacaeigperoon 
ae ane ate. Steel scrap’s price cut in half © ete 05 peunie. Sincte 
sed for since early January, may shrink more 00 S dip’ Vebolt end permenently 

soon. Mill buying continues skimpy. / lubricated ball bearings for 


at P 
6 cents long, trouble-free service. 








Scrap dealers, meanwhile, say many of 


TRADE MARK 


SKIL Tools are made only by SKILSAW, Inc. 
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(and woman, too) 

Is a prospect 
for this 

+199 seller! 


HANDYMAN’S SET OF 
SCREW DRIVERS 


MECKAMIC'S QUALITY 
Ore TemPpeRted 


UNBREAKABLE 
AMBER 
HANDLES 


} i) 
+ Ground Tips | - 
ee } | ] 
every general 
purpose a 
+ Sure grip 
+ Shock proof A 





’ 





A necessity for every 
one of your customers. 
Smartly carded for 
quick sales, priced for 
profitable turnover! 


Complete set consists of: : 
@ 2%2” POCKET SCREW DRIVER WITH CLIP 
@ 3%” CLOSE QUARTERS ELECTRICIAN’S DRIVER 
@ GENERAL PURPOSE SCREW DRIVER 

@ MECHANIC’S SCREW DRIVER 


Mechanic's Quality Oil Tempered Tool Steel Siades: 
Fuller’s Famous Unbreakable Fire-Safe Amber Handles. 


Order through your wholesaler 
We're telling the story of 
FULLER Quality every month, in 
“POPULAR MECHANICS” & “POPULAR SCIENCE” 


FULLER TOOL COMPANY, Inc. 


World's Larges? Producers of 
Unbreakable Amber Handle Tools 


905 Faile Street Bronx 59, N. Y. 





150 


Every man 


| ers for May may be the smallest in 





their suppliers are offering them more 
metal this month than last, and that 
“disposing of the stuff gets harder 
daily.” 
is slow. Copper deliveries to consum- 
several years. The biggest lead users 
storage battery makers -- continue 
slow. Replacement battery shipments 
by producers in April were the smal- 
lest in nine years. Nobody knows how 
far non-ferrous metal prices can slip 
before “bumping bottom.” But lead’s 
price, even after the latest dips, is still 
two-and-a-half times the 1939 average. 
Zinc is more than twice as costly as in 
1939. Copper is some 60 per cent above 
pre-war. 
* & * 

Natural rubber—On May 27, 
natural rubber prices in the New York 
market broke to the lowest levels in 
two years. Smoked rubber sheets were 
quoted at 16%% cents a pound, off 1% 
cents in little more than a week. This 
compares with the U. S. government- 
fixed price of 1842 cents a pound for 
synthetic rubber. Natural rubber sold 
as high as 25 cents a pound in New 
York last August. Trade sources blamed 
the current decline to rumors of deval- 
uation of the British pound. 


Steel production — 
steel who have been the most optimistic 


People in 


on the production outlook have changed 
their minds a bit recently, according to 
the June 2 issue of The Iron Age, pub- 
lished by Chilton Co., publishers of 
Harpware Ace and other business pub- 
lications. In the past 10 days these steel 
officials have noted that: (1) steel order 
volume is slowing down; (2) backlogs 
are being pared by cancellations; and 
(3) there is difficulty getting enough 
orders on the books for July rolling. 
The ingot rate, reported The Iron Age, 
for that week was 921 per cent of 
capacity or 1% points off from the pre- 
vious week. It was pointed out by 
The Iron Age that “the current rate 
remains high—but is declining slowly 
but surely each week—because: (1) 
Big steel companies have greater order 
backlogs and their rate rolds up the 
average; (2) current production is on 
orders placed some time ago; (3) 
semifinished inventories in the steel 
plants are being built up; (4) steel 
warehouses belonging to steel producers 
are being well stocked and (5) steel 
mills’ subsidiary firms making finished 
steel products are getting bigger and 
higger supplies to work with.” 


* 


Furniture—The expected spring 
rush in furniture buying has failed to 
materialize, Seidman & Seidman, ac- 
countants, reported in their monthly 


Copper, lead and zinc buying | 


DO YOUR 
CUSTOMERS 
KNOW THAT 


4 RUST-FROZEN TOOLS, 


) FIXTURES AND 
EQUIPMENT? 


6 Tasgon, the most effective rust solvent 
on the market, penetrates instantly, 
even in the tightest joints . . . dis- 
solves gummed oil, paint and tar... 
loosens frozen nuts and bolts . . . frees 
rust-locked pipes cleans and 
lubricates metal contact surfaces! 


SEE FOR YOURSELF! Send for 
FREE can of Tasgon today! 


SAMUEL CABOT, INC. 
634 OLIVER BUILDING BOSTON 9, MASS. 
New York Minneapolis Chicago 








































GREAT 
NECK 


Quality in 
every tool— 
at popular prices! 
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X Create VOLUME SALES! 


able prices. 


GREAT NECK SAW MFRS.., Inc. 


Mineola, New York 





Great Neck 
tools are being 
sold to millions 

each year. Ask 
your jobber for the 
Great Neck catalog— 
key to sales at profit- 
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r, survey of the furniture industry. New 
SHELBY S MONTHLY FEATURE orders in April were 2 per cent below 
a year ago and 18 per cent under 
March. For the first four months of 
1949, orders were 23 per cent less than | 
in the like 1948 period. Cancellations, 
ADJUSTABLE CLOSET which have been running at 9 per cent 
HANGER BAR and 10 per cent of new orders in re- 


cent months, climbed to 11 per cent 
Series 104 00 00 in April. 


LOOK AT THE Watch tariffs claimed in- | 
CONSTRUCTION! adequate—Swiss-made watches have | 


captured a large portion of the Ameri- 








Shelby Closet Hanger Bars are can watch market because tariffs are 
skillfully constructed. The tub- “inadequate and unrealistic,” said J. 
ing and wall flanges are G. Shennan, president of Elgin Na- 


smoothly spun together tnto tional Watch Co.. recently. The indus- 


. _ try has asked Congress to survey the 
one permanent integral part. 


problem. “Tariffs on watches were re- 


rust solvent They're built strong to give duced in 1936 by approximately 35 per 
wees years of useful service. Your cent,” Mr. Shannon said. “In addition 
nd tel sh customers can see the differ- to this, other factors have greatly re- 
is... frees ence. Available in steel or duced the protection that was intended 
a scien tubing. by the 1936 trade agreement with 


Switzerland, including devaluation of 
the Swiss franc and an almost 100 pet 
cent inflation here since 1936.” The 
| Elgin Watch president claimed that 


Send f ; 
| =o Build sales, profit, and satisfied, 


customers with Shelby Hard- 
ware. Order from your jobber. 





7 INC, 
IN 9, MASS. 
Chicago 






| labor rates for comparable jobs in 


Since 1898 | Switzerland are only 40 per cent of 
THE he SPRING HINGE CO. American rates. “Inasmuch as the cost 
SHELBY. OHIO of the watch movement is almost en- 


tirely Jabor, the American industry has 
not been able to offset this great dis- 





parity in labor costs, despite extensive 
technological improvements and greater 
operating efficiency.” Because of the 


ln on 
a It will pay y it inadequate tariffs and of the labor 
a to send your inquiries differential, watch imports are currently 


more than double the pre-war level, 


while “at present, importers’ profit 
ratios are in some cases double those 
of the domestic manufacturers.” The 
American watch industry does not want 


you quotas, embargoes, subsidies or other 







EAT tails and Pay eee: 
@ We handle all deta _ invest “interferences with competition,” the 
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A oe Living cost up in April—Retail | 
E SALES! Py: He prices inched up 0.1 per cent in April. FOR E VER Y JOB “ 






5 This was the second straight monthly 
. ‘ iron picket rise in the cost of living after a five- wa 
is one of many ! kes. ‘ 
This yies stewart mo month drop which started last October. 


ce st . : irc oe _ 
e pucts ARE: Chain -_ ar The Labor Department said the con- A, 
Great Neck OTHER a window Guards; parecer sumer price index on April 15 mea- 
ire ing an 
ding 2 


ols are being e; ‘ ae ies 5 . 9c 
| to millions ce Steel Settees; Steel Fol ee and many sured 169.7 per ce nt of the 1935-39 " 
year. Ask eee Iron Railings; oe aceaetatl today average compared with 169.5 per cent 


bber for the others. Write for on March 15. The Sept., 1948, high 
ck catalog— THE STEWART IRON WORKS CO., Inc.” ©) was 174.5 per cent. The Labor Depart- 
es at profit- 1637 Stewart Block, Cincinnati 1, Ohiog ment stated higher prices for foods, WRITE FOR NEW BULLETIN 


Experts in Metal Fabrications since 1886 





rents and miscellaneous goods and ser- 





SUPER TOOL COMPANY 


21650 HOOVER ROAD + DETROIT 13, MICHIGAN 


vices in April were more than enough 
to offset sagging prices of fuel, apparel 
oe -_ | SURPLESS-DUNN CO. 
| and house furnishings. The March-to- Sustenel thiaiiadinn 


April increase in retail prices this year NEW YORK . CHICAGO 





| was only a fraction of the rise over the 
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ACCESSORY DISPLAY CASE 


Put it on your counter and ring up many 
profitable sales. Three each of the most 
popular accessories are dr2matically dis- 
played in this dustproof, theftproof case 
which is 23” high 16” wide 12” deep and 
has easy-sliding shelves and plenty of room 
in back for literature. 

Customers see your varied, clean stock— 
make their own selections—sell them- 
selves! 

THERE'S MONEY IN 


ACCESSORIES 


This new case will attract year-around 
repeat business that means steady income 
and profits. There are 500 accessories in 
the Chicago line—the finest and largest 
line available—and made to fit all portable 
power tools. 


HANDEE TOOL OF 1001 USES 


The choice of home craftsmen, mechanics, 
hobbyists. Speed 25,000 r.p.m. AC or DC. 
First tool of this type and today’s finest 
for work on metals, alloys, plastics, wood, 
horn, glass, etc. Grinds, drills, polishes, 
engraves, routs, sands, saws. Weighs only 
12 oz. and fits the hand comfortably. Na- 
tionally advertised with 40 accessories in 
case for $27.50. Handee with 7 accessories 
(no case) $20.50. 


PLASTIC-CRAFT KIT 


Contains everything needed for internal 
carving and coloring of plastics. For use 
with Handee or other portable tools. Re- 
tails for $6.95. 

DEALER AIDS—Free mats, electrotypes, 
scripts, circulars and display material. 
Write for discounts and Special Offer on free 
Accessory Case. 


CHICAGO WHEEL & MFG. CO. 
1101 W. Moarce St., Dept. HA, Chicago 7, Ill. 


Send details of Free Accessory Case plan. 


radlo 


Name 


Address 
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like period in 1948. The index rose 
sharply from 166.9 per cent in March, 
1948, to 169.5 in April, 1948, and then 
climbed steadily to the high of 174.5 
in August and September before slid- 
ing off of 169.0 in February of this 
year. 
a a 

Farm prices declining—The 
Agriculture Department reported prices 
received for their products 
declined 14% per cent between April 
15 and May 15. The drop was at- 
tributed to lower prices for meat, dairy 
(sharply off), and 


farmers 


products, flaxseed 
truck crops. Hog prices in the first 
half of May were the lowest since 
Sept., 1946. At the same time, prices 
farmers must pay for consumer goods 
also declined. The “prices-paid” index 
dropped one point by mid-May, due to 
“dips” in clothing, building materials, 
furniture, and sundry farm supplies. 
o aa * 


” 


To ease flaxseed accumula- 
tions—The government is moving to 
dispose of flaxseed stocks acquired in 
price support operations on last year’s 
crop. It has major flaxseed 
crushers to submit bids for Commodity 


invited 


Credit Corp. flaxseed holdings, totaling 
about 18 million bushels. But some 
flaxseed processors are refusing to buy 
from the newly harvested crop, forcing 
the C.C.C. to take over additional 
amounts. The C.C.C. does not expect 
to be able to sell much of its flaxseed 
and linseed oil, but the average mid- 
May national price received by farmers 
stood at $4.14 a bushel. It paid $6 a 
bushel for 1948 flaxseed, so the Corpo- 
ration is certain to take a loss on any 
it sells. Early in the war, the govern- 
ment told growers it would pay them 
nearly 140 per cent of parity for flax- 
seed in an attempt to increase domestic 
Also, the traditional 65 
cents a bushel duty on imports of the 
324% 


cents a bushel to bring in outside sup- 


production. 


raw material was trimmed to 


plies. Just now, the higher duty is 
being restored. The war-time incentive 


brought results. Average acreage in 
flaxseed jumped from 2,305,000 acres 
in 1937-41 to 4,072,000 acres in 1942-46. 
Last year’s acreage totaled a huge 4,- 
889,000 acres. 


mand for linseed oil fast disappearing, 


But with the war de- 


supplies of flaxseed have become ex- 
cessive. Last year the C.C.C. bought 
heavily under the high war-price sup- 
port commitment (since withdrawn) 
and still holds 18 million bushels of 
flaxseed and some 250 million pounds 
of linseed oil. 


* * * 

“Bottled” gas—The liquified 
petroleum gas industry, whose market 
lies chiefly in rural areas, has nearly 
trebled its total annual sales in the 








There’s More to it 
than the BALL 


Complete 
Assortment 

in 64-Box 
Display Carton 






It’s the PACKAGE that SELLS 


How much profit do you make on the sale of a few 
loose steel balls...counting handling? Not much! 
But when you put the PAK-BAL Assortment on 
your counter your sales soar and your selling cost is 
virtually nothing. 

PAK-BALS, packaged in smalt quantities, sell for 
one uniform price of 25c a box. Sizes range from 
Yeth inch to ¥th inch by 32nds. And the most 
important thing ... you need only reorder PAK-BALS 
in the faster selling sizes. 

PAK-BALS are high quality, high carbon-chrome, 
thru hardened steel, precision ground to close tol- 
erance. Never touched by human hands, there is no 
loss from rust or corrosion from handling. 

Order from your jobber or write direct for prices and discounts, 


Gr) the Packaged Ball Co. 


LANGHORNE, PENNSYLVANIA 











os 


ASK YOUR WHOLESALER 
THE BOSS MFG. CO., KEWANEE, ILL., U.S.A. 
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HARDWA 


past four years. The industry now 
serves more than 5,500,000 homes with 





what is variously called butane, pro- 
pane, “bottled” or “tank” gas. The 





industry’s postwar expansion continued 
last year when production totaled 2.6 


billion gallons, an increase of 30 per 


DEPENDABILITY cent over the previous year. 
* * * 


Dependability sells ladders . . . and 
Famous ladders have those construc- 
tion features which 
assure strength and 
safety. Sell your 
customers on the 
seasoned woods, 
strong steel braces 
and hinges, smooth 
clean finishes of 
Famous ladders. 
Write for catalog 


Vacuum cleaners — Factory 
sales of standard-size 
vacuum cleaners this year, despite sub- 


household 





stantial drops from the all-time highs 
registered in 1948, are at a rate virtu- 
ally equal to the average maintained 
through 1946-1948, inclusive, greatest 
years in the industry’s history, accord- 


at SELLS 


sale of a few 
12 Not much! 
ssortment on 
selling cost is 





ing to figures announced recently by 
Cc «G. 
Vacuum Cleaner Manufacturers’ Asso- 
ciation. Sales in April, latest figures 
and prices. available, totalled 252,656 units, down 
18.4 per cent from 309,897 in March 

LADDERS and 17.6 per cent off from 306,588 units 
A size, style and type sold in April, 1948. The industry’s 
for every job. 


Frantz, secretary-treasurer, | 


tities, sell for 
s range from 
ind the most 
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to close tol- 
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3: IRONING TABLES 


sales in the first four months of this 
| year totaled 1,032,896 units, or at the 
| rate of 3,098,688 annually, compared to 





s and discounts, ° i ° 
Aap A complete line, quality built, 3,150,426, the yearly average for 1946- 
all C at a selling price. 1948 inclusive. The four-month figure 
0. : | : 
Leaders in Quality Woodenware over 48 years. is 61.8 per cent of all 1941, greatest 

ISYLVANIA 


pre-war year, when 1,670,129 standard- 


GOSHEN CHURN & LADDER INC.|) °°” Pane agers 
| size vacuum cleaners were sold. 
GOSHEN, INDIANA . * & 














Plumbing fixtures—The Com- 
merce Department says that manufac- 














turers’ shipments of plumbing fixtures 


(Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays * * * 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


during the first quarter were valued at 
$48,300,000, down 34 per cent from the 
value shipped in the previous quarter, 





and 18 per cent less than shipments 
during the first quarter of 1948. 





Washing machine sales — 


| Factory sales of standard-size household 
| washers in April totaled 194,900 units, 
a decrease of 23.3 per cent from March, | 


and down 51.5 per cent from April, 
HATCHETS OF QUALITY 


1948, according to the American Wash- 

Eighty years of experience in the 
making of Quality Tools has been 
lavished on these two popular V & B 
Hatchets. 












er & Ironer Manufacturer’s Associa- 






Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 


tion. Factory sales of ironers in April 










§) DONALD from March, and a decrease of 62.3 per 















DURHAM = 
cana Ut cite ei cent from Apri 9418. : add 
| dye Rock. COMPANY : April, 194 Balance, design, temper, finish 
Pneé vOCK= Des Moines 4 * * & . ae _ are ate 
Hard Water Putty raed nothing has been spared to create 





| 
aggregated 17,800, down 24.2 per cent 
| 


these truly superior tools which the 
artisan will be proud to possess 


gives you by far the 
best profit-margin on 
any product of this 


Gas _ sales—Gas utility com- 









panies registered gains in total revenues 











nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 





in POWDER Form 
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from sales in the number of customers 
served and in total volume of sales in 
the first quarter of 1949 as compared 
with a year ago, the American Gas As- 
sociation reported recently. Total 
revenues from sales of gas by utilities 
in the first quarter of 1949 were $535,- 
000,000, an increase of 6.9 per cent 
over the comparable period in 1948. 
Revenues from industrial sales rose 15 
per cent, while residential and com- 
mercial revenues gained 4 per cent and 





Whether it’s cutting or driving, a 
V & B Hatchet swings true with a 
minimum amount of effort, yet has 
ample weight to make the blow 
effective. 


VAUGHAN & BUSHNELL 


Manufacturing Company 
Sales Office: 135 S. LaSalle St. 
CHICAGO 3, ILLINOIS 
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... that drills the Masonry. 


Now offer KENNADRILLS to 
masons, plumbers, home 
builders, electricians, etc. 


Kennadrills have a sapphire hard 
cutting edge. So hard it stays sharp 
up to 100 times longer, and drills 
up to 5 times faster. It drills stone, 
marble, slate, asbestos, tile, etc., far 
easier, more freely than any drill 
bit ever built. Turbine action ejects 
cuttings. There's no sticking, bind- 
ing, stalling. Holes are true, smooth 
and clean. Sizes 44” to 11%”, shank 
length 6”, 8”, and 10”. Used in 
rotary drills, drill presses, and hand 
braces. Sell the trade that drills 
masonry and make a profit. 


Write for Bulletin KH—today. 


To help you sell we advertise in trade papers, 
Popular Mechanics; and supply dealer helps 
Dealers Wanted! 


KENNAMETAL Arc tatrose. pa 


BIG 








PROFITS 
IN THE 


BIG “IRELINE | 


FIRELINE 
MARKET 


LINING 


There's no limit to Fireline sales because Fire- 
line Stove & Furnace Lining ‘‘fits’” every type of 
domestic heating unit. Every home is a prospect. 

For cook stoves and ranges, it’s a superior fire- 
box lining, replacing stove brick and firebox cast- 
ings. It's packed ready to use in moist, plastic 
form—nothing to add—nothing to mix. It’s easy 
to install. Just pound into place with a hammer, 
then trim it smooth. When baked out by the fire, 
Fireline withstands 3000 deg. F. 

Fireline makes your stove lining market a BIG 
market because it’s also suitable for warm-air 
furnaces and heating stoves where it is used as 
a complete lining entirely around the firepot. It 
repairs cracked firepots, sealing all cracks and 
leaks; protects and preserves good castings. Also 
used for lining steel furnaces and domestic boil- 
ers; for setting stokers; for oil burner combus- 
tion chambers. 

Fireline is packed in 5-lb. and 
10-lb. cans for cook stoves; in 
50-Ib. and 100-lb. drums for & 
warm-air furnaces and heating ; 
stoves. Stocked by leading job- 
bers everywhere. Write for lit- 
erature, prices and disocunts. 

Also manufacturers of Ironset 
Asbestos Furnace Cement, and 
Fire-Hearth Castable Refractory 
(for stokers and oil burners). 


Fireline Stove & Furnace 
1859 Kingsbury St. 





Lining Co. 


Chicago 14, Ill. 
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11 per cent respectively during the 
period. For the twelve months ended 
March 31, 1949, total revenues from 


sales of gas by all utilities were $1,579,- | 


000,000, an increase of 9 per cent over 
total revenues of $1,449,000,000 in the 
Reve- 
nues from sales of natural gas by utili- 
ties in the first quarter of this year 
amounted to $358,000,000, a gain of 
10.4 per cent the comparable 
quarter in 1948. For the twelve months 
ended March 31, 1949, total 
from natural gas sales were $1,010,- 
000,000, an increase of 13.1 per cent 
over $893,000,000 a year earlier in the 
like Manufactured gas sales 
revenues in the first quarter of 1949 
were $145,000,000, a gain of 4.7 per cent 
over total revenues of $139,000,000 a 
year earlier. For twelve months ended 
March 31, 1949, total manufactured gas 
$471,000,000, a 


gain of 7.6 per cent over a year earlier. 


previous twelye month period. 


over 


revenues 


months. 


sales revenues were 


- April 
below a 


April 


were 


Retailing in 
of retail 
year ago, according to the Commerce 
Department’s index. This index (based 


sales stores 


on 1935-39 average as 100) stood at 
332 in April compared with 329 in 


both March and February, and 338 in 
April, 1948. The estimated dollar total 
of these $11,060 
against $10,705 million in April of last 


sales was 


year. In spite of this apparent dollar 








million, | 


gain over April, 1948, Commerce De- | 


partment experts said April retail store 


sales were really down about 2 per 


cent. They allowed for the later date 


of Easter this year and the difference | 


in the number of trading days, in 
detecting the drop. Among the durable 
goods, the building material and hard- 
ware group reported April sales of 
$805 million, compared with $742 mil- 
and $953 million in 


lion in March 


April, 1948. These sales were “up much | 


less than is usual for April, and the 


seasonally adjusted index for this 
group was about 4 per cent below 


March.” 


Manufacturers’ 


sales—April 


dollar sales of manufacturers slipped 7 | 


per cent from their March level and 


were down 2 per cent from April, 
1948, a decline rated as more than 
seasonal. Total April “dollar” value 


was $16,900 million. Both durable and 
non-durable goods industries showed a 
decreasing volume from the 
total. But Commerce Department ex- 


March 


perts said the slide in physical volume | 


of sales “was not so large” 


change in dollar figures, because of 


wholesale price declines in April. 
Manufacturers’ inventories were also 
down from the previous month, but 


as the | 


BIG PROFIT ITEMS 








Contains Mutton Tallow 
A SUPER PRESERVATIVE AND ADHESIVE 
ON ALL POWER MACHINERY BELTS 
Stops V-Belts from Squeaking 


Homogenized = 


Pure Neatsfoot 
(Shep 


Processed from beef ani 
PURE 





mals. ‘‘Is Best for Leather 
In all Kinds of Weather." 














Use it on work shoes, 
boots, belts, saddles, luz- (wessroor ) 
gage, and all fine leather. 
Made in 3 grades: Pure, oes mornesnes 
Prime, and No. 1. "NEATSLENE CO. 
Ow enn to 
Ligul 


D 
SADDLE SOAP 
ANIMAL SHAMPOO 
HAIR DRESSING 


Manufactured by 
Neatsiene Co., Omaha 8, Nebr. Roy W. Shepard ‘‘Shep"’ 











TERRACE 
HOUSEHOLD 
STEP LADDERS 
BEST QUALITY 


Made of selected kiin- 
dried stock only. 
Now Available 

TERRACE WOOD PRODUCTS (0. 


113 Elizabeth Avenve 
Elizabeth 1, W. J. 
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Tightens loose furniture 
WITHOUT taking it apart 


THE CHAIR-LOC COMPANY, Freeport, N.Y. 









COLUMBIANA 


Announces 
the New "ALL-IRON” 
PITCHER SPOUT PUMP 


@ Mass production economies make 
possible this sturdy 26-pound pump. 
Exclusive new features include s 
non-drip spout, easily-adjustable 
revolving bearer, anti-freeze sc- 
tion. Cut-away base allows bucket 
to be placed directly under spout. 
Painted green; height 18%”, 3 

diameter cylinder, suction connec- 
tion 1%” standard pipe tap. Write 
today for complete information 0! 
this low-price, high-quality pump. 


COLUMBIANA PUMP COMPANY 
COLUMBIANA, OHIO 





Fig. 19, No. 2 
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| Rub . 


Level it off... 


THE DAMAGE IS GONE 


DECTO-STICK 


FURNITURE 
REPAIR KIT 


Effaces dents, nicks and gouges on 
natural-finished or stained wood- 
work - radios - furniture - leather, etc. 


Easily Applied. -No heat. Will not 
bleed or shrink. Can be blended. 
Lasts as long as the wood. Takes any 
finish. No drying time required. 
Display card holds 12 cello- 
phane envelopes contain- 
ing one stick each; dark 
mahogany, light mahogany. 
walnut and maple... and 
scraper, 

— ASK YOUR JOBBER — 


DECTO PRODUCTS CO. - SALEM 2, MASS. 











N. J. 
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STOPS CONDENSATION 
DRIP FROM COLD 
WATER PIPES 


Nationally advertised in Amer- 
ican Home, Better Homes & 


Gardens, Good Housekeep- 

TEE ing, Parents’ Magazine, Satur- 
day Evening Post, etc. 

EASY TO APPLY 

UNION No tools or fasteners needed. 


It's simply wound around 
straight pipes, valves, joints, 
tees, etc. 

Roll covers about 10 feet of 
,"" pipe. List price $1.69. 
Higher west of Rockies and 


Canada. 
Price to Dealers 
List less 33 1/3% $1352 
Packed 12 rolls to carton Per doz. 
ORDER THROUGH 
YOUR JOBBER 


Write for free circular and 
dealer helps sheet. 





J. W. MORTELL CO., 508 Burch St., Kankakee, Ill. 
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non-durable goods 
inventories were higher this April than 


in April, 1948. 


both durable and 


ae a AS 
Car-loadings—Freight carload- 
ings in the May 21 week rose .3 per 
cent above the total for the week ended 


| 
| May 14, but remained considerably 
| lower than in the like week in the 

past two years. The Association of 


American Railroads reported a total of 
773,911 cars loaded in the week ended 
May 21. This was 12 per cent below 


the corresponding week last year, and 
13.1 per cent below the like week in 
1947. No explanation was offered for 
the decline. 
oe * = 

Employment creeps up in 
April— April non-farm employment 
marked the first halt of the employ- 
ment decline which began three months 
before, the Labor Department 
nounced. The Department estimated 
43,900,000 persons were employed in 
mid-April in non-agricultural jobs. 
That compared with an estimated 43,- 
871,000 in March, but it was about 
2,000,000 than the all-time em- 
ployment peak of last December, and 
almost 400,000 April, 
1948. Employment in 
own, the Department reported, because 
seasonal gains in construction and trade 


an- 


less 


less than in 


| employment offset a “further sharp 
decline” in the manufacturing, in- 
| dustries. 

* * & 


The buyers’ view-point—In- 


dustrial production will continue to 
decline for the next two months, level 
off in August and September and start 
to increase in the final quarter of 1949, 
in the opinion of purchasing agents for 
many of the nation’s big manufacturers, 


summarized in the May report of the 


Nation] Association of Purchasing 
Agents. A decline in the amount of 
new orders booked in May was re- 


ported by 37 per cent of the agents and 
16 per cent reported an increase in 
bookings. The remaining 47 per cent 
reported that their May orders were 
holding at the same level as the previ- 
ous month. Inventories are being con- 
sumed faster than they are being re- 
placed, apparently, for drops in inven- 
tories were reported by 60 per cent of 
the reporting firms. 62 per cent of the 
buying executives were not placing 
orders for goods that could not be de- 
livered within 30 days. The rest were 

on a 60-day to 90-day delivery basis. 

* * * 

Production—The Federal Re- 
serve Board’s index of industrial pro- 
| duction, declined in April, for the fifth 
| consecutive month. The April figure 
was 179 (1935-39 equals 100), com- 


| pared with 184 in March, and was 16 


April held its | 
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WINDOW 
VENTILATING 
LOCK 

































CHAIN DOOR 
GUARD 


~ 
Protects the home 
The IVES Window Ventilating Lock 
safeguards the home... lets fresh air 
in... keeps children in... keeps bur- 
glars out. Winter or summer, win- 
dows can be left open for ventilation 
as well as security against intrusion. A 
safety and ventilating item that should 
be used in every home. Permanent... 
easily applied... no mortising required. 














IVES Chain Door Guard protects the 
home against unwelcome intruders... 
door opens approximately 4 inches, 
just enough to see and carry ona con- 
versation with a visitor...and it's fool- 
proof. It will pay you to stock these 
two items... one item helps to sell 
the other. 


Ask your Jobber. 


THE H. B. IVES CO. 








* Long-lasting beauty for floors, 
furniture, woodwork! 


* “Just wipe it on with a cloth.” 


* Protects against boiling water, 
alcohol, alkali. Non-slippery! 


* Nationally advertised! Dem- 
onstrations in key cities! 

* Displays in every shipping 
carton! Ad mats! Other local 
promotion! 


See your wholesaler! 
EMBREE MFG. CO. - ELIZABETH 4, N. J. 





and 


Princess louse 
CLOSET ACCESSORIES 
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261 Fifth Ave., New York 





| last October and November. 
| nouncing its April figures, the Board 


| May manufacturing has 





points under the post-war peak of 195, 
In an- 


said: “Present indications are that in 
continued 
downward and that there has also been 
some decline in output of minerals 


| which had increased in April.” 


a a * 


Home-buyers — A “key” to 
the “kink” which is developing in the 
nation’s home-building boom is found 
by the Wall Street Journal, in the fact 
that house hunters now ask: “How 
much can I get it for?”—not “When 
can I move in?” The words, it says, 
are those of one of New York’s top 
builders. But the boom is still lusty. 
The 86,000 dwelling units started in 
April were double the 43,000 starts in 
the like month of pre-war 1939. Nearly 
a third more houses are being put 
under construction now than at this 
time two years ago. But starts are 13 
per cent under last year’s record post- 
war level. And a 12-city survey by the 
Journal finds builders blaming a public 
“wait-for-lower-prices attitude” as the 
prime reason for the dip in demand. In 
important areas the drop is 

New home starts in Philadel- 


some 
sharp. 


phia and vicinity are running 35 per 
In Cleveland 
they are estimated 25 per cent below 
In New York City’s 
single- 
starts totaled 
2,691 units in the first four 1949 months; 
in the like 1948 period the total was 
Metropolitan 
Home Builders Association says there 
“is definitely a lull in homebuilding ac- 


cent below a year ago. 


last spring’s level. 
Queens borough (a 
family dwelling area) 


leading 


5,784. The Chicago 


And in Los Angeles, an im- 
commercial and 


tivity.” 
portant 


houses but only 100 under construc- 


tion. Builders and bankers say there 


are still plenty of people who would 
like new houses. 
“many who have the money are hold- 


ing it for lower prices, while a lot of 
others who are willing to try to buy 


don’t have enough money.” 
* * * 


Consumer demand — The 
Commerce Department said in its May 


survey of current business that develop- 


ments in January, February, and March 
of this year indicate clearly that con- 
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residential 
builder reports: A year ago the firm 
was at work on 300 houses and “look- 
ing for more property” to build on, 
while today it has property for 600 





But, as one puts in, 
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BROOKS HOOKS 
FOR BUILDERS 


We make a complete line of 


hooks, screw eyes, rings and 
other wire products for use 
in all construction work. Tell 
us what your trade requires. 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 


BROOKS i HOOKS & 






The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 







© METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 
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sumers are less willing to spend. The 
survey noted that “price declines were 
spreading in the markets for industrial 
commodities,” during the first quarter, 
“while prices linked to the agricultural 
sector of the economy showed greater 
clues which 


firmness.” Here are the 


the Department said clearly show a 


slackening consumer demand in_ the 


first three months of this year. (1) 


There was a decline of $1 billion in 


“disposable” income, that is, total in- 


come less taxes. (2) There was a 


larger—$4 billion drop in consumer 
purchases, and (3) personal saving 


meantime was increasing from $18 bil- 


lion to $21, “suggesting strongly a 
weakening in consumer demand.” 


oa * * 


Retailing gained in April — 
April sales of independent U. S. re- 
tailers were five per cent above the 
previous month and the like month last 
year, the Census Bureau said. Easter 
trade accounted for most of the rise. 
The Bureau obtained its figures on 
April retail trade from about 28,000 
stores, ranging in size from establish- 
ments doing about $1,500 in sales 
volume weekly, to $20,000. Most of the 
stores are in urban areas. The sharpest 
sales decline in comparing April with 
the like month last year occurred in 
the lumber, building-hardware group 
both 


In spite of the 5 


and the sporting goods stores, 
down 18 per cent. 
per cent gain in sales in the monthly 
comparisons, total retail trade in the 
first four months of this year was run- 
ning 2 per cent behind the comparable 
period in 1948. 


* * * 


A lot of potential customers 
—While it may take more “hustle” to 
develop sales in 1949, than for several 
years preceding, the field of “pros- 
pects” is almost limitless, and is stead- 
ily growing. The population of the 
United States reached a record high of 
148,527,000 on April 1, according to 
the Census Bureau. 


* * * 


Department stores sales — 
Department store dollar sales for the 
week ended May 28 were down 8 per 
cent from the like week a year ago. 
Sales have been below last year ever 
since the week ended May 7, when they 


were 2 per cent above last year. The 
Federal Reserve Board, which issues 


the figures, said that one possible fac- 
tor in the drop is the fact that the 
figures represent dollar sales. Because 
of reduced prices in some lines, and 
shifted to 
lower price lines, unit volume for many 
items probably re- 
mains as high as last year. 


because many stores have 


department store 








Self-Selling 


DISPLAYS 





YOUR CHOICE of two smartly 
finished wood displays, two fast- 
moving deals offering a DAVIS 
Cord Set for every need. Dis- 
play No. 5, 814” x 814” x 16”, 
holds 34 Davis sets; display No. 
10, 20” x 20” x 8”, holds 60 
Davis sets. Each set is fully dis- 
played and tagged with informa- 
tive, self-service label to increase 
impulse buying, reduce sales 
time. 


rh YOUR JOBBER OR WRITE DIRECT 
@ CE FOR FULL DETAILS AND PRICES.@ 


DAVIS Mfg. Company 


PLANO 1, ILLINOIS 


RYERSON 
STEEL in stock 
for HARDWARE 

STORES 


Contact Ryerson when a cus- 
tomer’s order calls for steel you 
don’t carry in regular stocks. 
You can draw on large, diver- 
sified Ryerson stocks at any 
of thirteen conveniently locat- 
ed plants. We'll gladly cooper- 
ate closely on any steel require- 
ment—any steel problem. 


PRINCIPAL PRODUCTS 
Bars © Structurals © Plates © Sheets 
Tubing © Allegheny Stainless © Alloy 
Steel © Safety Floor Plate * Babbitt 
Selder © Metal Working Tools & 

Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. 


Plants: New York, Boston, Philadelphia, 
Detroit, Cincinnoti, Cleveland, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Louis, 
los Angeles, San Francisco 
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"WE'VE BEEN ON A FISH DIET EVER 
SINCE OUR NEIGHBOR BOUGHT THAT 
OCEAN CITY ‘INDUCTOR’ REEL.’’ 


OCEAN CITY MFG. CO. 
A & SOMERSET STREETS, PHILA. 34, PA. 


IT’S NEWS 
THAT DEMAND FOR 


HULL 
AUTOMOBILE 
COMPASSES 


Is Still Increasing 


It’s news, today . . When 
demand for so many manu 
factured items has leveled 
off or decreased . 


. to find 
a 15-year-old product like 
the Hull Automobile Com- 
pass still GROWING in de- 
mand, month by month. 
That’s proof of product 
quality and acceptance, 
your assurance of surefire 
sales and profit. 
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Hardware Manufac- 


American 
turers Assn., 97th semi-annual con- 
vention to be held jointly with the 55th 
convention of the National 
Wholesale Hardware Assn., Oct. 
| 10-13, 1949, at the Marlborough-Blen- 


annual 


Atlantic City, N. J. 
Arthur L. Faubel, 342 Madison Ave., 


| New York City, is secretary-treasurer 


of the manufacturers’ association. 
Thomas A. Fernley, Jr., 505 Arch St., 
Philadelphia, is executive secretary of 


the wholesalers’ association. 


Associated Pot and Kettle Clubs 
of America, convention, June 19-22, 


| at the Santa Barbara Biltmore Hotel, 


Santa Barbara, Calif. Convention chair- 
man, George H. Slater, 712 So. Olive 


St., Los Angeles 14. 


Central States Golf Party, June 
23, at the Tam-O-Shanter Country Club, 
Chicago, Ill., sponsored by the Central 


| States Hardware Club, Ben Leve, 530 


W. Cornelia Ave., 


lary. 


Chicago 13, is secre- 


Gift Shows: 
geles, Calif., 


July 24-29 at Les An- 


under management of 


W. C. Klingborg. L. A. Trade Fair, 
Inc., 1151 $. Broadway, Los Angeles 


July 31-Aug. 4 in the Civie Audi- 
torium, Western Merchandise Mart, St. 
Francis and Sir Francis Drake Hotels, 
San Francisco, Calif.; Aug. 14-18, 
Olympic Hotel and Terminal Sales 
Building, Seattle, Wash.; Aug. 21-Aug. 
24, at the Portland and Benson Hotels, 
Portland, Ore. Show manager, Kay 
Leber, Western Merchandise Exhibitors 
Assn., Space 957, 1355 Market St., 


San Francisco 3, Cal. 


Industrial Supply Convention, 
May 22-24, 1950, at Atlantic City, N. J. 
Conference booths at the Public Audi- 
torium. Convention is sponsored jointly 
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tary-treasurer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6, Pa.; Southern 
Supply & Machinery Distributors’ 
Assn., secretary-treasurer, E. L. Pugh, 
712 Volunteer Bldg., Atlanta, Ga. 


National Hardware Show, Oct. 12 
15, Grand Central Palace, New York 
City. Frank M. Yeager, 331 Madison 
Ave., New York City, is the director 
of the show. 


National Housewares and Major 
Appliance Manufacturers’ Exhibit and 
Meeting, July 11 to 15, 1949, in the 
Atlantic City Auditorium, Atlantic City, 
N. J., sponsored by the National House- 
wares Manufacturers Association. A. W. 
Buddenberg, 1402 Merchandise Mart, 
54, Ill., 


Chicago, is execulive secretary. 


National Retail Hardware Asso- 
ciation, 50th annual congress, at the 
Statler Hotel, Boston, Mass., July 11-14. 
Rivers Peterson, 333 No. Pennsylvania 


St., Indianapolis, Ind., managing di 


rector. 


National Sporting Goods conven- 
tion and show, Jan. 22-26, 1950, at the 
Hotel Morrison, Chicago, Ill. Exhibits 
in booths and rooms. Sponsored by the 
National Sporting Goods Assn., One 
North LaSalle St., Chicago 2; G. Mar- 
vin Shutt, secretary. 


National Wholesale Hardware 
Assn., 55th annual convention held 
jointly with the 97th annual conventicn 
of the American Hardware Manu- 
facturers Assn., Oct. 10-13, 1949, at 
the Marlborough-Blenheim Hotel, At- 
lantic City, N. J. Thomas A. Fernley, 
Jr., 505 Arch St., Philadelphia 6, Pa., 
is executive secretary of the wholesalers’ 
association. Arthur L. Faubel, 342 
Madison Ave., New York City 17, is 
secretary-treasurer of the manufacturers 
association. 








For Safets 
TAYLOR- 
Lock Sets, 

and Builder 
through yo 














: HULL MFG. CO. ; by the nena Supply & Machinery Store Modernization Show, June 
.? . O. Box 246-HA-6, Warren, Ohio 1 Manufacturers’ Assn., general manager, 19-24 at Grand Central Palace, New 
' sasend it satermation Oe ae ee ee : R. Kennedy Hanson, 1108 Clark Bldg., York City, sponsored by the Store 
: RES ee ee Som Pittsburgh 22, Pa.; National Supply & Modernization Institute, 40 E. 49th St., 
i Check 0 Dealer © Chain Store © Jobber : Stachinery. Diswibuters’ A a 7 New Vosk Cier 17 
) STREET ; } achinery istributors ssn., secre- New or alty Li. 
! city as STATE t 
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FOR MORE PROFIT! 


@ Take advantage of the year-round urge to 
brighten-up and fix-up the home. It’s the urge 
which accounts for more than 90% of the customer traffic in 
your store. TAYLOR gives you some real sales-bait, stylized 
i door-knobs, popularly-priced and quality-made. The colorful 
uy) / new display box is both SALESMAN and 


Taylor’s ANY , INVENTORY in your favor . . . bound 
to produce plenty of turns and profits @ 
Show The New Assortment No. 422 


No. 410—BRASS PLATED—2 PAIR 
No. 400—FLUTED GLASS—3 PAIR 
No. 402P—SOLID BRASS—1 PAIR 


Other Assortments 
Avatilable 


PLENTY OF “PICK-UP” 











TAYLOR LOCK CO. 


PHILADELPHIA 32, PENNSYLVANIA 


Canadian Representatives—DORKEN BROS. & CO., Montreal 





For Safety's Sake, Always Say 
TAYLOR—for Night Latches, Inside 
Lock Sets, Key Blanks, Replacement Parts 
and Builders’ Hardware. Distributed exclusively 
through your hardware wholesaler. 





ym igelel-liilels acdislacmetAe) 


ag nn presents" KEILSON” 
MAIL BOXES 


Handiest tool 
for pocket or 
tool kit. 


for 
SOCKET SCREWS (7% MECHANICS 


REPAIRMEN 





HOBBYISTS 


HEPA IUIN I orngea 


A rugged, compact tool with thousands of uses. Hex- 
Uni-Key fits all types of hex socket and cap screws in 
six popular sizes. Wrenches are specially anchored in 
cast holder, hardened and heat treated for long life. 


Fast Selling 
6 Key Display Card 


“Ts AK o~ This card sells key on sight! 

\ed Holds 6 keys with photo 

oat under each key that shows 
when key is removed. 


Order from your Jobber Today 


EKLIND TOOL & MFG. CO. 





© 


2627 North Western Avenue Chicago 47, Illinois 





180 N. WACKER DRIV 


ee 
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son 
nose pocket knife with [ff 
ww” PERMA-LUBE 4 


BEARINGS* 





#623480 





A—The only pocket knife in the world with bearings. Perma-Lube 
bearings never need oil. 


B—Clip pocket blade and pen blade, both of high carbon 


chrome vanadium steel, hand-honed. 
C—Pocket-Eze sunk joints never tear or wear out pockets. 


D—Extra-strong nickel-silver bolsters and lining. 





a \ E—Unbreakable Plasti-stag handle, serpentine shape. 


Every Robeson pocket knife fully guaranteed to give satis- 
faction. Get a Robeson direct franchise—enjoy full mark-up. 


ROBESON CUTLERY CO., INC., PERRY, N. Y. 


INSTALL JET PUMPS 
THE EASY AND 
SAFE WAY! 


—WITH Oh 
GROWDEN 
INSTALLATION CLAMPS 


This handy tool will assist you in making double 
pipe, jet pump installations the safe and easy 
way. It eliminates make-shifts such as pipe 
vises, iron and wood clamps, chain, rope and 
other hazardous substitutes. It will pay for itself 
by saving time, by improving workmanship and 
by preventing injury to workmen and materials. 


AND GUARANTEE COMPLETE 
CUSTOMER SATISFACTION 


with GROWDEN 
PLACEMENT CLAMPS 
i ad 


Attach these clamps to the drop pipes 
in the well to equalize the weight and 
strain on the pipe joints and the ejector 
body—to prevent twisting and rattling 
of pipes and to make a more rigid, quiet 
and long lived installation. 
















Write or wire today for prices, literature 
and complete details. 


A. |. McDERMOTT COMPANY 
46-48 Market Street Oshkosh, Wisconsin 
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New DEAROSA Forged Brick Trowel 
Wide tonden Pattern , 








TSA MAT! 4’ 
4 


eee 
Just what your customers want. 


eee 

Don't wait. Order now for 

prompt delivery. 
ses 


Ask your jobber too for 
DEAROSA 
Hawks, Plasterers, Cement 
and Pointing Trowels 


eee 
“Tools to treasure and 
use with pleasure" 


DEAROSA MFG. CO. INC., Brooklyn 32, N. Y. 
NATIONAL & EXPORT REPRESENTATIVES 


SURPLESS DUNN & CO., INC. 
34 N. Clinton Street 74-76 Murray Street 
Chicago 6, Illinois New York 7, New York 


FINGER GRIP 
THE ADJUSTABLE CLIP 


ideal for PARKING” |~ 
Tools, Brooms, 
Implements or any- 
ilial: Mudbiime malelilel (ee 


SMALL - MEDIUM - 
LARGE. 
ae (@) 590 3'43 SA0 IL ICMEFASTENS TO ANY WOODWORK 


The Favorite With Home Workshop “Fans” 
Just Ask Your Jobber 
PLATT CO., Fairfield, Conn. 














ARTHUR I. 


Assortment 


No. 1340 
Sizes: 6 x9 





Also available on 
cards or in Open Stock 
—%", Ye" and 1°. 


seeeeaans 


Get this colorful display on your counters to 
increase “impulse” sales. Contains 45 dozen 
assortment of 4”, %" and 1” household hooks with 3 
brilliant colors of plastic bases. Durable, rust-proof 


nickel finish steel. 
See your jobbers salesman... 


phone or write him for full information. 





THE WASHBURN COMPANY 
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DIAMOND 











DIAMALLOY 


Featherweight-Adjustable 


WRENCHES 






WRITE FOR CATALOG! 


A tool for the particular mechanic. Drop 
forged from special alloy steel carefully 
hardened and tempered, individually tested, 
wrapped and sealed in individual cartons. 








DIAMOND CALK 


_ HORSESHOE COMPANY 


4622 Grand Ave. e Duluth, Minn. 








HARDWARE AGE, JUNE 16, 1949 




















ZEPHYR 500 SERIES 
Ya-Inch Electric Drills 












ee oe $29.65 
(With Jacobs Hex Chuck) 
a $34.65 


(With Jacobs 
Geared Chuck) 





ZEPHYR 1950 SERIES 
Y4-Inch Electric Drills 


No. 1950-G....$19.95 
(With Jacobs Geared Chuck) 


No. 1950-H....$17.95 
(With Jacobs Hand-Tite Chuck) 


Your best het... either one or both 


These drills are the latest in proved, streamline design. 









In its capacity range, each represents a big advancement 
in the combination of high power, quality and refinement 
in construction, and long-life performance. Due to the 
shape, size, and light weight, each offers a new handling 
ease and convenience that readily appeal to the user. 
They are your best bet for maintenance, production, and 
utility drilling operations. 







Backed by a consistent advertising program in 
leading industrial and consumer publications. 


Write for new Booklet on Portable Power Tools and 
ask for Portable’s Complete Sales Plan and Discounts. 


Z 
PET LZZ | 
ELECTRIC TOOLS, INC. 


Fractional HP Motors @ Electric Drills © Polishers ¢ Saws © Sanders 
Spin-A. Brush © Spraymaster 


260 W. 79th Street, Chicago 20, Ill. 
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TIMES 

the Opportunity 
to Sell Your 
Hack Saw 
Customers 








Greater 
Profits 
For You 






- Parker’s Hack Saw Line, with 
3? exclusive quality features, will appeal fd 
all your customers’ tastes and pocket- 
books: 1. Rugged long life construction. 
2. Patented forged one piece ends and 
forged one piece studs—no pins to lose. 
3. Adjustable for standard blade lengths. 
4. Blades may be faced in four directions. 
5. Comfortable, easy-to-grip handles. 








PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. Se Ac 
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CONGRESS DRIVES 


“amen 
PROFITS 


FASTER 
TURNOVER 


e 
GET THIS NEW DISPLAY 


Contains 50 individually boxed pulleys— 





in the popular fast-selling sizes and bores. 
You make higher profits and have faster 
turnover when using this handsome, new 
3-color Counter Assortment with visual in- 
ventory control. Write your jobber for new 


low prices and full information. 


CATALOG ON REQUEST 


CONGRESS °::::° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 








MECHANICS CHOICE 


PLATED AND TEMPERED 
MUSIC 


wre SPRINGS 


Everyone can use this assortment of Highest Quality 


COMPRESSION + EXTENSION + TORSION 


10 










IDEAL FOR 


HOME OWNERS 
SERVICE MEN 
REPAIR MEN 
FARMERS 
TOY MAKERS 
HOBBYISTS 
INVENTORS 
MODEL 
MAKERS 


List price only 


$1.60 


per box 
FOB FACTOR 


Packed 50 metal boxes to a shipping case, also in colorful 
counter displays of 1 doz. boxes. 


JOBBERS—DEALERS—Attractive sales proposition! 


SIMONSEN INDUSTRIES INC. 
1414 South Michigan Ave. Chicago 5, Ill. 
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Amazing New Finish 
Introduced to the Trade 


Dealers Report Enthusiastic 
Reception by Consumers 


A revolutionary new type of finish has been developed for fur- 

niture, walls and woodwork. It’s called New Mode —and 
by RI FFIN aptly so—for it’s not just another paint or enamel but a sensa- 

tional new kind of finish. Developed by Sapolin after years of 
painstaking research, this beautiful “satiny” finish looks for all 
the world like an expensive, hand-rubbed finish. At the same 
time it’s so tough it defies the hardest wear. And Sapolin New 
Mode is so easy to use it almost goes on by itself. No wonder 
dealers and decorators alike are saying, “Tomorrow's deco- 
rating miracle is here today!” 





Dealers like NEW MODE because it makes lots big- 
ger profits for them. And with New Mode they 
have a real ‘exclusive’ . . . none of their compe- 
titors can offer a paint to compare with this revolu- 
tionary new finish. 








Decorators like NEW MODE because — without 
added cost or trouble—they can achieve with it a 
beautiful effect that looks like the finest hand-rubbed 
finish used on today’s most modern and expensive 
furniture. They'also like New Mode's smart selec- 
tion of colors. 








Consumers like NEW MODE 
because never before have they 
seen a finish so superlatively beau- 
tiful yet so amazingly tough. And 





wre 
For more than 50 years Griffin never before have they been able ‘fw 
to get a finish so easy to apply—so .. | 
hinges have been known for their resistant to grease and grime—so 
7 really washable, yes, even scrubbable — one that dries eer 
fine materials and workman- in only 2 hours! — 
5 ee Unique, New Color Display-Sampler helps dealers make | HF 
ship. Griffin hinges are NEW MODE sales! Shows the consumer actual applica- vem 
; : tions of the New Mode colors—permits him to take wae 
part of a wide variety of light home generous size actual application sample chips of | 
his favorites. Dealers everywhere are acclaiming this 4 
builder's hardware... newest creation of the Sapolin Merchandising Staff. 








quality produced by 


AL, Griffin. One yany. SATIN FINISH 


cialis WN 
7 RI FFIN a MAIL THIS COUPON TODAY 


TORS anufacturing Company /) FOR COMPLETE DETAILS 
: JL N SAPOLIN NEW MODE 
JEL ERIE » PENNSYLVANIA . 









ty 














ERS REPRESENTATIVES Sapolin Paints Inc., 229 East 42nd Street, New York 17, N. Y. 
‘ice only 8. S. ALDER COMPANY—45 Warren — New York if New York 

.60 be Se ae wn yk, rn waa Please send me, without obligation, the complete story on New Mode 
per box AUSTIN & EDDY, INC.—II5 Broad Street, Boston, Massachusetts —your revolutionary new finish! H-6 
ACTOR) Saag L. LEWIS—703 Market Street, San Francisco 3, Cal. 


. S$. JOHNSON—917 St. Charies Avenue, Atlanta, Georgia 





lorful e" H. FARRAR—308', North Harwood, Dallas, Texas Name 
colortu R. F. BEVERS—4524 bast 60th Street, Seattle, Washington . 
L. J. FULLER, JR.—785 North President Street, Jackson 6, Mississippi 
ae HARVEY D. RUSH & SONS—4638 Mill Creek, Kansos City, Missouri 
ion. A IN CANADA : Address 
’ = MANNING |. SHORE—Merchandise Scales of Canada 2 
. = 15 Wellwood Avenue, Toronto, Ontario = ; 
x = — City State 


S 


o 5, Ill. 
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A STRAIGHT LINE 
IS alway THE 


SHORTEST DISTANCE 
between 


V4 
TWO POINTS Pal 


without middleman’s 
profits ... 


BIGGER 
PROFIT 
MARGIN 









_— 
4 ae 


4 4 a 


for DEALERS will MAKE a HIT with YOU! | 





send YOUR orders 


DIRECT-TO-FACTORY 
and make MORE MONEY 


Send for new catalog and prices 


HARRINGTON & RICHARDSON ARMS CO. 


402 Park Avenue, Worcester 2, Mass. 





Get The Plus Sales 
that HOPPE Products Offer 


Handle—suggest—and sell—the ENTIRE Hoppe Line. 
Supply your customers with complete gun cleaning and 
protection. 


| 
| Hoppe’s No. 9 Solvent, 


Hoppe’s Gun Cleaning Patches, 
Hoppe’s Lubricating Oil, 
Hoppe’s Gun Grease—and 
Hoppe’s Gun Cleaning Pack. 


Your Jobber can supply you with these widely used, well 
known and consistently advertised gun cleaning essen- 
tials and your customers will ASK for them. 


Frank A. Hoppe, Inc. 








2314A North 8th St., Philadelphia 33, Pa. 


























ASSORTED KEYS 
ace pnen 








TAPER PINS * STRAIGHT PINS * COTTER PINS 
WOODRUFF KEYS * MACHINE KEYS 


AND OTHER “STANHO" STEEL PRODUCTS 





NEW STANDARD BRAND 
HORSE SHOE NAILS 











STANDARD HORSE NAIL CORP. 


SINCE 1872 
NEW BRIGHTON ° PENNSYLVANIA 
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OVER 30,000 
ANGLERS HAVE 
REQUESTED 
THIS LATEST 


GUIDE 
TO BETTER FISHING 


ARE YOU 
PREPARED 


TO SUPPLY THEM WITH 


MINNOW 
BUCKETS 


TACKLE BOXES 


STRATTON & TERSTEGGE - 


ee ee ee ee ce ee ee ee, | 


1859 LOUISVILLE 1 KEN 
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5 PRACTICAL TOOLS IN 1 
{Scythe—Brush Hook—Hoe—Weed Cutter—Axe] 
A quick profitable selling tool for all these uses: Scythe 


—does twice the work in the same time with half the 


effort. Brush Hook—cuts brush and heavy cane. Hoe— 












for around maintenance poles, etc. Weed Cutter— 
cuts any kind of weeds. Axe—cuts smaller grubs. 


Made with strong, hardwood, oval shaped handle. 
Patented sigmoidal shank gives proper balance. 
Has high steel socket double riveted. Steel 
Channel support for blade eliminates vibra- 
tion. Double edge blade of fine tool steel, 


easily sharpened without removal. 


Sells for home use, railroads, highway de- 


partments, government projects, etc. Pack- BLADE: 
ed '/, dozen to bundle. Weight per 11% ins. 
dozen 55 Ibs. long, 
3% Ins. 
Write for Literature wide. 


and Trade-prices [== 





SYTHAX CO. 


445 TENNESSEE STREET, MEMPHIS 3, TENNESSEE 














BUILT BETTER 
to LAST LONGER! 


Don’t sell quality short. That's what 
makes satisfied customers. And that’s 
what you'll find when you rely on the 
integrity of JACKMANCO methods. 
Built better . . . Last longer... 
More economy in the long run. 













Superior 
Products 
Since 
1876 


MORTAR 
PAN 


MORTAR 
MIXING BOX 


JACKSON MANUFACTURING CO. 








HARRISBURG e¢ PENNSYLVANIA 
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MORE SATISFACTION for your customers 
LESS SERVICE TROUBLES for you 
WHEN YOU SELL... 


WHIRD 


ROTARY-SCYTHE 


POWER MOWERS 


3 MODELS for homelawns: self 
propelled and hand propelled. 











Mow once a week or once 
a month... height makes no 
difference! The Whirlwind 
gives lawns a perfect rug- 
smooth grooming... cuts tall 
grass, weeds and heavy 
growth with ease. Perfect for 
farms, resorts, and estates. 
Simple rotary blade trims 
evenly, mulchifies clippings, 
eliminates hand raking. No 
reel and bed knife to adjust. 
Safe, simple, dependable, 
17 years a favorite! Write 
for dealership information. 


Wi TRADE MARK 
Reg. U. S. LWIND 
Dept. HA-69A, Milwaukee 12, Wisc. 








SPINNING BLADES (fully enclosed) cut 
grass, weeds of any height, chop clip- 
pings to fine mulch. 





EASY TO SHARPEN! Simply remove 
rotary blade and sharpen with hand file. 


A subsidiary of Toro Manufacturing 
Corporation, Minneapolis 6, Minn. 


Lift end of hose out of tub. 
Keep Siphon at bottom of 
tub - turn faucet !/2 turn. 






Just attach to faucet 
and turn on water. 


Drains & Fills Tubs ve Washing Machines 


Can also be used as a Cellar Drainer 
@ Approx. 7 feet of 54" 1.D. Braided Hose 
@ Siphon made of Rust-Resistant Metal 
@ Solid Brass Female Coupling and Fittings 


Sugycsted ratail price > 7] 98 


HANCOCK MANUFACTURING, Inc. 


131-137 S. Second St. . Philadelphia 6, Pa. 
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.3 NEW... 


CHICAGO'S. 
5a DISPLAYS 


~ A COMPLETE POWER | 
‘4 >\\ TRANSMISSION 
\\> os! DEPARTMENT 
4, ‘Right at Your Fingertips” 


Sa A 
CHICAGO 


0 


The No. 60ST-P pulley dis- 
play gives you a complete line 
of the 57 fastest selling ''A’’ sec- 
tion pulleys . . . sizes range from 
11/," to 10" in diameter . . . bore 
sizes come in 1/2"-5@"-%4" di- 
ameters. 

There's no more hunting thru 
drawers or on shelves ... all items 
are clearly marked and in full 
view. 

This attractive display is finished 
in red, white and blue, and re- 
quires a wall space only 16" wide 
by 36” high. 






odie ited 


| 
a “ i 
= lhe 


a 4-14-14 wiboibulboll 


sm heebideb hd bail 


an Pha see Hea e 


R 
Vv 
E 
5 


DEALER‘S 
~NS ebejhertante 8 
atalele® seneeanee $2. 5 82 her cost 
herbed le © Se i ar RETAIL VALUE $43.00 
( | \jo | *(See how you can save 7;% more) 


| 


ba 


The No. 40ST-O display features 
75 assorted pieces including couplings 


CHICAGO 








...« bearings ... pillow blocks... 
adjustable hangers . . . shaft collars, 
etc. all for t.h.p. drives. 

This display will make your store 
the headquarters for home, farm and 
factory transmission supplies ... there 
are no dust catchers here . . . all items 
are proven sellers. 

Finished in red, white and blue and 
requiring a wall space only 13" wide 
by 25” high this attractive display 
will sell for you. 


$2.8°% hercosr 


RETAIL VALUE $46.75 





*(See how you can save 742% more) 


The No. 80ST-M mandrel | 
display offers you 7 of the | 
fastest selling mandrels. 


There are models for saw; 
... for farm...home...and | 
for farm... home... and 
factory use. 

Featuring this display will 
increase not only mandrel sales 
. . . but pulley, belt, saw and 
buff sales will increase as well. | 
The display is 16" wide and 
32" high and is finished in red, 


white and blue enamel. 


68 DEALER'S 
$22.58 ier cost 
RETAIL VALUE $37.80 


*By ordering one each of the 
above displays you save 74%. 
Now you can have a complete 
transmission department for 


only $70.79. 








MFG'D BY 


DIE CASTING MFG. CO. 


2510-14 WEST MONROE STREET 
CHICAGO 12, ILLINOIS 
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WRACK and RUIN? 


or ROYAL’S RACK and PROFIT? 


juggling 
[RO SPDLRISES ~ i a 


with loose spools! 


SAVE TIME AND TROUBLE 
PETE! | 


no more 





MAKE MORE PROFITS, TOO 


USE 
mage CUTTER 


ROYAL DESIGNED FOR YOU! yr 


THIS NEW DISPLAY if 


ASK YOUR WHOLESALER 


a 
=. 






about the ROYAL deal-quality 
ROYAL (“t) wire, plus the rack 








PLUG and 
FUSTATS 
TROUBLE 
LIGHTS * CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET -R-I° 


CARTRIDGE FUSES * 
WIRE * CORD SETS °* 
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Est. 


- 


20 
N 


Only 


361-9 
Complete ° 


Bevel-Dep 
Attachme 


ton te 
$549 
e 


Attachment 
All Prices 
F.O.B. Chic 


Table it) 
drum san 
volt ACI 
systems Vv 


MALL 
( 


HARDW. 





CUTTER 








1949 











$0-HARD 





SCREW 


SHEET METAL 


Types A and B 





Made of steel, stainless steel 


and brass. 


Good inventories now of 


standard packaged lines. 


THE SOUTHINGTON 
HDWE. MFG. CO. 
Est. SOUTHINGTON, CONN. £Y- 


1867 








Nothing Like it 


For the Money... 





MODEL 60 


{ al ore 


6" Blade, 2" Capacity 


Me <A Big Seller 
in Any Store! 


A powerful, handy, light-weight 
electric saw with 6” blade of highest quality— 
ball bearing and roller bearing throughout. 
Nationally advertised to home owners, farm- 





Only 


$6}-95 


Complete with 


Bevel-Depth P ° . 

Attachment ers, factories, carpenters and builders. It rips, 
e crosscuts, angle cuts rough or dressed lumber 

Saw Only up to 2 inches. With Bevel-Depth attachment 


it will make straight cuts from 5/16” to 
1-31/32” deep; 45-degree bevel cuts from 
144" to 1-11/32” deep. 
ee = It will also cut metal, cut and score tile, 
F.0.B. Chicago Conerete, aggregate compositions, and groove 
Le mortar joints. When mounted in Mall Saw 
lable it will serve (with attachments) as a shaper, dise and 
drum sander, wire brush and table saw. Furnished for 115- 


$§ 4-95 


volt AC:DC or 230-volt AC:DC. For 32-volt battery lighting | 


systems without Bevel-Depth Attachment $58.95. 


Write for literature. 


MALL TOOL COMPANY 7702 South Chicago Ave. 


(Power Tool Division) Chicago 19, Illinois 
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Pi fa 


Your Customers want 
COLOR and 
LONG LASTING BEAUTY 


they get both with the new 


fe 





LABORATORY 


PLASTIC TOILET SEAT 


V’eseTre®D 








| 
Sully Guaranteed —— 
w~ NOT TO CRACK y NOT TO PEEL 


Y¥ NOT TO WARP ¥7yNOT TO FADE 


The only plastic seat made completely 
in one plant, from base chemical com- 
pound to finished seat. 


QUALITY 





Available in these bright clear-thru colors: 


w BLUE 
ware BLACK ene one 
GREEN 
TUBING & RUBBER —_— 

CTURER 
aes * RHODE ISLAND 





BRAIDED GARDEN HOSE 
PLASTIC GARDEN HOSE 
GAS TUBINGS 


THROUGH 


WHOLESALERS 
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MILLIONS AR 


FOR ORIGIN 


Cushy 


PR 
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BEING TOLD! 


< 
cts 




















Thru Steady a LC 


y SATURDAY Le 


INSERTIONS ALSO IN 

1949 issues of Collier's, Pathfinder, 
Parade, New York Times Sunday 
Magazine, House & Garden, House 
Beautiful, Woman's Home Companion, 
Better Homes & Gardens, Successful 
Farming, Country Gentleman, Ladies’ 
Home Journal, True, Sunset, Household, 
Popular Science, Popular Mechanics, 
MacLean’s, American Home, and 
Metropolitan Group. 


THE NEW ( OMNalley All-Purpose 


FAMILY FAUCET REPAIR SET 


(Comes mounted on self-selling display cards) 


More than 5,000,000 O’Malley prip sTopPERs sold testify to the steady, 

substantial dealer-profit in this fast-moving item. Now O’Malley 

brings you a new FAMILY FAUCET REPAIR SET destined to produce even 

greater profits for O’Malley dealers. This new kit combines the 

DRIP STOPPER reamer with two NU-SEATER tools 

for installing new seats in worn faucets. 

All are companion pieces and offer you 
larger profits because of greater unit 

of sale and assured steady turnover. 


-EDW. O'MALLEY VALVE CO. 


7602 Greenwood Ave. « Chicago 19, Ill. 
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This New 12-pc. 














Set for | 
SCREWDRIVING So 
nanan 

NUT DRIVING | for extra profits 
AND , 

Thousands of Myers Hand 

REAMING* Pumps are sold every month 

| for use as the main water 

ANOTHER XCELITE FIRST! Has 9 detachable | supply, or as auxiliary pumps 

nut driver blades, 3/16 to 1” sizes; regular 3/16- | on electrified properties. Con- 
9/32” screwdriver blade; 4% to 5/16” reamer—all 

fit the MAN-SIZE XCELITE combination handle. sult your Myers Hand Pump 











New handle fastener UNCONDITION- 
ALLY GUARANTEED ONE YEAR 
(patent pending). All these quick- 
change tools in sturdy new “Hollywood” 
finish box shown, only $9.95 list. (Other 
XCELITE reamers, also Nos. 1 and 2 
Phillips blades are available). 

A PROFIT ITEM YOU CAN'T AFFORD TO 

MISS! WRITE NOW FOR THE FACTS! 
*Patents pending on container and contents 











PARK 
: Dept. G, Orchard Park 
New York 


*Originators — Not Imitators 






EFERRED BY 
2,444,385 





*First to use plastic for screwdriver handles 













METALWARE (O., INC. 


catalog for details of these 
and other Myers Pumps in the 
most complete line available. 
Display your Myers Hand 
Pumps where customers can 
always see them. Then watch 
your sales increase. 


The F. E. MYERS & BRO. CO. 
Dept. P-51 Ashland, Ohio 
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for 4 49 
AVAILABLE DISPLAY ASSORTMENTS 


For additional display assort- 
ments and complete listings 
of over 700 builders hard- 
ware items write 
for catalog #19. 
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GAS FLOOR FURNACES 
For 
Extra Sales Appeal 


A TEMCO IS EASY TO INSTALL! 
Temco’s shallow (2512” overall) con- 
truction means it fits the space be- 
tween the floor and the ground — no 
costly excavation needed. 


A TEMCO IS GUARANTEED — The 
Lifetime Porcelain Enamel Heat 
Chamber carries a 20 Year Guarantee. 


YOUR CUSTOMERS KNOW THE 
TEMCO NAME — Powerful national 
advertising presells your customers 
to bring you extra profits and quick 
turnover. 





Approved by 
American 


Gas Association 





To get full information on Temco MAIL THIS COUPON 


“TENNESSEE ENAMEL MFG. CO. DIV. B- 105 

4104 PARK AVE., NASHVILLE 9, TENN. 

Please rush me information about Temco’s Summer Sales Plan 
that will create sales for me now! 


Name 
Address 
City State 
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ALL ALUMINUM 


@ New all aluminum Keystone 
Frameless Tension Screens will 
be an attractive and profitable 
item to add to your line. Avail- 
able 


double hung windows, these 


in standard sizes for 





full length screens have loads 


of customer appeal that can 
easily and quickly be turned 
into profits for you. 











“4 


HANDY FOR HOUSEWIFE 





MO 
T 


FORA 


H MAKER 


L GASES 


LG 
DERN 
L 





The 


LOWBOY 
CIRCULATOR 


rhis fully enclosed 
Console model is 
engineered for the 
thorough heating 
job, without sweat- 
ing. Has _ non-clog 
Burner, sealed and 
baffled Radiator, 
Pilot, built-in Draft 
Hood and precision 
adjustments, Manual 
or Automatie Con- 
trols. 4 Sizes from 
20,000 to 65,000 Btu. 


OLD 
HEATING EQUIPMENT 
SINCE 1846 


O74. OHIO FOUNDRY & MANUFACTURING CO. : 





Rich Brown (baked) Finish. 


DEALERS: Get details on the B-F PLAN 
... for Insured Profit. 
WRITE FOR CATALOG NO. 





49. 
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BE sure You SELL THE 


bni 


NOW AVAILABLE 
AT YOUR JjJOBBER 


G.P:E 
NS RO) 
ADJUSTABLE HEIGHT 
IRONING TABLE 


witH ALL THE FEATURES WOMEN WANT 


GEUDER, PAESCHKE & FREY CO 


Milwaukee 1, Wisconsin 











it's a hit— 
hand-decorated 
; CALIFORNIA IVY 
on Rio Grande 
Woodenware 


Today's most popular pattern is now available. Place 
your order now. 


See it at National Houseware Show, Atlantic City, July 11-15 
Space 737 








meee by 2421 McKINNEY AVENUE 
WOOBEAWAR DALLAS 4, TEXAS 



































ASK 
YOUR 
JOBBER 
TODAY! 


Distr 








PICTURE 
HANGERS 


TATE = 


Closet Rod Brackets » Wardrobe Loops 
Cup Hooks + Push Pins 

Friction Catches * Shower Curtain Hooks 

Picture Wire* Coiled Wire*Spooled Wire 


Estab. 


























251 Causeway St. 
BOSTON, MASS., U. 


e.u.ATEco. 


S.A. 
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Send for 
Order fr 


HARDW. 








/E aoa Gi sre A New Version 
ali-Bearing Washiine Pulley 
of an Old 


The only fully-enclosed pulley with 
i \ 
chs 


these quick-profit features: 
’. j 



















© Bristle brush cleans line auto- 
matically. 


© Controls line, works effortlessly. 


aes ' BE © Rust - resistant, made of cold a 
Ue a drawn steel. 3 I 

> ~J 

RI eS” Size: 6'' x 412" 4 f 


Ae extet ge 
Ce -THRY 

@ The new Dazey 
Cylinder Rotor-Dasher os . 

Electric Churn. Model | °” Grows Capechy 

ode 
4-E-R. Glass Container. 2 Gal. Gross Capacity 
1 Gal. Gross Capacity. 


% Gal. Churning 


Capacity. =P 


Also: #80, same pulley as above, 
without brush. 


#40, 32°' x 2%", without brush. 


WM. H. ZIMBALIST, INC. 
262 Greene Ave., Bklyn. 5, N. Y. 


= 

















—< 
Today's improved ver- hey, 
sion of the Dazey les I 
Churn Grandmother ih 


used. Churns up to 2 
B gal. quickly, quietly 
ly. Model 66 
Model 4-E-R.— and dopendobly. Cosy —6 Gal. Gross Capacity 
1 Gal. Gross Capacity. to use and clean. 404 into 
115 Volt, A. C.— 60 Cycle. Economical. Sensibly —10 Gal. Gross 
Cylinder Rotor- Dasher. : . Co ty. : 
t your pacity. 110 Volt, A.C 
YAMATO Prices: See it ot y 60 Cycle. 
dealer's, or write: 


DAZEY CORPORATION + ST. LOUIS 7, MISSOURI 


Ge Sure 


Form a Dazey yar Chain 
of Kitchen Products « Can 
Opener « Knife Sharpener a 


Juicer « Ice Crusher 
Blend-R-Mix ¢ Nut Cracker 
Famous Dazey Churns 










SII IAAI IA IAAAAAAAAAAAAA AAA AS SASASSA AAAI IA 


















it— _ : 

inal | KSON : another SILENT SIOUX 

[A IVY * — —wap, 

rande DOOR eer? . : f “Profit 

ware ll The New-Quality Door! ‘i : , Leader”’ 

ace JOBBER 7 

’ _ STYLED FOR BEAUTY * GUARANTEED FOR SERVICE ‘ peewee OF SO0D 
Distributed exclusively through your jobber | + Po one 





¥ Made exclusively for HOME HEATER 


AMERICAN IMPORT CO., San Francisco, California 
BRUSHES 
Mm Touch-Up Bronzing 


Marking Varnishing 
Enameling Lacquering 


* 
* 

* 

¥ 

* Dealers and users alike are enthusiastic about the 
> beautiful, NEW, Silent Sioux oil heater Model 
x PF-5549. Dealers . . . because it’s easy to sell, easy 
* to install, minimum service, Big profit. Users . . 
x because its light finish blends with any home decora- 
x tion scheme, cheap to operate, always performs satis- 
* factorily regardless of wind or weather conditions. 
) Twin drum construction gives extremely large radia- 
*« tion. Top grille, front and side louvres assure faster 
. heat circulation. Get acquainted with the Silent Sioux 
x line of oil and gas home heaters, a request on the 
* 
+ 
* 
* 
* 
* 
* 
* 
bal 
* 
* 
* 
* 
* 

* 

7 





























coupon will bring full information. 
TRIPLEX BURNER... Most ef SILENT SIOUX OIL BURNER CORP 
ficient burner made, the Famous Silent Dept. HA-6, 0 Gi 
Sioux Triplex, Specially designed, as opr. -6, Orange City, lowe 
sures transparent orange or blue flame Gentlemer 

near-perfect combustion of fuel Please send full information abo 
HEAT ECONOMIZER . - Extract the remarkable Silent Sioux line 
valuable heat from hot gases after con oil and gas home heate No oblig 
bustion of fuel. Increases efficiency of ;ion of, 2 aoe eee 
heater and lowers fuel consumption ie . 
FORCED FLOOR LEVEL CIRCULA- wing, 
TION... Built in fan draws heat . 
from center of radiator section, directs 4 


our 





it through lower center louvres across 
floor. Two speed switch controls power 





State 


Send for Descriptive Folder. NM. GRUMBACHER 


Order from your Jobber 464 WEST 34th STREET NEW YORK | NEW YORK 


ful squirrel cage blower. 


**SILENT SIOUX Oil Burner Corp., Cranage City, lowa ¥¥* 
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lassified Aduertining Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words....... aa 00 
Each additional word........ 10 


Positions wantew 


Allow Seven Words for Keyed Address 
or Your Address 








*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 




















1 Help Wanted _| 





BUILDERS’ HARDWARE MAN WHO 
CAN READ BLUE PRINTS and take Com- 
plete Charge of Department can get a good 
steady job with a Bergen County Hardware 
Store. Write stating age, experience, salary ex- 


pected, where last employed and if mechanically 
inclined to Box N-290, care of Harpware AGE, 
100 East 42nd St., New York 17, N. Y. 


RETAIL STORE MANAGERS. Experienced 
in hardware, tires and auto accessories, farm 
supplies, plumbing and heating. Splendid op- 
portunity in rapidly expanding organization. 
Age 25 to 49. Positions available in Ohio, 
Michigan, Arkansas, Tennessee and Mississippi. 
Must furnish A-1 business and character refer- 
ences. Send complete resume to Jim Brown 
Stores, Inc., 6560 Juniata Ave., Cleveland 14, 
Ohio. Atten: Personnel Department. 








Sales jwes Wanted 


WELL-ESTABLISHED MANUFACTURER 


WANTS EXPERIENCED AND CAPABLE 
SALESMEN for Southeast Tetritory (working 
out from Atlanta, Ga.), and Mid-West Terri- 
tory (working out from St. Louis, Mo.), call- 
ing on Plumbing, Hardware, Mill Supply and 
Auto Supply Houses. Expenses, guarantee, plus 


commission. Write, including telephone number, 
Box N-279, care of Harnware Ace, 100 East 
42nd St., New York 17, N. Y. 








SALESMEN: 


Full time or side line to sell complete branded na- 
tionally advertised line Paint Brushes. Men with 
following among hardware, paint, department stores, 
lumber yards and industrial supply houses preferred. 
Exceptional opportunity. Protected territories. Good 
commissions. Write 


BRUSHWISE CORPORATION 
West Fourth at Mercer Sts., New York 12, N. Y 








Sales iwes Wanted 

SALESMEN CALLING ON HARDWARE 
APPLIANCE, AND FURNITURE DEALERS 
as well as other outlets, to sell Electric and Flicor 
Circuiating Fans for Summer Season, Radiant 
gas and magazine type coal heaters for Fall and 
Winter Season. State territory. Commission. Ad- 
dress Box N-19, care of Harpware AGz, 110 East 
42nd St., New York 17, N. Y. 





SALESMEN calling on Hardware, House- 
furnishing, Paint Jobbers and Chain Stores to 
handle Very Competitive Paint and Varnish 
Brush Manufacturing Line. A few choice pro- 
tected territories open for experienced men who 


have right connections. Excellent opportunity. 
Tip Top Brush Comp: any, 50 West Houston 
Street, New York 12, ¥. 





FLATWARE AND TABLE CUTLERY 
MANUFACTURER—old, established, nationally 
known concern—one of the leaders in its field, 
is re-arranging several important sales areas, on 
a 100% protected territory basis. Will consider 
only sales organizations who, through their other 
supplementary factory lines, have the background, 
connections, and entree, to give our line the 
intensive coverage we require; and also the time 
to give it continuous effort. A profitable, worth- 
while major line. Liberal commission arrange- 
ment. Address Box N-299, care of HarpDWare | 
AcE, 100 East 42nd St., New York 17, N. Y. 








WANTED 


Old established, Al manufacturer of paint brushes, 
nationally advertised, is reorganizing and expanding 
its sales organization, and would like to hear from 
experienced, capable salesmen of high calibre to 
represent it in several desirable protected territories. 
Liberal straight commission basis. Replies held in 
strict confidence. 
Address Box N-295, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














SALESMEN WANTED 


By an established hardware jobber and leather 
goods manufacturer. To call on hardware and 
implement dealers in Western Ohio. Other ter- 
ritories available. Write for particulars. 


THE ELLSWORTH-HAFFNER COMPANY 
ORRVILLE, OHIO 











SALESMEN WANTED 


Leading Manufacturer, Complete Line of Leather 
Dog Furnishings, has a few choice protected terri- 
tories open for experienced men with following among 
retail hardware and housefurnishing stores. Liberal 
commission. 


Address Box N-250, eare of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











SALESMEN WANTED 


Manufacturer of One of the Fastest 
Growing Popular Priced Line of Mechanics 
Hand Tools and Precision Tools sold 
through Hardware, Building and Mill 
Supply Channels, is re-arranging terri- 
tories and is desirous of contacting Com- 
mission Salesmen for Indiana, Southern 
Ohio, Kentucky, Tennessee, Florida, 
Georgia, Alabama, Louisiana, North & 
South Carolina, Maryland, Washington, 
. C., Virginia, Michigan, New York 
State starting at Albany and North. 
These territories now have many active 
repeat accounts. Send full particulars 
including line now handled. 


Address Box N-286, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








[Sales Representatives Wanted | 


SALESMEN WITH A FOLLOWING OF 
HARDWARE STORES OF PLUMBERS to 
carry Sideline of Plumbing and Heating Spe- 
cialties. Liberal commission. New England ware- 
house. State qualifications and territory covered. 
Address Box N-284, care of Harpware AGg, 100 
East 42nd St., New York 17, N. Y. 








WANTED: SALESMEN WHO CARRY 
HARDWARE AND SUNDRY LINES to also 
carry Aluminum Paint, White Enamel and Var. 
nish from well reputed Paint & Varnish Factory 
and on liberal straight commission. Write now 
to Commonwealth Varnish Co., 4124-34 W. Par- 
ker Ave., Chicago 39, Illinois. 





SALESMEN WANTED. TO SELL BAM- 
BOO FISHING POLES. We are direct im- 
porters and carry Chicago stocks. Good oppor- 
tunity for right man. Address Johnson Products 
Co., 1010 Weed St., Chicago 22, Illinois. 





SALESMEN CALLING ON HARDWARE 
AND ELECTRICAL DEALERS tto sell Bolts, 





Nuts, Screws and Specialty Products. Commis- 
sion Basis Only. Protected territory. Address 
| Box N-289, care of Harpware Ace, 100 East 
| 42nd St., New York 17, N. Y. 


SALESMEN WANTED 





By a long established, well rated manufac- 
turer of a complete line of leather DOG 
COLLARS, HARNESSES, ete. Opportunity 
for experienced men calling on retail hard- 
ware, house furnishing and variety stores. 


Protected territory; liberal commission. 


Address Box N-298, care of HARDWARE aes 
100 East 42nd Street, New York 17, N. 
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NAIL SALESMEN WANTED 


SALESMEN CALLING ON HARDWARE AND 
LUMBER TRADE TO SELL NAILS AS SIDELINE 
FOR LARGE NAIL JOBBER. NEW YORK AND 
SURROUNDING TERRITORIES OPEN. EXCEL- 
LENT OPPORTUNITIES. 


} THE GORDON COMPANY 
262 MOTT STREET NEW YORK 12, N. Y. 
Tel. REctor 2-6744 

















'| Some MIDWEST and EASTERN 
territories open 


| 
for salesmen calling on hardware jobbers and con 
tract builders hardware accounts. Manufacturer of 
SHELF HARDWARE including CABINET HARD- 
| | WARE will warehouse in territory in cooperation with 
} salesmen. 

Address Box N-281, care HARDWARE AGE 


100 East 42nd Street, New York 17, N. Y. 
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Classihied Oppovtumitien. Section... | 














WANTED SIDELINE SALESMEN calling 
on electrical contractors, retail hardware stores, 
department stores, to sell Electrical Supplies and 
Lighting Fixtures, to cover New Jersey and New 
York State exclusive of Metropolitan Area. Write 
for full details, Commission basis. Address Box 
N-233, care of Harpware Acz, 100 East 42nd 
St., New York 17, N. Y. 





MANUFACTURERS’ AGENTS covering 
hardware jobbers, to handle our NAIL-ON 
BALL CASTER. Easy to install—simple as 


driving a nail—hammers directly on the_ ball. 
Casters are all steel—three pronged to hold firmly 


in wood. Solid steel ball rolls easily in all 
directions. Write Ball Caster Products, 7 
Boerum St., Brooklyn, 





MANUFACTURERS’ AGENTS—TO SELL 
A COMPLETE LINE of Step Ladders, Exten- 
sion Ladders, Painters’ Ladders, Step Stools and 
Other Woodenware to mill supply jobbers, lum- 
ber and building supply dealers, large paint and 
hardware retailers, and department stores. Full 
protection in territory assigned. State other lines 
now carried and exact territory covered. Address 
N-288, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 





MANUFACTURERS AGENTS WANTED 
CALLIING ON THE Hardware and Mill 
Supply Trade to sell a line of Circular Saws and 








Other Kindred Items. Address Box N-300, 
care of Harpwarr Ace, 100 East 42nd St., 
New York 17, N. Y. 
WANTED— 
REPRESENTATIVES 


now calling on hardware dealers to sell at 
competitive prices all sizes of New Black 
and Galvanized Pipe, Seamless Steel Tubing, 
Pipe Fittings, Clothes Line Posts and Steel 
Fence Posts on a commission basis. 
Address Box N-292, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











MANUFACTURERS' 
REPRESENTATIVES WANTED 


FOR NEW TYPE POLISHING PAD AND SANDING 
KIT. Should be sold as side-line to hardware, sport- 
ing goods, and paint dealers. Write us concerning 
territory desired and type of lines now carried. 


BO-MER MANUFACTURING CO., INC. 
13 Columbus Street Auburn, New York 


Sales iwes Wanted 


SALES REPRESENTATIVES WANTED. 
Nationally Known Curtain Rod Manufacturer has 
Several Territories Open. Experienced represen- 
tatives with following wanted to sell jobbers, 
chains, and live retailers. State lines now carried, 
territory and type of accounts covered. Address 
Box N-301, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 





MANUFACTURER’S AGENTS WANTED 
for each trading area or groups of areas east 
of Rockies to cover wholesalers in hardware and 





[Sales Representatives Wanted | 


SALES REPRESENTATIVE—fast _ growing 
Eastern Pennsylvania paint manufacturing com- 





| pany needs representation on Atlantic Seaboard 


to handle competitive lines of aluminum paints, 
mill-whites and sundry paint lines on a com- 


mission basis. Territories open in Maryland, 
Delaware, Virginia, West Virginia, New York 
| State and Western Pennsylvania. Address Box 


| N-269, care of Harpware Ace, 100 E. 42nd St., 


New York 17, N. Y. 


REPRESENTATIVE WANTED BY MAN- 
UFACTURER OF QUALITY LINE of Com- 
petitively Priced Home Workshop Power Tools. 
Must be able to call on hardware jobbers, re- 





oe ee a ‘toes — —— tailers, lumber yards, etc. and be able to handle 
ar Gs > aa ; 2 ; ile. a ae se s, | and set-up large accounts. This line of quality 
seller. Give complete cetails and references. | tools, which features new simplified design is 


Production Engineering Co., 940 Dwight Way, 


Berkeley 10, California | competitively priced and will be backed by na- 


tional advertising. Territories available now, lib- 

| eral commission. Write giving qualifications, 
background, territory desired, present lines car- 
ried, etc. Raymond Tools Company, 1305 Glen- 
wood Avenue, Minneapolis 5, Minnesota. 





SALES REPRESENTATIVES WANTED— 
OLD ESTABLISHED NATIONALLY 
KNOWN MANUFACTURER of _ Builders 
Hardware is now readjusting territories and 
representation. Will create openings for several 
experienced representatives who have good fol- 
lowing and understand builders hardware. State 
lines now carried, type of trade covered and 
territory. Address Box N-259, care of Harp- 
= Ace, 100 East 42nd St., New York 17, 





[Accounts Wanted 


MANUFACTURERS TAKE NOTICE. WE 
ARE OPEN FOR AN ADDITIONAL LINE 
selling to Jobbers, Chains, Dept. Stores, Restau- 
rant Supply and Electrical Jobbers. Over 20 
vears’ experience in Sales and Promotional work. 
Lum & Flaherty, 241 Powers Bldg., Rochester, 
B. ¥. 














DISTRIBUTORS AND 
@ MFRS AGENTS WANTED @ 
BY BRITISH COMPANY 


now in U.S.A.—wishes to appoint Se ee . = 
live distributors or agents with an 
aggressive sales force calling on 
wholesale & retail hardware stores, 


NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references 








SOUTHEASTERN STATES 














WANTED!!! 
MANUFACTURERS’ REPRESENTATIVES 
For LAWNSHAVER power mowers. 


Many principal areas open. Want 
representatives established in whole- 
sale hardware and department store 
trade. Product has received nation- 
wide acclaim, and is backed up by 
national advertising. Fine opportun- 
ity for aggressive salesmen! Reply 
with full references, stating age, past 
experience, lines carried and terri- 
tory covered. All inquiries confi- 
dential. 

Southern Metal Stamping Co., Inc. 








Box 11035—New Orleans, La. 


heavy & light engineering con- 
cerns, mine owners, printers, build- 
ing supply jobbers, garages & mirs. 
whose employees do heavy man- 
ual work. to sell an abrasive soap 
cake which removes ingrained 
grease & dirt pleasantly and effec- 
tively & leaves the hands beauti- ——— —-- - —— 


| fully soft & silky. 
SALES AGENCY 


The Soap has achieved tremendous saisetaan ttn Unie tae Te icine 
s <3 es . Yovering the Wholesale Hardware Trade, Departmen 
sales volume in Britain, selling to and Chain Stores in the States of Ohio, Indiana, Ken- 
the largest British industrial under- tucky, West Virginia and Tennessee is interested in 
takings, The Admiralty, The Army obtaining several top lines. Manufacturers Interested 
Ai & Ci D aig in obtaining representation in all or part of this dis- 
urways 3 ity epts of _Sanita- trict are invited to contact 
tion. Here is an opportunity of a Box N-283, care of HARDWARE AGE 
lifetime for ambitious concerns who 100 East 42nd Street, New York 17, N. Y. 
are prepared to put energy into 
the preliminary selling effort. Ap- oceania 
plications should give complete in- 
oy as - pod occa er LINES WANTED 
e types of industry contacted. Appliances, Heating Equipment, Sporting Goods, Gift 
Ware, etc. We know the market and the buyers in 


Furniture Stores, Hardware and Department Stores. 
KORLIS Ltd In Wisconsin, Minnesota, N. & S. Dakota. Very well 
’ ™ | inted Mi lis and St. Paul. Write 


q in 
258 Broadway New York 7, N.Y. H. C. STROM 
102 W. St. Andrews, Duluth 3, Minn. 


Agents. Established 1926. 
Cover trade 4 times yearly. 
Inquiries invited. 


Manufacturer’s 
Staff of 5 men. 
Commission -basis. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 
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| Accounts Wanted 





SALES AGENCY 
of Wisconsin and Northern Michigan are _ look- 
ing for representation for reliable manufacturer 
for Hardware, Plumbing and Implement Dealers 
Trade. Desire exclusive arrangement. Address 
G.B.A., Fred Richert Co., 2622 Wauwatosa 
Ave Milwaukee 13, Wisconsin. 


ESTABLISHED for State 


\GGRESSIVE N.E 
to over 500 rated retail 
Maine, New Hampshire, and Massachusetts, de- 
sires direct factory lines on commission basis. 
We invite correspondence from reliable manu- 
facturers only. Address Box N-287, care of 
Harpware Acr, 199 East 42nd St., New York 

. ¥ 


17 


SALES FORCE selling 
hardware stores in 


ACCOUNTS WANTED MANUFACTUR- 


ERS AGENT, MILWAUKEE HEADQUAR- 
TERS, Established 1932. Have display room 
and shipping facilities. Desire additional line 


for hardware, plumbing or mill supply trade for 


Wisconsin; Illinois, Iowa, Minnesota. Address 
Box N-217, care of Harpware Acer, 190 East 
42nd St., New York 17, N j 

SALESMAN FOR MANUFACTURERS 


AGENT covering Hardware, Houseware and 
Builders Hardware Jobbers in Greater New 
York and parts of New Jersey, seeks manufac- 
commission basis. Semi- 


}| (Positions Wanted 


turer to represent on 

monthly and monthly coverage. Address Box 
N-262, care of Harpware Ace, 100 East 42nd | 
St., New York 17, N. Y¥ 


MANUFACTURER'S REPRESENTATIVE 
COVERING NEW YORK STATE, except New 
York City. Outstanding reputation, contacting 
hardware, housewares and electrical distributors, 
lepartment and chain stores. Desires one nation- 
ally known line. Limited lines carried to permit 


complete and sound representation. Attending 
Houseware Show, Atlantic City, July 11-15. 
Address Box N-297, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 

NEW YORK STATE REPRESENTATIVE 
CALLING ON Hardware, Department, Chain 
Stores, etc. for 20 years in Central, Eastern, 
Northern Territory. Excellent following. Can 
handle an additional line. Must be good quality 
merchandise. Address Box N-302, care of Harp- 
waRE Ace, 100 East 42nd St., New York 17, 
x. ¥ 


AGGRESSIVE NATIONAL SALES ORGAN- 
IZATION REPRESENTED BY MEN WITH 
BROAD EXPERIENCE in the hardware field 


POSITION WANTED WITH A_ FIRM 
selling to Variety Chains that is not getting 
their share of business, or one wanting to enter 
that market. Many years experience in that 
field, developing and promoting the sale of chain 


store items. an go anywhere. Address Box 
N-293, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 


RETIRED SALESMAN FOR A NATIONAL 
ABRASIVE MANUFACTURER WANTS 
SITUATION selling to Hardware, Mill and 
Mine Supply Jobbers and Dealers in Arizona 
and Southern California. Large acquaintance 
and good standing in trade. Perfect health. 
Have car. Will furnish references. What have 
you to offer? Address H. E. Kulle, 339 W. 
Portland St., Phoenix, Arizona. 


PERSONABLE 40 YEAR OLD SALESMAN, 
long experience calling on Jobbers and Retailers 
in the Midwest Area wishes to hear from Some 
Major Manufacturer of a Good Product with 
Possibilities, and that need an Honest Effort of 
Merchandising and Representation. Full time will 
be Directed to your Product if your Proposition 
merits Consideration. May I know of your offer 
and Territory needing Attention. Write, Hoover 


Kelley, 714 West 2nd St., Dixon, Illinois. 
HARDWARE MANAGER EXPERIENCED 
IN BUYING MANAGEMENT, CONTROL, 
ORGANIZATION wholesale and_ retail shelf, 
builders’ hardware, plumbing, paints, electrical 
supplies, desires association in similar capacity 
with reputable concern. Executive ability. Best 


personal and business reference, prefer Midwest, 
salary and percentage. Employed, Age 42, Pro- 


| ducer. Address Box N-291, care of HARDWARE 
Acr, 100 East 42nd St., New York 17, N. Y¥ 


wants Additional Lines, for sale to jobbers. Offices | 


from Coast to Coast. Connection is particularly 
advantageous to small manufacturers because we 


handle all phases of distribution. Address Tri 
Products Company, Inc., 2406 So. 7th Blvd., 
St. Louis 4, Mo 


SALES REPRESENTATION AVAILABLE 
TO REPUTABLE MANUFACTURERS ON- 
LY, selling to jobbers of hardware, houseware, 
janitor supplies and variety store merchandise. 
Also sell to Chain, Department Stores and Pre- 
mium Goods Users. Firmly established over a 
period of twenty years, covering Michigan, In- 
diana, Ohio and Kentucky. Address Box N-280, 
care of Harpware Ace, 100 East 42nd St., 


New York 17, 


RETAIL HARDWARE AND BUILDING 
PRODUCTS EXECUTIVE Capable, energetic 
man who rose step by step to be merchandiser 
and manager. A good promoter and salesman 
whose twenty years’ experience has covered the 
entire field including all types of hardware, ap- 
pliances, plumbing, electrical and farm equip- 
ment; has estimated materials from plans and 
drawings. Prefer Mid-Western locality. Ad- 
dress Box N-282, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y 


YOUNG AGGRESSIVE SALES MANAGER 


with National Reputation and Following will 
Serve Additional Manufacturer on commission 
basis. Prefer plant ‘within 500 miles of New 
York. Should make paints, hardware, automo- 


tive, industrial, power tools or related products. 
Will personally handle National Wholesalers, 
Chains and Mail Order Houses due to Close 
Personal Contacts. Address Box N-252, care of 
Harpware Ace, 100 East 42nd St., New York 
i; = &. 


MANAGER, 15 YEARS’ RETAIL 
3% years manager store vol- 
ume $350,000. Understand all phases retail pro- 
motion, advertising, display and inventory con- 
trol. Thoroughly experienced in hardware, elec- 
trical, plumbing, paints, wallpaper, housewares, 
furniture, major appliances, auto and farm sup- 
plies. Prefer Minnesota, Iowa, Wisconsin, IIli- 
nois or closely surrounding States. Salary $7500 
to $9000. Address John Breen, 219 No. 3rd St., 
Monmouth, Illinois. 


STORE 
EXPERIENCE, 








| knows 


| 


[Business Opportunition ] 


WANT TO SELL 
Must be as a going concern in Metropolitan, 
New York. Register with us, to find a buyer. 
Gimble, Broker, 153 So. 9th St., Brooklyn, 
yr. Y. EV. 7-7301. 


YOUR BUSINESS? | 


J [ Business Oppotunitien | 


FOR SALE 48% INTEREST IN THIRTY 


YEAR OLD Hardware, Household, Plumbing 
and Farming Necessities Retail Store in 759,00¢ 
community doing $500,000 annually; experience 


in hardware merchandising more essential as firp 


is well financed. Address Harold Lockhart, 5614 
Locust St., Kansas City, Missouri 

FOR SALE—HARDWARE DEPARTMENT 
STORE fifteen miles outside New York, estab 
lished twenty years, good lease at low rental, 
sales over $160,000.00. Inventory about $70, 
000.00, equipment $15,000.00. Will sell for ir 
ventory and equipment, retiring. Address Box 
N-285, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 

FOR SALE A WELL ESTABLISHED 


BUSINESS 

and Hardware 
Good stock, 
to illness of 


ializing in Screws, Bolts, 
Items, located in New York Cit; 
low rental. Must sell due 
Address Box N-296, care 


Sper 





lease at 
owner 


of Harpwarr Aci 100 East 42nd St., New 
York 17, N. ¥ 

_HARDW ARE STORE Northern = [ndiana 
Complete line hardware, paints, gifts, general 


merchandise and some furniture. Only hardware 
in the town. Price $19,000 plus $15,000 ir - 








tory includes store, warehouse and real est 
and 8-room modern home with 2 acres of ground 
Midwest Business Exchange, 204 Star i 


Building, Fort Wayne, Indiana 


OREGON HARDWARE & FURNITURE 


FOR SALE. Hardware, Furniture, Electric and 
Plumbing Supplies, Sporting Goods, Gifts and 
All Related Lines. Best corner in town, three 


floors, 50 x 75, 1948 sales $140,000. Inventory ot 
$75,000 includes Second Hand Store of approxi- 
mately $15,000. All, plus fixtures and stock in a 
wholesale house, for $85,000, or will sell each 
store separately, and give long lease on buildings. 
Address Northern Wholesale Hardware, Portland, 
Oregon. 


HARDWARE STORE LOCATED IN ONE 
OF TAMPA’S BUSIEST THOROUGHFARES 
TO SELL for Inventory and Fixtures. All ay 
proximately $18,000.00. Prefer to sell to one \ 
the business and will appreciate op; 
tunities herein. Owner owns building. Rent and 
lease arranged. If interested, call H-3923 during 
day or H-3567 after 6:00 P. M.; Grand Central 
Hardware, 1525-27 Grand Central, Tamp 
Florida 





FOR SALE 
BOTTLED GAS SERVICE 


about 250 Customers—65 Ib. cylinders—30-70 mi:- 
ture—located Wastern New York State—Price $12.- 
000.00—Profit in investment 23%—Good opportunity 
for full time man to build up business. Established 
20 years. Age and other business reason for selling 


Address Box N-275, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














FOR SALE 


RETAIL, WHOLESALE AND MANUFACTURING 
PAINT BUSINESS in a City of 300,000 in Nort! 
Ohio. Owner wishes to retire. A splendid opr 
tunity for one or two mren desiring to continue 
going, successful business of 40 years. Room f 
expansion. Factory on railroad siding. Storeroom on 
main street, size 50 x 125 ft., four stories. Building: 
for sale or lease. 

Address Box N-294, care HARDWARE AGE 

100 East 42nd Street, New York 17, N. Y¥ 
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*MARSHALLTOWN TROWELS * 


* MARSHALLTOWN, 

















SUPERIOR 

FAUCET 

INSERTS 
Stop Faucet Leaks 


Make old faucets 


better than new 


SUPERIOR VALVE MFG. CO. 
CLEVELAND 15, OHIO 











GET THE EXTRA PROFIT 
IN GARDEN HOSE SALES 


Makes connecting hose to faucet 
unbelievably easy and_ fool 
proof. Snap-Tite just snaps on 

- snaps off. Eliminates kink- 
ing, twisting and cross thread- 
ing. Made entirely of precision 
machined brass. Easily serviced. 
Lasts a lifetime. Attractive 
display box holds one dozen. 




















| STEEL FENCE POSTS 


"U" flanged posts with self-fastening 
t lugs. No Staples Required. 


DEALERS!, if your jobber cannot supply, 
write us. Attractive prices and 
delivery dates. 














Manufactured by 


RUDOLPH POULTRY EQUIPMENT CO. 
Vineland, N. J. 


a 











IOWA 





| 





1 No. 9 Caulking Gun 
2 Caulk Cartridges 
Packed In Display Carton 


ONLY $3.50 List 


SEAL RITE CAULKING CO., INC. 


Mfrs. of 5 sizes of Caulking Guns 


LOS ANGELES 44, CALIF. DETROIT 21, MICH. 
6001 So. Gramercy Place 6335 Lyndon 


BROOKLYN 22, N. Y. 
192 Green St. 


World’s Largest Producers of Caulking Materials 








UNITED CUTLERY FOR QUALITY 


Shears 
Trimmers 
Tailor Shears 
Pinking Shears 


Kitchen & 
Poultry Shears 


School Scissors 
Letter Openers e 
Paper Hanger Shears 
Editor's Shears 

Desk (Library) Set— 
consisting of Scissors, 
letter opener in 
genuine leather case 








Pocket Knives and 
Slicers 
Hair Clippers 





Tweezers & Forceps 
Cash & Bond Boxes 
Fire Resistant Boxes 


Send for interesting catalog & prices. 


| UNITED CUTLERY & HARDWARE PROD. CO. 


108 EAST 16th STREET NEW YORK 3, N. Y. 


eg 











COLYMBIAN VISES 


THE BEST MADE 


% Columbian Vises 
are the standard for 
strength, workman- 
ship’ and depend 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in_ efficient 
and economical vise 
equipment. All types 
for all work. See 
your distributor. 


THE COLUMBIAN VISE & MFG. CO. 


9017 Bessemer Ave. Cleveland 4, O. 




























Strong . . . dependable . 


poles from quality materials. 





File Handles Chisel Handles 


A quality line that means PROFITS for YOU! 


details on this profitable line. 


The ANCHOR MFG. CO., 


. well turned handles ond window 
Call your jobber or write for full 








210 Water St., Piqua, Ohio 





a Handles 


Door 
oe one Sash Stops 


Soldering Ir 





Window Poles 


Farming Tool Handles 


— > % SS—__ SS ————. SS ==> 
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winnow srusn WESTBY Pe i | 
and SQUEEGEE 


There’s a Minute Mop fast-seller to speed every house- 
hold cleaning jot. Women want and BUY the popular 
Minute Dish Mop, Soap Bank, Rath Tub Brush, Win- 
dow Brush and Squeegee. Toi-La-Kleen, and the long 
famous standard size Minute Mop and Drainer, and | 
also the new Jumbo Minute Mop for large floor areas. 
All made of Du-Pont Cellulose Sponge. Write or phone 
your jobber today. 


MINUTE MOP 00. ick ecie' 
National METAL'S 


EYE CATCHING 














LINOLEUM 
BINDING KIT 


This Hollywood package moves fast. 
Transparent plastic case contains 12 
feet of punched brass or stainless 
steel binding and nail supply. Sells 
itself and saves you measuring, cut- 
ting, counting nails. 





Write or wire for prices. 








wes sel National Metal Products Company 


PITTSBURGH 12, PENNA. 





* 
1025 CHATEAU STREET 











| 
aati oi 
| 
| 
| 


a 





LYOW inonine taste ] 
Immediate Delivery 
Today we can make good 
deliveries on this fast-sell- 
ing item. Light, strong, con- 
venient to open and close 
—has steel understructure 
and wood top. Get your order in now. Dealer's net 
price—F.O.B. Factory $4.55 each. 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 623 Monroe Ave., Aurora, Ill. 
a Branches and Dealers in All Principal Cities 



















Genuine DOMES of SILENCE 


SLIDE SILENTLY — SOFTLY — SMOOTHLY 


50c SET - 15¢ SET - 10c SET SAVE FURNITURE & 
5 FLOORS-CREATE QUIET 


Nome ''Domes of Silence’ 
on each genuine Glide. 


Domes of Silence 
Rubber Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors 


ce Noiseless. Sizes for metal beds, wood beds, large 


chairs and all furniture 


Ask your Jobber. If he is not supplicd write to 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C., 
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| easy, profitable Bronco sales — call 
| your Kilgore jobber now. 








ANGOIO 


ROLLER SKATES 


INTHE gems 
‘zits, st POPULAR PRICE ( 


MARKET 


KINGSTON PRODUCTS CORP., Hwd. Div. A-5, 











FOR COMPLETE 
INFORMATION 


Kokomo, Ind. 











NO. 208 BRONCO 
is the Pistol 
Youngsters Want 


They prefer the BRONCO because its 
size, appearance and action best sim- 
of their fav- 


ulates the ‘shootin’ iron" 


orite screen cowboy. Six shooter fir- 


ing action and ‘'swing-out"’ cylinder 
are two reasons why the Bronco plays 
the leading part in playtime drama 


of the old West. Don't miss those 


THE KILGORE MANUFACTURING CO. 
Westerville, Ohio 





IYCST: wees 





Send 
for NEW 
1949 Catalog 


GEPHART MFG CO. 


1026 W. ADAMS ST., CHICAGO 7, ILL. 


Specialists in Steel Fishing Rods for 
BAIT CASTING © FLY FISHING « SALT WATER FISHING © SPINNING 








NYLON CASTING LINE 


MAGIC SENTENCE THAT SELLS: 


"WEARS UP TO 3 TIMES LONGER... AVERAGES 
7 TIMES MORE WATER RESISTANT!” 
Proved by Independent Tests 


Shaler ng FISHING TACKLE 


HONOR BUILT FOR OVER FIFTY YEARS 
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e Attractively de- 
signed and finished, 
this little kerosene 
heater is priced right— 
packs a real sales punch. 


Features the Castelli “Blue 
Flame Burner.” 


SEND FOR COMPLETE 
; NO OBLIGATION 


STOVE DIVISION—ERIE AVE. & F STREET—PHILA. 34, | 











Back On The Market 
STRONGER THAN EVER! 


Here is the polish that has achieved a reputa- 
tion for effective metal cleaning never sur- 
passed in its 39 years’ service. 


Exelusive ingredients make it the 
perfect, non-acid emulsion. No rub- 
bing required. Will not injure hands 
or leave a greasy surface. I.C.U. is 
the polish your customers want and 
will buy in preference to all others. 
Order from your jobber, today. 


THE LIVINGSTON CO. 


THE ORIGINAL 
153 Amity Rd. 





NEW HAVEN, CONN. 








Profits 
are in 
the Bag 


With FORD Charcoal 
Briquets 


Fuet of a HUMDREE 


Stock up now for big vacation- 
time profits. Feature this 
attractive Ford Charcoal Bri- 
quets 10-Ilb. bag, and cash in. 
Big mark-up. Ford Charcoal 
Briquets sell fast. Here’s why: 


@ Quality woods—for better flavor 
@ Cleaner, smokeless, spark-free 
@ No waste, no dust or breakage 
@ Cheaper because they're better 


Br : @ Burn far longer than ordinary 


tH 
ms gust 
CHEAPER GECA gl charcoal. 


Distributed in all principal 
cities. Write Ford Motor 
Company, Special Products 
Dept. Iron Mountain, Mich. 


"FORD CHARCOAL BRIQUETS 


FIRST IN QUALITY AND | 
FOREMOST IN SALES! 





STOVE 
PADS 


if 


BRIGHT METAL 


ys on 


NU-1OP Bright Metal stove 
pads are plated with the 





This high-quality, low-priced, 
lithographed pod is a sure 





bet to please value-conscious 
housewives. The sparkling red 
on white pattern is bright, 
cheerful and universal in ap- 
peal. Avcilable in a variety 
of sizes. 


finest pre-war quality tin- 
plate—never any substitutes. 
Their modern, embossed design 
enhances the appearance of 
stove and table tops. Avail- 
able in six popular sizes. 
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The NU-TOP complete line includes stainless steel and 
chromium plated stove pads. % 


THE METALOID COMPANY 


Creators of The Dual Dispenser 


5815 KINSMAN RD. CLEVELAND 4, OHIO, U. S. A. 
1 In Canada: 3 Wellington St. East Toronto, Ont. 
UY “ 
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